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"‘Btate of the N, _ Economy: 


' Srore Sates — Department-store 

. in the’ last reported week ran 

P percent above the corresponding 

'period of 1953, according to Federal 

J 

| Reserve Board. 

| Cruve On Srocxs—Totaled 269,- 

» 236,000 barrels in last week re- 

ported, according to Bureau of 

Mines, a net gain of 689,000 bar- 

, els from the preceding week. 

» Avtomotive Output — Was esti- 
ed last week by AUTOMOTIVE 
ws at 146,835 vehicles, compared 

ith 139,617 the previous week, an 
increase of 7,218 units. 

_ Iron-Orz Use — Consumption of 

iron ore in March totaled 5,931,000 
pss tons, compared with 5,786,725 
February and 8,257,312 in March 

of last year. 

_ Sreet Propuction—Was scheduled 
» last week at 68.5 percent of capacity 
“against an output of 68 percent of | 
| capacity the previous week. 

Woritp Tin Output — Totaled | 
» 14,900 tons in February, compared | 
with 14,600 in January. 

Bank Reserves—Federal Reserve 

Bank members increased their re- | 
@ serves by $21 million in last week | 
®@ surveyed. 

' Raw Loapincs—Amounted to 606,- 
| 790 cars in last week reported, com- 
-pared with 599,302 the previous 
- week. 

Foreign Amw—Totaled $6.4 billion 

- in 1953, or $1.4 billion more than in 

' 1952, according to Commerce De- 

- partment. 





* * * 


Down 


InpustriuL Output — Stood in 
™ March at 125 percent of the 1947-49 

werage, or almost 1 percent below 
February and 10 percent under 
| March, 1953, according to Federal 


| Reserve Board. 


. Business Farures—Totaled 198 

- in last week reported, compared 
with 246 the week before and 165 
in the like 1953 period, according 
to Dun & Bradstreet. 

Bustness Loans — Declined $49 
million, according to Federal Re- 
serve Board, bringing thé total of 
loans outstanding to $22,714,000,000 

* or $583 million less than a year ago. 

CoNnsUMER SPENDING—Was at an 
annual rate of $230 billion in the 
first quarter, or $1 billion below 

the record pace in the third quar- 

ter of 1958. 

Pusuic Payrotts — Totaled $23% 


billion in 1953, down eight-tenths of 


1 percent from 1952. 


Top Cars 


New-car registrations for two 
months, plus 21 states for March: 
1954 Pos. Make 1953 Pos. 
Ford 178,760— 2 

Chev. 205,099— 1 

Buick 77,115— 4 

Plym. 106,059— 3 

Pontiac 


|ident of Dodge, and E. C. Quinn, 
| president of the Chrysler division. 


| the agenda. 


Mercury 
Olds. 
Dodge 
Chrysler 
Stude. 
DeSoto 
Nash 
Cadillac 
Packard 
Lincoln 
Hudson 
Willys 
Kaiser 
Henry J 
Misc. 


1— 47,180 
8— 27,192 
9— 21,154 

10— 17,690 
li— 15,418 

12— 14,154 

13— 18,645 

14— 9,707 

15 

16— 


13— 
19— 


65,927— 5 
45,965— 8 
58,642— 6 
51,397— 7 
27,812—10 
23,460—11 
21,256—12 
31,709— 9 
20,757—18 
16,168—14 
6,414—17 
12,647—15 
10,729—16 
5,816—18 
2,880—19 
6,386 


Total All Makes 


883,977 


969,998 


For further details, see Page 


23, today’s issue. 
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Principals in Merger 


Dodge Dealer Furor 


Push for Sales Incentive Brings Confusion; 
Stockholders’ Meeting Is Quiet 


* Oo * 

By Bob Finlay 

Managing Editor 

IGHLAND PARK, Mich. —For| 

several months the subject of | 

speculation, the annual stockholders 

meeting of Chrysler Corp. was held | 

last week without a ripple of open | 
opposition. 

Only indication of the rumored 
fireworks was the presence of a 
number of newspapermen. 

The meeting was opened exactly 
at noon and was closed some 30 
minutes later following election as 
directors of W. C. Newberg, pres- 


This was the only business on 


* * * 


O* 8,701,618 SHARES of Chrysler | 
Corp. stock outstanding, the 





Chrysler administration held prox- | 
(Continued on Page 26, Col. 4) 


U. S. Bars GM Bid 
To Rebuy Surplus 


Cars from Dealers 


By ‘George Barclay 
Staff Correspondent 
HICAGO. — General Motors dis- 
closed last week that it had 
failed to obtain U.S. Justice De- 
partment approval for a proposed 
revision of its selling agreement, 


| which would have prohibited the 
| sale at wholesale of any new cars 


by GM dealers without the dealer 
first offering the cars to GM for 
repurchase ‘at the price he paid. 

Harlow H. Curtice, GM pres- 
ident, revealed the development 
at a news conference here pre- 
ceding opening of the GM Mo- 
torama. Curtice said letters to 
GM’s 18,500 dealers and distrib- 
utors had explained the situation 
thoroughly. 

In answer to a question, Curtice 
said the offer to repurchase cars 
from dealers was the first of its 
kind in automotive history. 

The proposal, he said, was de- 
signed to combat bootlegging. 

* * * 


* * ” 

By Pete Wembhoff 

Editor, Automotive News 
ESPITE confusion over details 
of what happened at the na- 
tional meeting of the NADA Dodge 
dealers line association in Detroit, 
this much seemed certain last 

week: 

1. Dodge dealers want the fac- 
tory to give some “financial in- 
centive to get them off the floor.” 
2. A committee of three dealers 
was appointed to present the line 
group’s proposals to Chrysler Corp. 
directors May 6, if the association’s 
executive committee so authorizes. 
Influential members of the line 
group were hopeful late last week 


| that, with the dying down of the 
the association would be| 
able to resume serious negotiations | 
| with the factory. 
The “secret” meeting of 81 pn 


furor, 


chairmen of the Dodge linefags 
tion, was a stormy one, 
dealers demanding the facto 
as much as $500 bonus pe 
car retailed from Apr. 1 td 
1955. 
” 7 * 
HRYSLER CORP. officigls — in- 

cluding President L. L. Gabbe 
Vice-Presidents A. vanderZee and 
William Newberg, Dodge Sales 
Chiefs R. L. Somerville and Lee 

(Continued on Page 26, Col. 1) 
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| public would benefit 
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Nash, Hudson Merged; 
American Motors Will 
Start Business May 1 


Mason Expects Early Benefits to Dealers and Public; 
Holders of Seven Percent of Hudson Shares 
Seek Cash Payment for Stock 


oo oldline competitors in the 
auto business become partners 
Saturday (May 1) when Nash and 
Hudson formally begin joint oper- 
ations as American Motors Corp. 

Final steps toward consolida- 
tion were taken in Detroit last 
week by directors of Nash-Kel- 
vinator Corp. and Hudson Motor 
Car Co. 

George W. Mason, president and 
chairman of Nash-Kelvinator, will 
hold a similar title when he moves 
into the top post with American 
Motors, which will have combined 
assets of $350 million and will be 
the industry’s fourth largest car 
manufacturer. 

* + * 


'M451Nc up the parent corpora- 


tion will be the Nash Motors 
the 
division and the Kelvinator ap- 


| pliance division. 


Each of the three organiza- 
tions will maintain its own sales 
staff and dealer body, Mason 
emphasized. 

He said both dealers and the 
immediately 
from the consolidation, which he 
described as a “bold approach to 
the changing needs of the Amer- 
ican motorist.” 


* * * 


TS merger, Mason said, “gives 
us the financial strength, facil- 
ities, dealer organizations and po- 
tential volume to capitalize on 
product advantages we already en- 


Production 
Automotive News Estimates: 
y ’ ks 


For complete production totals 
by makes, see table, Page 23. 


Hudson Motor Car’ 


|joy and fresh concepts we believe 
the public will welcome.” 

The stroke that actually links 
the destinies of the two car mak- 
ers will be taken Friday (Apr. 
30) when the merger agreement 
is filed with state authorities in 
Michigan and Maryland. It will 
climax negotiations and prepa- 
rations that were started last 
year. 

The way was paved for consoli- 
dation at the directors’ meeting 
last week despite the fact that 
holders of 140,000 shares of Hud- 
son stock — or 7 percent of the 

(Continued on Page 30, Col. 1) 


Car Production 
Reaches Peak 
For 8 Months 


By Tom Hewitt 
Staff Writer 

pew production bounded up 5.1 

percent last week to the high- 
est point since last August. Truck 
output climbed 5.5 percent. 

According to Automotive News 
estimates, U.S. makers last week 
turned out 124,540 cars and 22,- 
295 trucks, compared with 118,485 
and 21,132, respectively, in the 
preceding week. 

In the like 1953 week, which was 
the year’s highest, output amounted 
to 151,126 cars and 31,568 trucks. 

With the Nash-Hudson merger 
now official, this is the new Ameri- 
|can Motors Corp.’s production so 
' far this year: 32,157 cars, including 
| 24,807 for Nash and 7,350 for Hud- 
|son. In the like period last year 
| Nash had built 71,317 to Hudson's 
| 34,574, a total of 105,891. 
| * = * 





Y WEEKR’S end, Chevrolet was 

hot on the heels of Ford divi- 
sion for car-production leadership. 
Only 1,000 cars — less than two 
| hours work for Chevrolet—sepa- 
| rated the two. 

Thus, if both firms keep their 
same output rates, Chevrolet should 
become the leader today (Apr. 26). 

Chevrolet gained measurably 
(Continued on Page 28, Col. 3) 





New, Used-Car Sales Resume Upswing 


By Bob Lienert 
Staff Writer 


| 


had worriedly watched the recent, 
leveling off. 


* x 





Altsoven the Justice Depart- 


ment refused to give blanket 
approval of the proposal, Curtice 
said, GM attorneys are “still of the 
opinion that the proposed clause is 
a reasonable contractual provision 
(Continued on Page 7, Col. 1) 


HE market for both new and | 

used-cars has worked its way) 
out of a momentary shakiness, field | 
reports indicated last week, and 
once again even the pessimists are 
smiling. 


Last week, for the first time in | 
| 
j 


EW cars last week were mov- 

ing at a satisfactory clip after 
showing less-than-expected im- 
| provement in the forepart of the 
month. 

Industry observers estimated 
that in the first 10 days of April 
new-car sales ran about 4 percent 
ahead of the same period of 
March. 


six weeks, the wholesale price for 
used cars turned upward, ac- 
cording to Automotive News’ in- 
dex. 


R 1 noted an improved | 
sae cater for ‘ased om The | sented a letdown, since March went 


combination cheered operators who | 0Ut in a flurry of new-car activity. 


| They argued that in comparisons 
‘on that basis, the initial April 
period showed a considerable slow- | 
up. 

New units, however, quickly re- 
covered from any market uneasi- 
ness that deterred early April gains. 


In This Tesne 


Registrations ........... ..Page 23 
Used-Car Auctions 
Engineering Highlights ........Page 15 


This, some said, actually repre- | 


Midmonth reports showed new-car 
| sales gaining momentum at a pace 
that promised to put the month’s 
total somewhere beyond 500,000. 


* * + 


HE overall increase in the 
wholesale used-car market last 


What Goes On 


Has the auto styling pendulum 
swung too far? For an interpre- 
tative discussion of this and other 
behind - the - scenes subjects, see 
Automotive News’ new Engineer- 
ing °* Production * Materials 
section, on Page 15 today. 


| 


week was $4, bringing the average 
| price to $868. 

The —— oe most surpris- 
| ing — was the $383 boost 
endnae on Page 28, Col. 4) 











2 


UAW Officials Resent ‘Giveaway’... 
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K-W Pay Cut Unlikely | 
To Establish Pattern 


By Joe Callahan 
Staff Writer 
{ igewsige appeared little likelihood 
that the voluntary 10 percent 
pay cut taken by Kaiser-Willys 
workers would spread to other auto 
factories. 

The 7,500 K-W workers in To- 
ledo agreed Apr. 14 to the can- 
cellation of their incentive system 
in a move to reduce the cost of 
Kaiser and Willys vehicles by 20 
percent in the next three to six 
months. 


Gosser, head of the K-W_ union, | 
denied that the workers’ wages 
were actually reduced and said that 
under the new bonus program, | 
which will be split up semi-annual- | 
ly, the workers might earn more, 


money. 


* * * 


OSSER’S subsequent explana- 
tion of his union’s “widely mis- 
interpreted” action. followed closely 


| on the heels of criticism directed at 


him by Carl Stellato, president of 


| Ford Local 600; Joseph Cheal, pres- 


ident of Dodge Local 3; Jesse Cun- 


UAW Vice-President Richard | diff, president of Chrysler Local 7, 





Ford Widens Lead 
In Sales from 
0.92 to 1.68 Pet. 


ORD has increased its lead as 
the No. 1 new-car seller in the 


| 
| 
} 
| 


and other high UAW officers. 


In a telegram to UAW President 
Walter P. Reuther, Stellato said he 
could not believe that the UAW 
had embarked on a “giveaway pro- 
gram.” 

Although there is little doubt 

that the K-W employes actually 
took a pay cut, most observers 





DeSoto Dealers Stage Driveaway— 


A mass driveaway from the DeSoto plant in Detroit was undertaken by DeSoto- 
Plymouth dealers from lowa, South Dakota and Nebraska. The group included repre- 
sentatives of Elkin Motor Co., Sioux City, la.; McKee Motor Co., Le Mars, la.; Palmer | 
Motor Co., Martin, S. D.; George C. Getting Motors, Sandborn, la.; Sackerson Co., | 
Wakefield, Neb.; A. J. Rhian, Yankton, la.; Wall & Tjossem Motor Co., Gaza, la.; 
Manzer Motors, Calome, S. D.; R. W. Wood Motor Co., Kingsley, la.; Goodrich & | 
Carris, Cleghorn, la.; Soren Jensen, Wakonda, S. D.; Matson Company, Burke, S. D.,; | 
Vanderwilt Motor Co., Hospers, la. 





1953’s Top Dealers Cited 
By Ford; Detroiter Leads 





New Chance Seen 
For Exeise Cut 


Senator Long Studies 
Relief for Autos 


WASHINGTON. — Another at- 
tempt to slash automotive excise 
taxes may be made when the gen- 
eral tax revision bill is taken up in 
the Senate next month. 

During Senate Finance Commit- 
tee hearings last week, Senator 
Russell Long, Louisiana Democrat, 
reopened the subject. 

He announced that he was con- 
sidering an amendment to reduce 
or repeal the 10 percent levy on 
radio and television sets. Later he 
stated that although he had reached 
no definite decision, he was also 
giving thought to the advisability 
of proposing some reduction in the 
tax on automobiles. 

Long said he was impressed by 
the argument that many of the un- 
employed would be put back to 
work by stimulating sales of prod- 
ucts that are used by more people 
than some of the articles on which 
Congress recently cut excise taxes. 

Senator Paul Douglas, Illinois 
Democrat, failed in an effort to cut 











industry so far in 1954, latest regis- | S@id that the quick and positive | 


tration reports showed last week. 

Most recent statistics show 215,- 
703 sales for Ford and 212,136 for 
Chevrolet for the year to date. 
That gives Ford an advantage of 
1.68 percent. 

At the end of February, Ford had 
sold 173,202 cars and Chevrolet, 
171,623, Ford, at that point, had a 
margin of 0.92 percent, 

For January alone, however, 
Chevrolet was the leader, 82,233 to 
81,413, for a margin of 1.01 percent. 

Since mid-1953, on a month-by- 


month basis, Ford led in March,| reductions at other independent 





reaction of the UAW leaders was 
an indication that they were in 
no mood for further wage reduc- 
tions. 

The Toledo Willys plant was one 
of the last auto factories to be oper- 
ating under the incentive wage 
plan, which is frowned upon by 
UAW officials. Studebaker is the} 
only plant now operating with an 
incentive plan. 

~*~ * * 

ONJECTURE that the Willys 

cut might be followed by pay 


February, December and Novem-| factories was dampened by Louis 
ber while Chevrolet was on top in| J. Horvath, president of Studebaker 
January, October, September and | Local 5, who said that Studebaker 
August. (Continued on Page 25, Col. 1) 





"34 Almanae Out Today 


The 1954 Automotive News Almanac, largest in history, 


is included as Section Two of today’s issue of Automotive 


News. 


If your Apr. 26 copy of Automotive News is late, it’s due 
to the extra problem of mailing this week. 


Individual Dealer Held 
Key in N. Y. Market 


NEW YORK. — The new-car 
market in New York “seems to be 
an individual dealer market and 
not a ‘make’ market,” Joseph W. 
Farlow, executive vice-president of 
the Automobile Merchants Assn. of 
New York, says in his latest mem- 
ber bulletin. 

As an indication of the busi- 


GM Informs Youth 
Of Careers Open 
At Dealerships 


DETROIT.—General Motors last 
week made available a “career kit” 
designed to inform the nation’s 
youth about job opportunities in 
the retail auto business. 

‘0 assist dealers in making pres- 
entations at high schools, the free 
kit provides a 20-minute 16-milli- 
mete: sound slide film in color. 

For high school vocational coun- 
selors there is a counselor’s guide 
outlining sales and service jobs, 
and for youngsters there is a 16- 
page cartoon book which recalls 
much of the story of the film. 

In an accompanying letter to 
dealers, W. F. Hufstader, distribu- 
tion vice-president, says the kits 
“are a small part of our overall 
plan to strengthen all our positions 
for the years ahead.” 

The film, designed for dealer- 
sponsored showings before high 
school “Career Day” audiences, vo- 
cational guidance groups, P-TA 
meetings and other community 
gatherings, shows the experiences 
of two high school boys who in- 
vestigate opportunities in a dealer- 
ship in their community. 

















ness trend in this area, Farlow 
wrote, “Here are the number of 
cars delivered by five Broadway 
dealers in March: 323, the largest 
month ever; 205, a new record 
for this dealer; 174, a better than 
average March; 162, a better than 
average March; 125, below the 
average of the last couple of 
years. 

“That’s bad?” he asked. 

Farlow said, however, that he 


| had never seen business so spotty. 


“One dealer selling a particular 
make of car can be doing a bangup 
job, while a dealer a few miles 
away selling the same make is 
really in the doldrums,” he said. 

“Where previously you could 
say dealers selling this make of 
car are enjoying a wonderful 
business, for the most part today 
it is based on the individual 
dealership. 

“There are a couple of so-called 
‘hot’ lines where all dealers who 
can get enough cars are doing well, 
There are also a couple of lines 
that it seems dynamite wouldn’t 
move.” 

Farlow said he feels that the 
“dealer who is in there pitching 
and pitching hard is throwing a lot 
of strikes.” 

“Start warming up,” he advised 
his readers. 


Sparkling Statistic 
DEARBORN. — Although dia- 
monds are the hardest substance 
known, Ford Motor Co. wears them 
down at a rate of more than 8,000 
carats a year in building cars, 
trucks and tractors. 





DEARBORN.—Of the Ford divi- 


| sion’s 6,500 dealers, the largest vol- 


ume of new cars was handled last 
year by Lewis F. Brown, Inc., on | 
Detroit's east side. 

This was made known last 
week as Ford prepared to honor 
its 10 top dealers of 1953 in five 
categories of the retail auto trade 
—new-car sales, new-truck sales, 
used-vehicle sales, parts sales and 
customer labor sales. 

Twenty-seven dealers made up 
the list, the majority of them rank- 
ing among the top 10 in two or| 
more classifications. Besides lead- 
ing in new-car sales, the Brown 
dealership itself placed fourth na- 
tionally in used-vehicle sales. 

Two firms — Floyd Rice Sales & 
Service, of Detroit, and Earl Mc- 
Millian, Inc., of Houston—scored a 
grand slam, their names appearing 
with the top 10 in each phase of 
the business. 

MeMillian headed the field in | 
new-truck sales and parts sales, | 
while Rice won out in used-vehicle | 
sales. Biggest volume of labor sales | 
was chalked up by Raymond Pear- | 

son, Inc., of Houston, with the 
neighboring McMillian in second 
place. 

Five of the 10 outlets compris- 
ing the first team of new-car re- 
tailers were in the Detroit area, 
and two were in Chicago. 

Among the Detroiters, Rice was 
in second place behind Brown; | 
Holzbaugh Motor Sales was fourth; 
Bob Ford, Inc., of Dearborn, was 
eighth, and Stark Hickey, Inc., was 
10th. The Chicago concerns were 
Litsinger Motor Co., fifth, and Milo | 
Brooke, Inc., ninth. 

Detroit-area dealers also domi- 
nated the used-vehicle listing. Rice 
and Brown shared the laurels with 
Holzbaugh, second, and Roy 
O’Brien, Inc., of St. Clair Shores, 
10th. 

Hull-Dobbs Co. in Los Angeles | 


Nash Picks Marr 
As Eastern Chief 
In Sales Shifts 


DETROIT. — Appointment of a 
new eastern sales manager, two 
zone managers 
and an assistant 
zone Manager was 
announced last 
week by H. C. 
Doss, Nash sales 
vice-president. 

F. H. Marr, for- 
merly Boston zone 
manager, has been 
named eastern 
sales manager, 
succeeding J. W. 
Watson, who re- 
cently was appointed general sales 
manager. 

Cc. D. Keller, previously Buffalo 
zone manager, has been appointed 
Boston zone manager, and W. A. 
Fullerton, formerly assistant Buf- 
falo zone manager, has been named 
Buffalo zone manager. 

R. J. MacCulley, formerly sales 
promotion manager for the Buffalo 
zone, has been advanced to assist- 
ant Buffalo zone manager. 








F. H. Marr 


City; 


ville, Fia.; 


| Houston; Floyd Rice Sales & Serv- | 
| ice, Detroit; Kelley-Williams Motor | 


|Co., Chicago; Joe Heaston Motor | 
Co., Albuquerque, N. M.; All-Miami | 
| Motors, Inc., Miami; S & C Motors, | 


was third among new-truck sellers, 
while Hull-Dobbs Co. in Memphis 
was eighth. 

Following is a list of top-volume 
Ford dealers for 1953, ranking in 
the order named: 

New-Car Sates—Lewis F. Brown, 
Inc., Detroit; Floyd Rice Sales & 
Service, Detroit; Earl McMillian, 
Inc., Houston; Holzbaugh Motor 


Sales, Detroit; Litsinger Motor Co., | ’ 7 
| say that even if the committee 


Chicago; Rudy Fick, Inc., Kansas 


Bob Ford, Inc., Dearborn; Milo 
| Brooke, Inc., Chicago; Stark Hic- 
| key, Inc., Detroit. 


| New-Truck Sates — Earl McMil- 
lian, Inc., Houston; Rudy Fick, 
|Inc., Kansas City; Hull-Dobbs Co., 
|Los Angeles; Raymond Pearson, 
| Inc., Houston; Sanders Motor Co., 
| Raleigh, N.C.; Floyd Rice Sales & 
| Service, Detroit; City Ford Co., Los 
Angeles; Hull-Dobbs Co., Memphis; 
Litsinger Motor Co., Chicago; Holt- 
singer Motor Co., Tampa, Fla. 
Used-Vehicle Sales—Floyd Rice 
Sales & Service, Detroit; Holz- 
baugh Motor Sales, Detroit; Rudy 
Fick, Inc., Kansas City; Lewis F. 
Brown, Inc., Detroit; Earl Mc- 

Millian, Inc.. Houston; Hull- 

Dobbs Co., Memphis; Rice & Hol- 

man, Merchantville, N. J.; Hudler 

Motor Co., Trenton, N.J.; Cherner 

Motor Co., Washington; Roy 

O’Brien, Inc., St. Clair Shores, 

Mich. 

Parts Sates—Earl McMillian, Inc., 
Houston; Hull- Dobbs Co., Mem- 
phis; Floyd Rice Sales & Service, 
Detroit; Rudy Fick, Inc., Kansas 
Herff Motor Co., Memphis; 
Steuart Motor Co., Washington; | 
Holzbaugh Motor Sales, Detroit; 
Lynch-Davidson Motors, Jackson- 
Holtsinger Motor Co.,| 
Tampa, Fla.; Joe Heaston Motor | 
Co., Albuquerque, N. M. 

Lasor Sates — Raymond Pearson, 
Inc., Houston; Earl McMillian, Inc., 





Co., Kansas City, Kans.; Steuart 
Motor Co., Washington; Kelley Kar | 
Co., Los Angeles; Litsinger Motor | 





San Francisco. 


|the automobile and parts taxes 
some weeks ago. 
| Senator Eugene Milliken, Colo- 
|rado Republican and chairman of 
|\the Senate Finance Committee, 
| doubts his group will be willing to 
| reconsider excise rates in connec- 
| tion with the general revision bill, 
which is intended to make corpora- 
| tion and individual income taxes 
more equitable. 

Capitol Hill observers, however, 


possible for senators to offer excise 
amendments on the Senate floor. 
Long is said to be canvassing 
opinion on the wisdom of making 
another attempt to slice the excise 
levies on autos, parts, radios and 
TV, and remove the remaining 5 
percent on household appliances. 


Richardson Heads 
Goodrich; Collyer 


Now Chairman 


NEW YORK.—William S. Rich- 
ardson has been elected president 
of B. F. Goodrich Co., succeeding 
John L. Collyer, who continues as _ 
chairman and chief executive offi- 
cer. 

Formerly the company’s exec- 
utive vice-president, Richardson 
joined Goodrich in 1926 as manager 
of the planning department at 
Akron. He is also director and a 
member of the executive committee. 

In 1928 Richardson moved into 
the industrial products division and 
later became general manager of 
the industrial and general products 
sales division. 

He was named president of B. F. 
Goodrich Chemical Co. when it was 
formed in 1945, a position he held 
until 1951 when he was named ex- 
ecutive vice-president of the parent 
concern. 

Richardson is also president of 
Goodrich-Gulf Chemical Co., Inc., 
organized in 1952 to explore and 
develop petrochemical products. 

Collyer became president of Good- 
rich in 1939, returning to the U.S. 
after 10 years as managing director 
of Dunlop Rubber Co., Ltd., of 


' England. 








S. H. Arnolt, Inc., Chicago, has been 


Minx, Sunbeam-Talbot and Humber cars by Britain's Rootes Group. At a gathering” 
sponsored by Arnolt are John T. Panks (fifth from right, bottom row), Rootes general) 
manager; Esa Zacharia (fourth from right, bottom row), general manager of Arnolfg 
George Thornally (second from right, bottom row), Rootes eastern states sales. mane 
ager, and David Mungavin (right, bottom row), Rootes overseas sales promotiol 


representative. 


Hillman Minx Distributor Named— 





named midwestern distributor for Hillme . 
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Dealers tell me 


By John 0. Munn 





I AM NOT advocating a perform- 
ance contract for the exclusive 
benefit of dealers. The motive is 
industry-wide progress. Moreover, 
a new contract is in the public in- 
terest. The larger the industry | 
grows, the less can anyone of us | 
afford to be selfish. Our acts must | 
be guided with consideration of 
others. 

The contract has not been funda- | 
mentally changed in the entire his- | 
tory of this industry. Conditions 
have changed, however. In the 
early days the current contract 
might have been adequate for the 
situation that then existed. A dealer 
had little capital investment. Most 
of them started in one store build- 
ings with a display room in front 
and a mechanic in the rear to take 
care of the new cars during the 
warranty period. 

The owner expected to provide 
his own maintenance or have his 
blacksmith shop, his bicycle store 
or his implement dealer help him 





out. ; 
Besides, a dealer wasn’t ‘risking 
his all with one manufacturer. If 
he was cancelled out or desired to 
change lines, there were literally 
one hundred other manufacturers, 
some of whom would be seeking a 
dealer in the dealer’s community. 
Then, too, there has been con- 


Boise (Id.) Dealers 
Adopt Code of 
Advertising Ethics 


BOISE, Id.—A code covering 
every phase of newspaper, radio 
and television advertising has been 
adopted by Boise auto dealers to 
give the public protection against 
unethical and misleading advertis- 
ing of both new and used cars. 

The code, in part, says: 

“All advertisements shall be 
truthful, and neither by phraseol- 
ogy or layout be ambiguous or 

phate the tendency to mislead read- 
ers. All statements as to equipment, 
price, terms, financing, tradein etc., 
shall be based upon facts. 

“No dealer or his representative 
shall pose as a private party when 
advertising an auto for sale. 

“Advertisements which quote 
fixed monthly payments must state 
either number of payments, or the 
total price, together with down- 
payment. 

“The expressions ‘nothing down’ 
or ‘no downpayment’ shall not be 
used. 

“Advertisements listing cars that 
are damaged or need overhauling, 
or that were formerly taxicabs or 
police cars, shall state such fact. 

“A ‘new-car guarantee’ may be 
advertised only by the new-car 
dealer enfranchised for that make 
of car, and shall be limited to cur- 
rent models and models one year 
prior. 

“Cars advertised for sale shall be 
in the possession of the advertiser, 
as advertised and at address given 
in copy, upon appearance of the 
advertisement, and willingly sold 
at the advertised price and terms. 
If sold, proof of sale shall be avail- 
able on request.” 
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| 
siderable enlightenment in business 


| relationship, as well as development ; 


of a keener social consciousness by 
American capitalism that did not} 
exist 40 years ago. Automobile | 
manufacturers have accepted this | 
change in dealing with labor, but it | 
certainly has not been reflected in | 
the dealer contract. 
Ea Bd 


* 


Forcing the Market 
‘ao question of monopoly in the 
early days was not a threat to 
factories. The available business 
was divided between many fac- 
tories. Now the industry is in the 
hands of a few giant corporations, 
one of them the largest in America. | 
No matter what political differ- | 
ences, American people are united | 
in their distrust for monopoly. 
Tendencies to use monopolistic 
power made possible by the current | 
contract is not in keeping with the 
spirit of the people’s concept of | 
constitutional liberty. 

A performance contract obtains 
for the manufacturer everything 
he desires. It will obtain, not 
automatic profit but freedom of 
opportunity for the dealer. Such 
a contract is administrated by 
love, loyalty and respect, not by 
fear or coercion. It’s a contract 
which restores the fine American 
art of persuasion. Threats and 
coercion no longer need be the 
activating principle. 


The present contract is a jugger- | 


naut in the hands of the factory. 
It is the same with each line—a 
30-to-60-day cancellation, without 
cause, or the necessity for renewal 
each year. The manufacturer uses 
it to force the market. The situa- 
tion gets out of hand. It was the 
cause of wrecking both manufac- 
turers and dealers in the past. 

A lifetime contract would have 
the effect of cutting down the time 
lag in making corrections of design 
or price by the factories, I believe, 
and could avert the present day 


problems of at least one maker. 
* * * 


Exit, the Busher 


H a performance contract in 
force, the production race of 
last fall could not have gotten un- 
der way. With the present contract, 
when one manufacturer attempts 
to force the market, a competitive 
manufacturer must follow to pro- 
tect his registrations. The dealer is 
the innocent and helpless victim. 

The independent automobile 
manufacturer’s life will be saved 
only by an improved dealer con- 
tract. When the two leaders force 
dealers to sacrifice their discounts 
to move the volume required by the 
manufacturers, the sales operations 
of dealers selling independent lines 
is effectively stopped. The industry 
or the nation can ill afford to lose 
any of the independent automobile 
manufacturers, or the dealers who 
handle these lines. 

With a performance contract, 
the busher, the parasite among 
dealers, would not be condoned 
or encouraged by manufacturers, 
nor would he find it profitable to 
rear his ugly head to bring dis- 
grace on the entire industry by 
his actions — actions that carry 
their own seeds of ultimate de- 
struction, 

I do not intend to be critical of 
manifacturers. I am merely bring- 
ing evidence to support the neces- 
sity of a new contract from the 
manufacturer’s standpoint. It does 
not take brains to find fault. It has 
always made me happy to cheer 
good efforts and to overlook short- 
comings. | 

* . * j 
Negotiations Favored 


WAS heartening to learn re- 
cently that General Motors Corp. 
was selected as one of the first 10 
of the most excellently managed 
companies in 1953. In addition to 
GM, B. F. Goodrich and C.LT. Fi- 
nance Corp. also made this honored 
position. The award was made by 
the American Institute of Manage- 
ment. The finding was based on a 
(See MUNN, Page 7, Col. 1) 
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But Profits Will Shrink, Indiana Dealers Hear... . 


Summer Business Upturn Seen 


By C. L. Kern 
Staff Correspondent 

INDIANAPOLIS.—Business con- 
ditions should swing upward late in 
the summer or early fall, Arthur 
Weimer, dean of the Indiana Uni- 
versity school of business, told sev- 
eral hundred -dealers at the annual 
convention of the Automobile Deal- 
ers Assn. of Indiana here last week. 

Weimer said the auto industry 

was in greater difficulties than 
most industries, but predicted 
better days ahead for the dealers. 
Individual dealer profits in 1954 
will suffer to some extent, he said, 
but the combined years of 1954-55 
would be just about as profitable 
as the 1950-51 period. 

“Most business difficulties, or the 
orderly and mild recession, are due 
to the transition from a defense 
economy to a peacetime economy, 


along with the change from a sell- | 
ers’ market to a buyers’,” he told | 


| 
| 


Brooklyn Dealers Meet— 


Participating in the annual meeting of 


ADA’s legal brief in support of 
its anti-bootleg proposal was 


| week, and the entire document was 


ment of Justice. 

It was understood that the brief 
was based largely on sworn state- 
ments of dealers and customers 
concerning misrepresentation and 
fraud on the part of new-car 
bootleggers. 





Such affidavits had been solicited | 


from NADA members and local 
dealer associations in every state. 

The Justice Department reported- 
ly had declined to give its approval 
to any anti-bootleg clause in the 
absence of proof that bootleggers 
were operating illegally. 

Therefore, NADA prepared 
legal brief designed to show that 
bootleggers operate with intent to 
cheat or deceive. 

x ” * 


FRCor moar G reportedly has 


decreased in New York City, 


Spokane Dealer 
Sees Optimism 
On Rise Again 


SPOKANE. — Gerald L. Madren, 
who together with his brother, 
Wayne, recently bought Larson- 
Swalwell Co. (Studebaker) here, re- 
ports that he encountered “a con- 
siderable amount of optimism” 
while returning from a factory- 
dealer meeting in South Bend. 


He said that dealers were selling 
more cars than earlier in the year. 
The smaller dealers, he said, were 
hit the hardest last winter, and 
there was a feeling that their 
troubles could be traced to over- 
production late in 1953. 

Lots of dealers, Madren reported, 
want to get out of the business, 
for a variety of reasons. Some are 
disappointed with business, he said, 
and others are ready to retire. 





Dealers Assn. were (from left), James R. Macduff, New York State motor vehicle com- 
missioner; William Amerling, president; Leonard W. Hall, chairman of the Republican 
National Committee; William $. Webb, deputy motor vehicle commissioner of New 
| York, and Chris deNeergard, retiring president. 


NADA Documents Fraud 
On Part of Bootleggers 


hammered into shape late last | 


to be presented to the U.S. Depart- | 


its | 


the dealers. “And, like new auto- 
mobiles, it will take industry time 
to change over to current market 
conditions with products of higher 
dollar value and quality.” 

Top unemployment in the nation 
should occur in early summer and 
will not exceed 4,500,000, Weimer 
predicted. 

Business factors listed by Weimer 
that point toward better conditions 
this summer are the fact that de- 
mand for goods exceeds production; 
larger personal savings; cleaning 
up of short-term debts; a $28 mil- 
lion outlay for new plants and 
equipment; an active construction 
industry; the building of more than 
|a million homes this year, and im- 
proved financial conditions among 
farmers. 

Elson G. Vin- 


Sims (Ford) 


cennes, was elected president of 
the association to succeed Paul 





the Brooklyn and Long Island Automobile 


although some ’54 models are still 
a big draw on most franchised lots. 

An indication that some of the 
bootleg sources are being dried 
up came in the form of a bulletin 
issued by one maker striking five 
accounts from the fleet list. The 
factory said the five were blinds 
for the purchase of new cars be- 
ing shunted to unauthorized out- 
lets. 

At the same time, New York City 
dealers reported that buyers for 
nonfranchised dealers are offering 
$150 over dealer cost, compared | 
with the $50 that had been the go- | 
ing rate earlier. 

On the basis of advertised prices, | 
nonfranchised dealers in New York | 
City have been undercutting legiti- | 

(See BOOTLEG, Page 25, Col. 2) 


On the House . 





of the nation’s auto dealers. . 
could expect 81 


explode any time 





staff members 





Wemhoff 


A. Kuhn .(Chevrolet), Indiana- 
polis, 

R. C. McLean (Dodge-Plymouth), 
Anderson, was named southern 
vice-president; Frank E. Shaver 
(Pontiac), East Chicago Pontiac 
dealer, was reelected northern vice- 
president; Ernie Zehe (Ford), 
Huntington, was named secretary, 
and William R. Krafft (Buick), In- 
dianapolis, was elected treasurer 
for the 15th consecutive year. Fred- 
erick M. Sutter (Dodge-Plymouth), 
Columbus, was renamed NADA di- 
rector. ; 

The following directors were 
elected: Fred McKown, Warsaw; 
Glenn Pitman, Lafayette; Haywood 
Davis, Fort Wayne; Karl Voelz, 
Columbus; Amsey Miller, Goshen; 
Henry LaMar, Princeton; Ray 
Craig, New Albany; Samuel Oling- 
er, Shelbyville; Paul A. Kuhn, Indi- 
anapolis, and Sutter. 

Frederick J. Bell, executive vice- 
president of NADA, told the mem- 
bership that the dealers who usual- 
ly regard themselves as rugged in- 
dividualists and independent busi- 
nessmen, probably will have to ask 
Federal help to curb the widespread 
bootlegging of new cars now preva- 
lent in the industry. 

Bell said that Government anti- 
trust experts and congressional 
leaders are now studying means to 
put anti-bootlegging clauses back 
into dealer-factory contracts. 

A highlight of the convention 
was a panel which examined vari- 
ous phases of dealer business op- 
erations. Victor Freeman, of 
South Bend, discussed “Used-Car 
Reconditioning Methods and .Ex- 
pense Control.” 

Freeman C. Yeager, South Bend, 
discussed methods used to realize 
more profits from the service de- 
partment; Mike Rendaci, of Clin- 
ton, told the dealers of plans that 
can be used to realize more profits 
from sales and Joe Knopp, Indiana- 
polis, read a paper on “How to Get 
More Productivity Out of Sales- 
men.” 

One of the top features of the 


| convention was the naming of the 


winner of the annual Herman 
Goodin Civic Service Award. This 
year it was presented to Krafft for 
being the outstanding auto dealer 
in the state in civic and community 
work. 

Members of the award committee 
were Gov. George N. Craig; Her- 


;man B. Wells, president of Indiana 


University; R. C. Enlow, publisher 
of the Evansville Courier; James 
Price, president of National Homes, 
Inc., Lafayette, and Otto Frenzel, 
president of the Merchants Na- 
tional Bank and Trust Co. of In- 


| dianapolis. 


Bartow Dealers Set Up 
Association, Elect Davis 


BARTOW, Fla.— John E. Davis 
has been elected president of the 
newly formed Bartow New Car 
Dealers Assn. 

Other officers are Ernest M. 
Smith, vice-president, and Harlan 
Soeder, secretary-treasurer. 


Furor created by the “leak” on the stormy Dodge dealer meeting 
in Detroit points up again the lack of public relations sense by many 
. It’s hard to understand how anyone 


dealers from all corners of the 


nation to hold an all-day stormy session in Detroit, 
without the press finding out about it somehow— 
especially in view of a critical situation which could 


and anywhere .. . It reminds me 


of the earlier days of NADA when the national 
powers-that-be tried to make the national conven- 
tion’s final business session a closed affair; the last 
time it was tried was in Detroit when, answering 
the challenge, Automotive News got three of its 
(including yours truly) 
“closed-to-the-press” session .. . 

ATAM will hold its summer meeting at Colorado 
Springs July 12-16; wonder if the growing demand 


into the 


for state legislation to halt bootlegging, etc., will come up for 


airing... 


Walt Hamer, Ohio association manager, reports how a friend want- 
ing to buy a new car, called on seven dealerships in his home town, 


found only two dealers interested enough to ask his name. . 


. Fred 


Haller, Max Dinkin and R. J. Murphy head a committee to honor 
Lou Jullien in Washington this week .. . First three areas in NADA’s 
hold-that-membership drive are Washington, D.C., with 110 percent, 
New Jersey with 101.9 and Washington State with 101.3. 


—Perre Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM 


m ‘1. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Selling with Square Needle 
—Or Honest Effort 


Ww WERE a bit amused to read in the report of the De- 
partment of Commerce on its meeting with auto execu- 
tives that, in view of the high production in 1953 and the 
softening of the durable-goods market, that sales effort 
should be stressed this year. 


Who in the auto industry is NOT putting forth effort? 


The problem involves the kind of effort, the product, 
the opportunity and the tools with which to work. 


And in spite of the effort put forth, selling can be compli- 
cated by two important factors—the supply and the area 
within which to work. 


Dealers, through their national association, are making 
strong efforts to solve these problems. With its members in 
agreement, NADA can wield great influence. Close work with 
the factories will help keep production in line with the 
market. And NADA is building a strong case for territory 
security. 

But on selling itself, there is still a good deal of confused 
effort. Some powerful elements in the trade still believe that 
the best way to stimulate sales is to use the square needle. 
From a factory standpoint, this involves “inspiring” the 
general run of dealers to greater efforts by spotting “wheel- 
and-deal” operators in strategic locations. 

In turn, many of these dealers “inspire” customers with 
all sorts of deceptive practices—which can only result in 
the public getting a bad taste in its mouth for all dealers. 


On the other hand, there are many dealers who build their 
sales effort solidly. They know that selling involves work. 
They get good men to do the work through adequate com- 
pensation, and inspire them with the adventure of selling— 
= a satisfaction that comes through dealing with people 

onestly. 


The other day, we happened to come across the list of one 
Big Three maker’s leading dealers in retail car sales for 1953. 
At the top of the list was a dealer who, to our knowledge, has 
never conducted anything approaching a wild sale. 


This dealer operates through a select number of salesmen 
~ who are encouraged to operate as though they were in busi- 
ness for themselves—to treat each customer as though that 
customer were the ee property of the salesman. It 


seems to have paid o 


Events 


Dealers Auto Shows 


April 29-May 2—Logansport Auto Show, 
City Armory, Logansport, Indiana. 

Mey 22-31 — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 
State Fairarounds. 

May 24-29—Boise Dealers Auto Show, city- 
wide, Boise, Id. 

7: -@ © 


Dealers Conventions 


May 3-4—Illinois Automotive Trade Associ- 
gee — Leland Hotel, Spring- 
ield, Ill. 


May 7-8—South Carolina Automobile Deal- 
ers Association Convention, Francis 
Marion Hotel, Charleston. 


May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 


May 1!1-12—Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 


May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 23-25—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
a Convention, Ocean City, Mary- 
and. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
of West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
—* Broadmoor Hotel, Colorado 
prings. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13 —South Dakota Automobile 

ealers Association Convention, Rapid 
City, South Dakota. 
Sept. i6-18—New Mexico Automotive Deal- 





U.S PUBLIC LOVOLY 
DENANDING BETTER 
HIGHWAYS —News tem 






ers Assn. Convention, Hotel Hilton, 
~ 
Sept. 17—Kansas Automobile Dealers Assn. 


onvention, Broadview Hotel, Wichita. 


Kan, 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

~~ 19-22—New York State Automobile 

alers Convention, Saranac inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-21|—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. utomobile Dealers Association 
of Alabama Convention,- Biloxi, Missis- 


sippi. 

Oct. 89—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-I2—Mississippi Automobile Deal- 
oe Assn. Convention, Buena Vista Hotel, 
iloxi. 

Oct. '0-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Arizona Automobile Dealers 
Assn. Convention, Westward Ho Hotel, 
Phoenix. 

Oct. 17-19—Tennessee Automotive Associa- 
“- Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 24- orida Automobile 
Assn, Convention, 
Hotel, Jacksonville, 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 20—Utah Automobile Dealers Asso- 
ciation Convention, Newhouse Hotel, 
Salt Lake City. 

Nov. 29- Dec. I—Idaho Automobile Deal- 
e Association Convention, Boise Hotel, 

ise. 

Dec. 2-4—Montana Automobile Dealers 
Assn, Convention, Florence Hotel, Mis- 
soula. 

Dec. 7—Milwaukee County Automobile 

(Continued on Page 27, Col. 1) 






Letterbox 


Re Hull-Dobbs 

Our congratulations to you on 
your exposure of the “New Low” in 
automotive merchandising by the 
Hull-Dobbs organization of Los An- 
geles (March 29 issue). 

Dealers of this calibre have been 
undermining the reputation of good 
dealers since 1946; they are now 
breaking dealers by the hundreds 
as they try desperately to hold on 
themselves. 

Eventually, such dealers fail but 
as they go down they relegate all 
of us to the position of third-rate 
businessmen in the eyes of the pub- 
lic. 

May I suggest that you recom- 
mend to the Ford Motor Co.: that 
they take a little time away from 
the Ford Foundation philanthropies 
to observe the distress that they 
are causing by shipping automo- 
biles to such dealers?—A. H. Bowis, 


Dealers 
George Washington 


10 Years Ago... 


The Big Story 


While reiterating that no new cars can be produced until military 
events permit, WPB instructed 17 top automotive executives to pre- 
pare within the next 60 to 90 days detailed programs for production 
of a practical minimum number of passenger cars by each company, 
and the production of an unrestricted number . . . Charges for the 
leasing of trucks between over-the-road carriers in fulfillment of 
Office of Defense Transportation directives have been exempted from 
price control for a 90-day period, OPA announced . . . Despite the 
critical tire shortage, average speed for all vehicles has increased 
almost one mile per hour, according to the latest survey of the Public 
Roads Administration. Seventy-seven percent of all drivers traveled 
in excess of the 35-mile-an-hour limit, the average in this category 
being between 40.3 and 41.3. Average truck speeds remained steady 
at 37.6 to 38.4 miles, while those of buses decreased to 45.4 and 41.3. 

—From the Files of Automotive News. 





SENATE YOTES BILLION 
AND A HALFA 
ROADS IN NEXT TWO YEARS 


‘Demoralizing et a tat Tae 


This is an open forum for the diseussion of any 

readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


MR. DEALER, IS THIS YOU? 
THE ROUGE ARE READY- 







FOR NEW 


—News /tép 





ARE YOU? 











president, Chevy Chase Chevrolet, 
Inc., Bethesda, Md. 
= = 


One Man’s Opinion 

Your reference in the March 22 
Automotive News of David and Go- 
liath really hit the spot! 


Sure, the Mr. Bigs will put on a 
big production war at the expense 
of their dealers and demoralize the 
entire industry eventually. They 
have their dealers selling at cost 
and below, and trying their best to 
put each other out of business. 
They want to win the race, even if 
it breaks the dealers, and they will 
give the winning salesman a gold 
watch! 

Those Mr. Bigs think they are 
so powerful that they can do any- 
thing they want to do. They will 
build a big “blunderbuss” with 
humps and bumps all over it in 
all of the wrong places. Some of 
them look like a group of weight 
lifters, substituting for bathing 
beauties, and then they will tell a 
dealer how many he has to take 
a month. 

Then_they will get them off onto 
the public some way, even if they 
have to drape about a million dol- 
lars worth of movie actresses over 
them in their advertising. 

Some of these Mr. Bigs haven’t 
lived down some of the raw deals 
they pulled on their dealers many 
years ago. 

I was in a meeting recently, a 
little out of my environment, made 
up of bankers and finance men. 
How they let me in, I will never 
know, but several oldtime bankers 
were reminising about the days 
when one of the Mr. Bigs would 
ship their dealers a load of cars 
that he couldn’t sell at cost, also 
several trucks that he couldn’t sell 
at less than cost, plus an equal 

(Continued on Page 27, Col. 1) 
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Imagine Motor Oil that in Effect 


“ADDS OCTANES TO 
| 





GASOLINE _ Boosts 
as Mileage Up to 23% 


The Best Lubricant 
for Any Car—New or Old— 
in Extreme Heat, 


or Sub-Zero Cold—Adds 
Years to Engine Life! 








Here’s the powerful performance story customers are 
reading about...in national magazines—Life and Sr 
Evening Post —coast-to-coast. 


New Mobiloil Special actually boosts engine power...equiv- 
alent to raising gasoline performance up to five octane 
numbers. It boosts gasoline mileage up to 23%. 


In exhaustive laboratory and road tests it cleaned: up 
engines of all ages—kept them clean as no oil ever has 
before. It relieved engine knock, pre-ignition “ping” and 
spark plug misfiring. It reduced corrosive and mechanical 
wear to almost zero. For more service department gross 
profit—sell New Mobiloil Special! 


* In identical road tests, using fleets of vehicles — New Mobiloil Special reduced 

p gasoline consumption — increased miles per gallon up to 23% — over results 

ey ie ike coh obtained with conventional high quality SAE 20 motor oil. 
ONY-VACUU J 








« 
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Mobiloil Special — Under API Classification, recommended “For Services ML, MM, MS, DG.” 


NOW—MORE THAN EVER— 


THIS SIGN MEANS BUSINESS! “copes 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 








6 pr Ne cae ate ii 
AAA Counts 41,388,000 Calls .. . 


Road Service Needs 


Show Drop in Year. 


WASHINGTON. — Motorists had 
less trouble in 1953 than in 1952 
when it came to such assorted ail- 
ments as flat tires, locked cars,| gency road service. 
dead batteries, ignition difficulties| Tire trouble was the leading 
or getting stuck in mud, according | cause of breakdowns last year, AAA 
to the American Automobile Assn. | said, with an estimated 9,523,000 

Some 41,338,000 calls were | calls for assistance. Next came bat- 
placed for aid by motorists dur- | tery or electrical troubles, with 9,- 
ing 1958, AAA estimated. This 196,000 calls for service. Ignition 
was 1,010,000 fewer than the 1952 | difficulties occasioned 5,662,000 calls. 
ene | Thanks to more paving in sub- 
urban developments, said AAA, 


R.I1. Cleanup Urged cas to aid motorists who were 


. | stuck in mud continued a decline 
In Body Repair | started three years ago. Only 2,305,- 
'000 such calls were received last 
PROVIDENCE. — The Rhode year, compared with 3,023,000 the 
Island Automobile Dealers Assn. | previous year. 
has urged the State to take action | When it came to running out 
against what it terms unethical) of gas, motorists were not quite | 
practices in the auto body repair) ag forgetful in 1953 as in 1952. 
field. | Last year, 1,142,000 calls went for 
The association cited the prac- out of gas against 1,272,000 in 
tices of towing away damaged 1952. 
vehicles to body shops without per-| At the same time, AAA reported | 
mission of the owner, and excessive | that motorists slipped on the habit 
charges made for repairs. of locking themselves out of their 
The Providence Journal-Bulletin | cars. While last year 803,000 needed 
recently published a series of ar- the services of a locksmith, only 
ticles on fraud in auto body re- 424,000 asked for help on this score 
pairs. in 1952. 


estimate. AAA bases its estimate 
on reports from 18,000 garages 
under contract to supply emer- 








Breakdown of Service Calls 










| 
| 










catty "ret. ot Tetnt Calo. Pet. of Tots 
ach cirenivcadinducstr tecabitensie 9,523,000 28.01 11,015,000 25.98 
Battery or electrical .. 9,196,000 22.22 10,837,000 25.56 
Hgmition nn, 5,662,000 13.68 5,033,000 —«11.87 
cn skds sasnnek .. 8,584,000 8.66 4,308,000 10.16 
NN icc dos dndunduisteniuisaraieas 2,305,000 5.57 3,023,000 7.13 
Wrecker ... 25268,000 5.48 1,399,000 3.30 
Starter ............ .... 1,995,000 4.82 1,124,000 2.65 
Out of gas . 1,142,000 2.76 1,272,000 3.00 
Carburetor. ........................5. 989,000 2.39 538,000 , 127 
Lock and key 803,000 1.94 424,000 1.00 
Gas line... 522,000 1.26 534,000 1.26 || 
Brakes a cs 493,000 1.19 920,000 2.17 
Lights ............ ES dah . 406,000 98 492,000 1.16 
All others ccccvevsvseeeessee 99500,000 6.04 1,479,000 3.49 





Total 100.00 42,398,000 


Md. Speeds Title Transfer — 
To Crush U. C. Racket | 


BALTIMORE. — Thomas B. R. 
Mudd, commissioner of the Mary- 
land Department of Motor Vehicles, 





$100 fine and the revocation of reg- 
istration plates. 
Temus Bright, used-car dealer, 


|parts for rebuilt automotive units 
| was the principal complaint of the 


| excise tax where the rebuilder is 
merely performing a service for 
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St. Louis Elects New Officers— 


The Greater St. Lovis Automotive Assn. has elected as its new officers (seated from 
left), James W. Mueller, vice-president; C. A. Gilbert, president; Fay Hahn secretary, 


Weber, Jack Kennedy, B. H. Roberts, directors, and Rus. B. Hammond, association 
manager. Also elected were Clark M. Compton and A. H. Roeper as directors. 





Rebuilders Decry Taxes 


U.S. Aides Told of Need to Clarify Regulations: 
New Defense Plans Discussed 


WASHINGTON.—Further clarifi- 
cation of the Federal tax code as 
it applies to automotive parts was 
urged at a Department of Com- 
merce meeting of 30 industry repre- 
sentatives and officials of the Busi- 
ness and Defense Services Adminis- 
tration. 

Clarification is sorely needed, 
declared the industry men, who 
represented both manufacturers 
of automotive parts and rebuild- 
ers. 

Double taxation on replacement 


years of time and large sums of 
money in developing. 

BDSA officials replied that de- 
fense procurement regulations are 
being rewritten and that “this situ- 
ation is being considered in their 
preparation.” 

The business executives suggest- 
|ed that close working relationships 
be maintained between BDSA and 
their industry in carrying out post- 
attack and continuous production 
plans. 

One conference member warned 
that post-attack planning by the 
industry should be accelerated. He 
noted the advantages of duplicat- 
ing such essentials as drawings, 
process sheets, and designs, and 
storing them in safe places so that 
they would not be lost in the event 
of a bombing attack. 

Also discussed at the meeting 
was the revised Defense Materials 
System which would direct the 
flow of materials through the 
initial phases of the next emer- 
gency, should one arise. 

The plan is expansible and could 
handle all the material allocations 
and production controls of a full 
industrial mobilization program. 

Charles Honeywell, BDSA admin- 

(Continued on Page 25, Col. 4) 


industry conferees, who said that 
“the complexity of the problem of 
taxing automotive parts is height- 
ened by their variety and the kind 
of work that is performed in recon- 
ditioning units.” 

It is understood that some auto- 
motive replacement rebuilders have 
recommended that the Bureau of 
Internal Revenue law be changed 
so that no excise tax would be paid 
for the rebuilding of auto parts, 
either for the rebuilder’s own ac- 
count or as a service to a customer. 

All representatives agreed, how- 
ever, according to an informed 
source, that there should be no 


the customer. 


It was maintained by some of 
the executives that if a reLuilder 
rebuilt parts for his own account, 
and had taken title to tie item, 
he should pay an excise tax since 
he is then a manufacturer and is 











was charged recently with failure 
to transfer title in seven cases, al-| 
though a conviction was gained in | 


only one case. i 
The order has been approved a 
by Cavendish Darrell, secretary ‘Freed Heads List 
of the Automobile Trade Assn. of | | 


Maryland, and Jack Weber, presi- Of Speakers for 


dent of the Associated Used Car | 
S.C. Convention 


Dealers of Maryland. 
Alexander Stark, assistant state’s | 
COLUMBIA, S.C.—Four speakers 
have been announced for the 15th 


attorney, said the order “fills an 
annual convention of the South 


important gap in the law which | 
has permitted unscrupulous prac- 
tices by a small minority of) Carolina Automobile Dealers Assn. 
dealers.” : in Charleston May 7-8. 
2 Charles C. Freed, NADA presi- 
Stark said the regulation will pro-| oo: will be the speaker at the 
convention’s banquet. | 


hibit these dealers from running 
their lots virtually as auto rental Rishent Mnthnads WRC eemmnen-| 
tator and news analyst, will give 


agencies. 
He said that under this system 4 the luncheon address. 
From the field of sales comes 


customer “buys” a car but the 
dealer holds the title and the min-| the immediate past president of 
ute the customer misses @ payment, the Sales Executive Club of New 
the dealer can repossess the car. york Frank W. Lovejoy, of Socony- 
Stark said the State also was Vacuum Oil Co. Rounding out the 
losing out on the 2 percent sales program will be Harry B. Mathews, 
tax which is not paid until the executive vice-president of Com- 
title is transferred. The 15-day mercial Credit Corp., as represent- 
limit becomes effective May 1. ing the field of finance. 
Maximum penalty for violation of| The convention also features a 
the new order is 10 days in jail, a social program at the Hotel Francis 
a se 


An added attraction will be the 
first southern showing of the Life- 
Time magazine presentation, “The 


has notified the State’s 1,300 auto 
dealers that they must transfer 
titles to their customers within 15 
days after the date of purchase. 


Gunn Takes Reins 


I rn San Antonio | Change in the American Automo- 


tive Market.” 
SAN ANTONIO.—(UTPS)—C. C. | : 
Gunn, vice-president of Smith| The convention will open with an 
| open house sponsored by Pilot Life 
Motor Sales Co. has been elected | tisurance Co. The entire conven- 
president of the San Antonio Auto- | ti ote win be tak coand 
ag ~ Re Samana : on party then en aboar 
a Navy destroyer for a tour of 
He succeeds J. Frank Stampp,|the Charleston harbor. 
Downtown Motors. Approximately 500 dealers and 
Frank W. Bitter, Gillespie Motor | representatives of allied fields are 
Co., Was named vice-president, and| expected to attend, according to 
Frank K. Houston, Ranger Pontiac| J. W. Pickens, president of the 
Co., treasurer. association. 


in competition with the original 
manufacturer. 


A spokesman for auto body 
manufacturers complained that the 
present excise tax on trucks and 
buses is discriminatory. He pointed 
out that the tax applies only to 







Apr. 21 
(146 cars entered, sold 98 cars. Sale 
very good and fast, had some rough 
cars also.) 
BUICK—’53 RM 4-dr., $1,950; Super 
Riviera coupe, $1,000. °50 Special 4- 
















over-the-road transportation and > ee 
not to railroad, aircraft, pipeline || C#2VROLET—'53 Bel Air sport coupe, 
and marine equipment. $1,450; , (210) 4-dr., $1,210; coupe, 
$1,450. '52 SL 4-dr., $865, $850, $725; 
Several conference members 2-dr., $825, $700, $680, $670, $665, 
urged BDSA “to do what it could” $630. °50 conv., $625; SL 2-dr., $555, 
to eliminate the Government pro- $480. '49 SL 2-dr., $415. °48 2-dr., 
curement practice in which, they $270. °47 Aero, $125. '46 Aero, $155. 
charged, contracts involving pat- CHRYSLER—’48 Windsor 4-dr., $135. 
ented items are awarded to com- DeSOTO — '53 (8) conv., $2,000 (ps). 






"52 (8) 4-dr., $1,100. '51 sport coupe, 
$705. '49 4-dr., $425. 

DODGE—’'53 Coronet 4-dr., $1,220. 
Diplomat, $1,025. 

FORD—’53 Custom (8) 2-dr., $1,320; 
Victoria, $1,490. '52 (8) 2-dr., $990, 
$675; 4-dr., $950. '51 Victoria, $885, 
$850; conv., $715; (6) $595, $585; 
4-dr., $700, $680. '50 Custom (8) 2- 
dr., $600, $500, $480, $470; (6) 2-dr., 


petitors to produce things that 
their own companies have spent 


290 Products 


Kaiser’s Enterprises Mark 
40th Anniversary 









"52 

















OAKLAND, Calif—The 40th an- Ge00, _ S508; 4-dr., $550. ’49 Custom 
niversary was celebrated last week (8) 2-dr., $405, $360, $330, $300; 
by the Henry J. Kaiser enterprises, 2dr. ti pe oF a "5 Seren. 4 
which range from the production (8) 2-dr., $100. 





of aluminum, steel and chemicals 
to automobiles. 


Manufacturing more than 290 
products, Kaiser’s 116 plants em- 
ploy 68,000 workers and combine 
total assets of $925 million. 


The various Kaiser companies 
trace their beginning to 1914 when 
Kaiser formed Henry J. Kaiser Co., 
Ltd., to build a Vancouver high- 
way. Later the firm built dams, 
bridges, tunnels and roads in Cali- 
fornia, and established its national 
reputation during World War II 
when it built 1,490 Liberty ships 
and 50 escort aircraft carriers. 


After the war, Kaiser went into 
the auto manufacturing field as 
Kaiser-Frazer, which last year 
merged with Willys-Overland into 
Kaiser-Willys. 


HUDSON — ’53 Wasp club coupe, §$1,- 
175. ’51 Hornet 4-dr., $835, $700. '50 
Hornet 4-dr., $325. 


MERCURY — '53 sport coupe, $1,665. 
*52 4-dr., $1,270. 51 Monterey coupe, 
$750; 4-dr., $850, $780, $770, $660. 
"50 4-dr., $480. '49 4-dr., $335; club 
coupe, $330. 

NASH—’50 4-dr., $160. 

OLDSMOBILE— 52 (88) 4-dr., $1,250; 
2-dr., $1,215. ’51 (98) conv., $1,075; 
4-dr., $1,030. "50 (98) 4-dr., $685; 
(88) coupe, $620. °49 (88) club coupe, 
$510. '48 (76) 2-dr., $270. 

PLYMOUTH—’52 4-dr., $710. '49 4-dr., 
$200. °48 2-dr., $220. 


PONTIAC—'53 station wagon, $1,865; 
4-dr., $1,590. °52 Catalina, $1,370. '51 
Chieftain (8) 4-dr., $845, $835. °49 
(6) 4-dr., $425, $420. °47 2-dr., $190. 

STUDEBAKER — ’51 Champion 4-dr., 
$475. °50 4-dr., $400; coupe, $310. 































and George M. Berry, treasurer. Back row: David Riesmeyer, Harold Fehi, Sidney | 
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Millians, 
mercial Credit Co., will speak 
| the May 3-4 convention of the Illi- 
|/nois Automotive Trade Assn. here. 


“Now 
Dealers to . 
with tips which may influence 
dealers’ progress and profit, 
association said. 


Minneapolis, 
warehouse distributor for the north 


Millians to Speak 
At Illinois Dealer 
Parley in May 


SPRINGFIELD, Ill. -Paul M. 
vice - president of Com- 
at 


Millians’ address will be titled 
is the Time for All Good 
. .” It will be loaded 


the 


An association election will be 


held at the convention. 


Nominated so far are: Charles 


W. Albrecht, Wood River, for pres- 
ident; Ralph Young, Quincy, vice- 
president, and R. E. Broe, Spring- 
| field, treasurer. 


Proposed as directors are Arthur 


L. Walsh, Chicago; R. L. Sutton, 
Streator; Harry L. Pierce, Elgin: 
Russell G. Smith, DeKalb, and 
Frank Newell, Carthage. 


Grange Leader 
Heads Parley 


WASHINGTON. — Herschal D. 


Newsom, head of the National 
Grange, last week was named gen- 
eral chairman of the Fifth High- 
way Transportation Congress to be 
held here May 4-6 under the aus- 
pices of the National Highway 
Users Conference. 


Arthur Butler, director of the 


NHUC, made the announcement, 
saying: 


“Because of his outstanding lead- 


ership and statesman-like under- 
standing of highway development 
as it relates to agriculture and our 
whole economy, we are pleased that 
Mr. Newsom has accepted this im- 
portant post.” 


Ahlberg Distributors 


CHICAGO. — W. E. Lohr Co. 
has been appointed 


| central territory by Ahlberg Bear- 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday.) 


CHEVROLET—'54 2-dr., 


ing Co., Chicago. Other distributors 
appointed were F. Somers Peter- 
son Co., 
northern California and Nevada, 
and Latham Sales Co., Los Angeles, 
for southern California. 


San _ Francisco, for 





Apr. 14 


(Prices are up $50 on clean cars. 
Sold 90 cars out of 125 entries.) 


BUICK—’54 Riviera coupe, $2,550*. '53 
Special 4-dr., $1,435*; RM Riviera 
coupe, $2,065* (ps). ‘52 RM 4-dr., 
$1,310*. 51 RM 4-dr., $865*, $815. 
‘50 RM Riviera coupe, $610. °48 
conv., $340, $125. 

CADILLAC—'47 (62) 4-dr., $325. 

$1,800*. ‘53 


$1,225*; Bel Air 4-dr., 
$1,340*°; %-ton pickup, $865. "52 Bel 
Air coupe, $1,140. ’51 SL Deluxe 4- 
dr., $755*, $725*, $610*; 2-dr., $755*, 
$715*; SL Special 2-dr., $595; Bel 
Air, $885*. '50 SL Deluxe 2-dr., $520, 
$470, $480; conv., $690; 4-dr., $570. 
‘49 SL Deluxe 2-dr., $415; business 


(210) 2-dr., 


coupe, $510. 

—— ’47 Windsor club coupe, 
105. 

DeSOTO—’52 Deluxe 4-dr., $920. ‘51 
Deluxe 4-dr., $675. '50 Deluxe 4-dr, 
$500*. "49 Deluxe club coupe, $455 

DODGE—’52 Meadowbrook 4-dr., $780. 
"51 Meadowbrook 4-dr., $450, $710*. 


FORD — '51 Custom (8) 2-dr., $725, 
$670; club coupe, $735*; (6) 2-dr., 
$575. "50 (8) 2-dr., $495. "49 (6) 2- 
dr., $290; club coupe, $430. “46 (6) 
2-dr., $100. 

HUDSON—’51 4-dr., $625*. 

KAISER—’53 4-dr., $855*. 

LINCOLN — '52 Capri 4-dr.. $1,520°. 


'49 4-dr., $160. 
MERCURY—'53 2-dr., 
"51 4-dr., 
$560. 
NASH—'50 Statesman 4-dr., $185. 
OLDSMOBILE—'53 (98) 4-dr., $2,100. 
‘51 (88) club coupe, $990*. ‘50 (88) 
4-dr., $800*%; Holiday coupe, $670: 
(98) 4-dr., $500. 
PACKARD—’51 (200) 4-dr., $865*. 
PLYMOUTH—’53 Cambridge 4-dr., $1,- 
095, $1,050. '51 Cranbrook Belvedere, 
$795. '50 Deluxe 4-dr., $500; 2-dr., 
$380; club coupe, $385; station wag- 
on, $515. '49 Deluxe business coupe, 
$380. '48 Deluxe 4-dr., $210. 
PONTIAC—’'53 (8) Catalina, $1,800*. 
"52 (8) conv., $1,365*, $1,385*; 2-dr., 
$1,130*, $1,025, $1,010. ’51 (8) club 
coupe, $860; 4-dr., $860. "50 (8) 4- 
dr., $730, $565; club coupe, $655; 
2-dr., $705. 
STUDEBAKER—’53 (8) 4-dr., $1,050*. 
"52 (8) club coupe, $855*. '51 (8) 4- 
dr., $460. 


$1,450, $1,580. 
$825, $750: club coupe. 


‘Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 21, 22, 23 
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Dealers’ Surplus Cars Eyed in Bootleg Battle . . . 





U.S. Bars GM Repurchase Plan 


‘Continued from Page 1) 


with a sound business purpose and 
does not contravene either the pro- 
visions or the spirit of the antitrust 
laws. 

“While we would be willing to 
defend the legality of the pro- 
posed clause in civil proceedings, 
which is a risk we would have to 
assume even with a favorable 
opinion from the Department of 
Justice,” Curtice said, “I cannot 
expose the corporation or its rep- 
resentatives to possible criminal 
proceedings.” 

Curtice said: “We will continue | 
our efforts to protect the goodwill | 
of our products by every available | 
legal means. 


“We are studying the matter and | 
any changes in our selling agree- | 


during the corresponding period 
of 1953, he said. 

“I believe that business generally 
will still further improve as the 
year progresses,” the GM chief said. 

Although GM’s first-quarter re- 
port is not yet out, Curtice said he 
could give “a glimpse of the re- 


| sults” during the period. 


“General Motors business in the 


| first quarter was good,” he said. 
+ * * 


‘OU average employment was 


574,000—30,000 higher than for 
the first quarter of 1953 and an all- 
time record for the period. 

“Our payrolls for the first quar- 
ter reached a total of $656,000,000, 
including $23,000,000 in overtime 
premiums. 

“Unit production of passenger 
cars and trucks in our United 


|General Motors. It was 2 percent 
| higher than the previous record set 
in 1953. 


| “This will be another good year 


| business in general,” Curtice said. 
|“No depression is in my vision.” 
x * + 


'G™ OFFICIALS predicted that 


eight-day run here would top the 
| §20,597 mark set at San Francisco. 


Following a Friday night pre- 
view, by representatives of the 
press and by several thousand 
civic, business and professional 
leaders, the free public showing 
officially got under way at 10 a.m. 
Saturday. 


Before the 
GM vice-presidents and divisional 





ments which will accomplish this| States and Canadian plants totaled | chiefs met with Chicago area GM 
and which are legally permissible | 877,000. Production of passenger | dealers, plant managers, office exec- 


under present laws or under future 
legislation will be made available | 
to our dealers.” | 
* * * 

(oe said the proposal was 
submitted to the Justice De-| 
partment March 24 with a request | 
for a “ruling” permitting GM to| 
adopt the repurchase plan. 
On March 30, Curtice said, the} 
department advised GM that the} 
department could not “waive the} 
institution of criminal proceedings | 
with respect to such contractual | 
provisions .. . since they raise im- 


portant questions under the anti-|_ 


trust laws.” 

(The GM clause should not be 
confused with one proposed by 
NADA, whieh involves territorial 
protection for dealers. NADA also 
is seeking Justice Department 
approval for its proposal.) 

Curtice said that the average 
dealer’s supply of GM cars avail-| 
able at retail was “substantially 
less” than during the free market | 
years of 1939, 40 and '41. Some of 
the GM lines, he said, actually were 
in short supply. 

The proposed clause with its re- 
purchase option, he said, was in- 
dicative of GM’s belief that there is 
“no overproduction of GM cars and 
of its sincerity in efforts to prevent | 
any such overproduction.” | 

Curtice said GM is continuing to | 
review “the performance of Gen- 
eral Motors dealers in carrying out 
their obligations under the General | 
Motors selling agreements.” 

” * * 

ETAIL sales of GM cars cur- 

rently “are running ahead of | 
last year,” Curtice said. 

He also announced that GM’s em- 
ployment and car production dur- 
ing the first three months of 1954) 
set alltime records for the first 
quarter of any year. 

Sales of all GM commercial 
and defense products in the first 
quarter totaled $2,410,000,000, only 
a shade under the $2,547,000,000 





Munn 


(Continued from Page 3) 


continuing study of 3,000 leading | - 


concerns in this country and Can-| 
ada, and was rated according to/| 
the group’s point system of evalu-| 
ating 12 key management factors. 
Each of the top companies, in 
which these- three automotive in-| 
stitutions were included, scored 9,- 
000 points out of a possible 10,000. 
The purpose of awarding these an- | 
nual certificates, according to Jack- | 
son Matrindell, president of the in- 
stitute, is to focus attention upon 
those companies whose practices | 
should be emulated by others, to/| 
increase efficiency and insure sta- 
bility for employes, shareholders | 
and the economy as a whole. 
In coming to their decision the | 
institute rates such factors as | 
economic function, corporate 
structure. health of earnings | 


growth, fairness to stockholders. 
directorate analysis, research and 
development, fiscal policies, pro- 
duction efficiency. sales vigor and 
executive evaluation. 

Such leadership must recognize 
the need for a better dealer con- 
tract. 

A new contract is on the way. 
Let’s get it now before more dam- | 
age is done. Let’s get it by nego-| 
tiations within the trade. Other-| 
wise, we take a chance of having | 
ene imposed on us which would not | 
be nearly so beneficial to all. 


cars in United States plants alone 
was 706,000 units. This represented 
the highest first-quarter passenger 


car production in the history of ation fields. 


| utives and zone and regional man- 
agers in the car, truck, accessory, 
household appliance, diesel and avi- 


Motorama opened, | 
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| for the automobile industry and for | j 


attendance at the Motorama’ | & 





Nampa Stages Auto Sh 





—. ate 


A eee 


Nine dealers in Nampa, Id., participated in a $250,000 car and implement show 


which attracted more than 2,000 


machinery were shown by seven 


visitors. Dave Edmark was general chairman of the 


| event. In addition to approximately 50 new-model cars, more than 75 pieces of farm 


implement dealers. 


Poole, Blackwell Promoted by Davis Motor 


Cc. K. Davis, owner of the Davis 
Motor Co. (Chrysler-Plymouth), 220 


parts manager, to service 


i 
and the promotion of 


manager, 


S. Travis, Sherman, Tex., has an-| Willard Blackwell, to parts man- 


nounced the promotion of Coy | ager. 


ROAD-PROVED! 


Final Proof of an oil filter is how it 
performs—what car makers, dealers, 
servicemen, car owners say about it. 

It’s a fact . . . On the road, the 
Purolator* Micronic Oil Filter out- 


performs all other filters sold. 
Because it has up to 10 times more 
filtering surface, it traps more dirt, 
finer dirt, faster . . . helps make engines 
run better, longer. As a result, it is 
specified as original equipment on more 


*Reg. U. S. Pat. Off. 


PUROLATOR PRODUCTS INC., 


Oi FiLTrTerR 


NEW JERSEY AND TORONTO, ONTARIO, CANADA 


RAHWAY, 


makes of cars than any other . 
recommended by service departments 
for all filter changes. 

Purolator is the World’s Finest. The 
original oil filter, Purolator was first 


rOlator 





Worlds finest 





with Micronic* principle—first with 
the large area Micronic Full Flow. 
Standard of the industry—the 
Purolator* Micronic is widely imitated 
—never equalled. 
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Used-Car Dealer News... 


Philadelphians Weigh 
Violations of Ethics 


PHILADELPHIA. New and 
used-car dealers joined in a panel 
discussion of dealer problems at a 
meeting of the Philadelphia Used 
Car Dealers Assn. 

The debate, which touched on 

advertising, bootlegging, mer- 

chandising and credit, was mod- 
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Gorson, Equitable Motors; Ben J.| terms, saying such practices under- 


erated by Harold B. Robinson, | 
of Robinson Sales Auction. 

Members of the panel were John 
B. White, Ford dealer and former 
president of the Philadelphia Auto- 
mobile Trade Assn.; John Morrison, 
Chrysler-Plymouth dealer; Jules 
Kutner, Buick dealer; and Cyrus 





Franks, and Spencer Raphael, all 
used-car dealers. 

In discussing advertising, Franks 
called for honest advertising and 
said, “The automobile business has 
sunk pretty low with misleading 
advertising running wild. 

“By and large,” he said, .“new- 
car dealers are guilty of the prac- 
tice of placing misleading adver- 
tising. The worst situation at 
present is the offering of cars at 
very low downpayments for long 
terms.” 

Morrison said he resented the 
implication that new-car dealers are 
the only culprits. He joined Franks 
in condemning selling on too-easy 





MR. USED CAR DEALER: 


You 


Buy Only At These 100% Sale 
Fidelity -Insured Auctions: 
BAKER AUTO AUCTION Thursday the lien. 
Highway 49 S., Hattiesburg, Miss. 
CAPITOL AUTO AUCTION Friday 
4365 Florida Ave., Baton Rouge, La. ’ . e 9 
It’s a nice car, this buggy of Joe’s. 
— nae tontey good paint, clean as a pin, clear title. 
COLUMBUS AUTO AUCTION Thursday it. 
2603 Cusseta Rd. Columbus, Ga. troubles. 
CONCORD AUTO AUCTION, INC. Mon. & Fri. 
29 Sudbury Rd., Concord, Mass. f h sh . 2 
DIXIE AUTO AUCTION SALES to. Never heard o any such shenanigans 
217 Gadsden Rd., Birmingham, Ala. at the Letterbox in 
DIXIE MOTORS AUTO AUCTION Tues. & Fri. Issue. 
718 Angier Ave., Atianta, Ga. 
RED FARMER'S AUTO AUCTION, INC. Wednesday 
1010 So. State St., Jackson, Miss. 
LOUISVILLE AUTO AUCTION Tuesday 
3601 So. 7th St. Road, Louisville, Ky. 
MAULDIN AUTO AUCTION SALES, INC. Tuesday ‘ ; 
1227 New Buncombe, Greenville, S. C. Joe can't put it to 
MIDDLE GEORGIA AUTO AUCTION Wednesday Auctions. 
Eastside Highway, Macon, Ga. And somebody buys it. 
MONTGOMERY AUTO AUCTION Wednesday 
927 No. Court St., Montgomery, Ala. 
PAGE BROS. AUTO AUCTION Wednesday 
35th at Divine St., Chattanooga, Tenn. 
SOUTHERN AUTO SALES Wednesday legal tender. 
Route 5. Warehouse Point, Conn. 
SYRACUSE AUTO AUCTION Thu : 
R. D. #1, LaFayette, New York — Play it safe, Mr. Dealer. 
TINNIN AUTO AUCTION t Tuesday 


Buckwalter Stadium, Meridian, Miss. 


can get 


hot car 





burns 


even in 
title 
states... 


Joe Gypper has an auto with a $2100 lien on it. And 
Joe’s been around, knows a few tricks. 
the car to a non-title state and registers it without 
Then he drives it to a title state, picks up 


He hauls 


a clear title, and slides it into an auction. 


Low mileage, 
So you buy 


And you’ve got yourself an entire battalion of 


Take a peep 
Automotive News, March 22 


ALL TITLES GUARANTEED AT FIDELITY INSURED 


dealers. 


AUCTIONS 


you at Fidelity Title-Insured 


Sure, a hot car slips in every so often. 


But when he does, he just 


picks up the phone and calls Fidelity. And Fidelity 
heals those otherwise painful financial burns fast 
. makes that title just as good as Uncle Sam’s 


Chances are for gamblers. 


Fidelity Insured Auctions are for smart used car 


FIDELITY INSURANCE COMPANY 


204 Stahiman Building 





OF TENNESSEE 


Nashville, Tennessee 








mined legitimate dealers. He sug- 
gested, however, that honest dealers 
can take low downpayments on 
easy terms if they can get pre- 
ferred credit. 

“There is now very little differ- 
ence between new and used-car 
dealers,” Morrison said. “In the 
final analysis, we are all dealers 
in ‘old iron’.” 

White agreed that new-car deal- 
ers are now selling used cars and 


used-car dealers are selling new 4 


cars. 
He, too, said that misleading 
advertising should be condemned, 
but added that offering cars for 
low downpayments and long 
terms is not misleading unless 
the dealers involved cannot de- 
liver according to their word. 


White, in passing, told the meet- 
ing that for a 45-day period Ford 
dealers can order what they want, 
not what the factory suggests. 


In shifting the debate to boot- 
legging, Robinson, the moderator, 
said he disliked the term “because 
it is not fair to label a purchaser 
of new cars in the same category 
as a bootlegger of liquor or drugs.” 


White said the word had been 
misapplied. “The new-car dealer 
who sells new cars to_ used-car 
a is the real ‘bootlegger,’” he 
said. 


The practice known as bootleg- 
ging is a result of overproduction 
by all factories in 1953, he added. 

“The factories have to learn 
the hard way — in the market 
place, not by research analysts 
or economists,” White said. 
“When demand does not live up 
to the available supply, they can’t 
turn off production like a spigot 
. ». However, I still believe in the 
free enterprise system that per- 
mits a man to sell to whomever 
he wants.” 

Franks also objected to use of 
the term bootlegger, and described 
as “legitimate” the buying of new 
cars by used-car dealers. 


Robinson said, “The used-car deal- 

er is in a better position today to 
make a buck than is the new-car 
dealer. If the price of the market 
declines, he can unload and buy 
cars back at a lower price. 

“Many new-car dealers will not 
do this. They feel that they must 
get $150 per car to meet their over- 
head, and so they hold on to cars, 
come what may.” 

Raphael, commenting that 
strong merchandising will be 
needed in upcoming months to 
move cars, urged dealers to con- 
dition all units. 

In touching on the economic out- 
look, Kutner said, “There is really 
nothing too alarming about what 
has been called a readjustment. The 
savings that people have in the 
bank is bigger than it has ever been 
wen The economic outlook is very 


The panel agreed with Gorson 
that finance companies do not like 
to turn down dealers on credit 
risks. He added—and was support- 
ed by White—that dealers should 
not put their own credit behind 
“poor paper” because unsafe risks 


will come back to plague the} 
| dealers. 








Frene. 





Leads in Sales— 

Harold H. Utschig (left), president of 
Balboa Oldsmobile, San Diego, Callif., 
chats with Winston Morris in front of the 
latter's Oldsmobile dealership in Mexico 
City. Utschig was a winning dealer in 
Oldsmobile's fall sales contest in the Los 
Angeles zone and won the trip to Mexico 
as his award. 


Standard Claims 
Gas Saving with 


New Motor Oil 


CHICAGO. — Standard Oil Co. 
(Indiana) is introducing a new line 
of multigrade motor oils which the 
company claims can save up to two 
gallons of gasoline in a tankful. 

The new lubricating oils can also 
cut oil consumption by an average 
of 37 percent, says Standard, and 
can minimize a car’s need for 
higher octane gasoline as the car 
grows older. 

These and other claims were 
made for the new oils by Stand- 
ard’s sales vice-president, Dwight 
F. Benton. 

Standard calls its new oils Super 
Permalube. They are available in 
three grades: SAE 5W-20, SAE 
10W-30, and SAE 20W-40. 

“Our claim,” said Benton, “of a 
two-gallon-per-tankful possible sav- 
in gasoline results from road tests 
by Standard Oil’s automotive lab- 
oratory at Whiting, Ind., as well as 
field tests. 

“They showed that engine fric- 


tion and drag are cut so much by * 


the new oils that savings in gaso- 
line may be expected to average 
around 10 percent in city-type driv- 
ing. 

“On cross-country trips when the 
engine is at full operating tempera- 
ture for long periods, particularly 
when the heavier grades might be 
used, we would not expect so much 
gasoline economy, but we could ex- 
pect more oil economy.” 


Hornets, Super Wasps 


Get Outside Spare 
DETROIT. — An outside tire 

mount is now available for 1954 

Hudson Hornets and Super Wasps. 
The unit is available for disc or 


wire wheels. 


'L. A. DeSoto Ad Group Elects— 

Newly elected members of the advertising committee of the Los Angeles DeSo‘o- 
Plymouth Multiple Group are (seated from left), Milton Mackaig; Douglas Herrick, 
chairman, and Clem Atwater. Standing: Bill Mead, Harvey Traveller and H. A. Dv 
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Always recommend— 


Quaker State 


QUAKER STATE OIL REFINING CORPORATION, OL CITY, 
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‘Common sense at last! 
N implified 
ew, simplifie 


motor oil grading 
introduced by Quaker State 











UST 3 grades, Light, for cold weather driving, Medium, for 

warm weather driving and Heavy, for use where SAE 40 or 
50 grades are recommended, provide correct oil for every make 
of car and every type of service... Plus a special Multiple 
Viscosity SAE 5W-20 HD Oil. 

It’s simplified—it’s streamlined—and it’s honest common 
sense! Quaker State clears away the confusion of claims and 
counterclaims—and does away with needless grades of motor 


oil. It’s another milestone in Quaker State’s 50 year record of. 


progress through specialization in automotive lubrication. 
With the new Quaker State grading system, Quaker State 
provides the famous Quaker State time-tested Stabilized Motor 
Oil and the famous Quaker State HD Oil in the proper grades 
to give every motor complete, long-lasting protection. And— 


NOW—you need only 3 grades of Quaker State 
Stabilized Motor Oil—for service ML and MM. 


1. LIGHT—SAE 10W, 20W and 20. A light grade 
made especially for cold weather service. 


2. MEDIUM—SAE 20W-30. A medium grade made 
especially for warm weather service. 


3. HEAVY—For use where SAE 40 or 50 grades 
are recommended. 





MOTOR OIL 


NEW QUAKER STATE MOTOR OIL CLASSIFICATION 









MULTIPLE viscosity HD Oil SAE 5W-20—Made especially for more 
sensitive types of modern, high compression engines . . . and for 
use in extreme winter climates... 






PA. 








Quaker State’s special Multiple Viscosity HD Oil SAE 5W- 
20 is available for the more sensitive designs of modern high 
compression engines where an oil of this type is recommended 
by the car manufacturer, and especially for use under cold 
weather driving conditions. 

Quaker State maintains its leadership in the field of auto- 
motive lubrication by producing only motor oils of the finest 
quality from 100% Pure Pennsylvania Grade Crude Oil—the 
world’s finest! Every drop is made with skill and precision. 

And, now with this new, simplified, sensible grading plan you 
have the right oil for every customer—an oil with highest 
lubrication and protection qualities and lowest consumption. 
Easier ordering, streamlined inventory, easier servicing! Better 
business for you in every way! 










NOW—you need only 3 grades of Quaker State 
HD Oil for service MM, MS and DG. 


1. LIGHT—SAE 10W, 20W and 20. A light grade 
made especially for cold weather service. 


2. MEDIUM—SAE 20W-30. A medium grade made 
especially for warm weather service. 


3. HEAVY—For use where SAE 40 or 50 grades 
are recommended. 








For service MM, MS and DG. 





QUAKER 
SVs 


MOTOR OIL 





100% pure 
























the high quality, 
long-lasting, free-flowing, 


Pennsylvania Motor Oil 


- 
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| on roads for the two-year period -| competition with private enter- 





AUTOMOTIVE WASHINGTON starting July 1, 1955. | SL > Sapeeiagesies z 
Missing from the finished bill is | Fs b Co aus a ae ites ta 
te controversial Houmerponsored, TL 417] | [] | pve a atonng sare 

clause which would have made) 


reaucracy’s entirely improper ac- 


authorizations for the interstate tivities, which are pushing the Na- 


Highway-Aid Measure 


Termed a ‘Milestone’ 


system contingent upon continua- 
tion of the Fed- 
eral excise tax on 
gasoline at its 
present two- 

























tion down the road to Socialism,” 
Osmers declared. 
“Federal agencies have entered 
into so many business-type activ- 
ities that they constitute a real 


Rep. Cecil Harden, Indiana Re- 
publican and chairman of the 





By William Ullman cents - a - gallon threat to private industry and im- 
Washington Correspondent — nl peril the Nation’s tax structure. 
P ; aes ; ea 
“yom new highway-aid bill, in which both houses of Con- Public Roads ow a caus saeior Dn 
gress cooperated beautifully, is generally viewed in Saity of using __--. | billions upon billions of dollars, | 
. ith i i- 
Washington as an excellent measure. ' Dalaens aid fer <= 7 = = ae ee ae v 
“A new milestone in the progress of highway improve- Sols roads, which ie i sili Sin ee i income taxes themselves. __ 
ment,” commented Senator Edward Martin, Pennsylvania) . witiam Uiman a ene it flies...” ‘ P | “The cure for this untenable situ- 
i oo - | ation,” he added, “lies in action by 
Republican. ee the executive departments — and 
Senator Albert Gore, Ten- “certainly the taxpayers are en- the money authorized, $700) C. Osmers, New Jersey Republican, nme te te my bill puts it . nif 
. titled to all the roads that can be| Million would be on a State-match- | },.+ week introduced in the House t rid of Governme 
nessee Democrat, told his col- h-| ing basis, with $175 million inter- : We Oe Fe es ss Meovernmmenty- 
purchased with that money, wit : a bill which he designated as the| owned competitive businesses we 
leagues that “for the first time, col- out any political shenanigans.” state. The remainder was ear- first step toward getting the Fed-| shall be ia to seduce the national 
lusion and conspiracy to defraud,| ‘The pill contains language that pont tg _ forest highways, park | 4-9) Government out of such busi- debt by at least $30 billion; cut | 
in connection with the obtaining or | makes any monkey business with -: ce roads, Inter-American aid, | nogses as manufacturing false teeth, | annual interest payments by half a 
awarding of Federal-aid highway |contracts both foolish and dan- — ss 4% | lending money, operating tugboats, | billion or more; reduce the enor- 
contracts, is made a Federal crim- | gerous. False Teeth. Hotel and running railroads, steamships,| mous appropriations that now fi- 
inal offense.” , The measure is the largest se Leeth, Motels | hotels and power plants. nance these bureaucratic undertak- 
Pointing out that the bill author-| highway-aid legislation Congress [PEE LEMENTING 2 campaign now| The bill proposes “to terminate | ings; and collect from one to two 
izes appropriations of nearly a bil-| ever has approved. Specifically, being conducted by the National | or limit those activities of the Gov- | billion dollars a year in new taxes, | 
lion dollars a year, Gore added that! it authorizes $966 million a year | Associated Businessmen, Rep.Frank ernment which are conducted in| which will make possible further 
STEELE EEA _ ——— Se ee ee ra ns | reduction in the exorbitant taxes 
| paid by individuals and corpora- 
tions today. A 


ALBANY out-buys N.Y. City 3 to I... 


Or, where can you sell most per dollar? 


So FAR as big cities go— 
those over 100,000 population — 
automobile dealers in Albany, 
N. Y., do quite a job... 355% as 
good as those in New York City 
for example; 142% as good as 
Buffalo’s; 125% as Syracuse’... 
on a sales per capita basis! 


Indeed they do better than those 
in any such city in the entire Middle 
Atlantic and New England areas: 
251% compared with Philadel- 
phia's; 187% of Pittsburgh's; 225% 
that of Boston's. 


Good selling! But also isn’t it evi- 
dence of good buying... at least 
ability to buy? We keep piling up 
evidence in this series of advertise- 
ments, that the automotive busi- 
ness today is in a mass market 

. it’s an “Every Family” busi- 
ness. Certainly in markets other 
than the few big million plus popu- 
lation ones anyway. Albany auto- 
mobile dealers (not including fill- 
ing stations) do an equivalent of 
$684.60 a year to every Albany 


household. Doesn’t that show AI- 
bany pretty nearly an “Every 
Family” market? 


Now the only kind of advertis- 
ing that can qualify as “Every 
Family” advertising is newspaper 
advertising. 


This kind of advertising has 
been the backbone of practically 
every great selling success in the 
automotive business. 


Now, when automotive produc- 
tion capacity approaches sales vol- 
ume, is no time to ignore success- 
ful experience . . . experience such 
as Cadillac and Buick and Esso 
Extra. Mr. Ben R. Donaldson of 
the Ford Motor Company, says: 
“Looking toward an increasingly 
competitive automobile market, we 
see no lessening of the important 
role played by newspapers in our 
advertising. No other advertising 
medium so adequately identifies 
each dealer with his community 
as does newspaper advertising.” 


The Albany Knickerbocker News 
reaches nearly 8 of every 10 homes 
—mostly delivered by carrier, in 
the evening, and costing the reader 
$20.80 per year. 


No national magazine, no radio 
or T.V. “show” can do half as well 
in “Every Family” advertising as 
can loca] newspapers . . . anywhere 
at any time. . . on the average not 
a fourth nor even a tenth as well. 
Local newspaper advertising is 
the surest advertising you can use. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county, sectionally or 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


400 N. Michigan Ave. 
Chicago 11, Ill. 


681 Market Street 
San Francisco 5, Calif. 


House Subcommittee on Inter-gov- 
| ernmental Relations, expressed full 
| support of Osmers’ bill. 


“There are certain business-type 
fields in which Government must 
act for the benefit of the whole 
people. But there are many, many 
| other fields into which the Govern- 
|ment has moved with little or no 
| excuse — and there are constant 
| suggestions for further encroach- 
| ment.” 





& & = 
| Property Seizure 
| PPEARING before a House 
Judiciary subcommittee, Sen- 
; ator Pat McCarran, Nevada Demo- 
|crat, urged approval of his Senate- 
| introduced joint resolution barring 
| the President from seizing property 
| without the approval of Congress. 
|He said it is needed because the 
|makeup of the Supreme Court 
| changes frequently and the court 
|might rule otherwise in another 
| seizure case than it did in the steel 
| suit. 


| Former Solicitor General Philip 
Perlman opposed the measure, 
saying it could achieve nothing 
but trouble and would leave the 
President powerless to act in an 
H-bomb war or other grave emer- 
gency. 

In a letter, Constitutional Lawyer 
| John W. Davis, who represented 

the steel industry before the Su- 
| preme Court, also opposed the reso- 
lution. He said it is neither “neces- 
| sary nor proper.” 
+ * * 


| Stockpiles in Good Shape 
EFENSE Mobilizer Arthur S. 
Flemming told a Senate Appro- 
| priations subcommittee that stock- 
piles of some 38 strategic materials 
are in good shape, but are low in 
some of the most critical materials. 

Flemming pointed out that about 
7 materials are stockpiled. Thirty- 
eight are in good shape, 12 are 
near their goals, 11 are in fair 
shape, but the stockpiles of 14 are 
still short, he said. 








Quick Change 


Dealer License Plate Holder 





REPRESENTING THE GANNETT NEWSPAPERS: The Hartford, Conn., The Danville,  Ill., 
The Plainfield, N. J., Courier-News © and in New York State: The Albany Knickerbocker News @ The Beacon News 
The Binghamton Press @ The Elmira Adviser @ The Elmira Star-Gazette © The Elmira Sunday Telegram @ The Ithaca Journal @ 
Uy The Malone Telegram ® The Massena Observer @ The Newburg News ® The Ogdensburg Journal @ The Ogdensburg Sunday Advance-News 
: ® The Olean Times-Herald @ 
The Rochester Times - Union 


Times @ News @ Safe, fast and easy to use. 
‘ Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 

C. HOWARD 


1498 Overiook Drive Akron 7, Ohio 
(JOBBERS WANTED) 


Commercial 


The Potsdam Courier & Freeman * The Rochester Democrat & Chronicle s 


@ The Saratoga Springs Saratogian © The Utica Observer - Dispatch © The Utica Daily Press 
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, conclusion that the color chosen 
;in a new car or in a paint job 
| might make the difference between 





School Bus Drivers | 


| contrast of a color with its back- 


Study Psychology 


By Gerhardt Neumann 
Staff Writer 

| j proinienng a school bus requires, 
among other things, a _ basic 
knowledge in child psychology, the 
2 National Confer- 
ence on School 
Sooners sarety Transportation 
was told last week 
at its meeting in 

Lansing, Mich. 

J. T. Reece, di- 
rector of trans- 
portation of the 
New Mexico State 
Department of 
Education, re- 





AUTOMOTIVE 
NEWS 
[22 8 8 ee 
porting on a program of one-week 
schools for bus drivers, told his 
listeners that among the subjects 


taught are public relations, and 
first aid, as well as traffic regula- 
tions. 

Reece emphasized that the week’s 
instruction does not try to teach 
skills but limits itself to empha- 
sizing driver attitudes. The training 
program is paid by the State. 

The practice is to hire drivers 
between 25 and 35 years of age. 
They can retire on a pension after 
30 years of service, or after 20 
years at the age of 60. 

In North Carolina, according to 
Cc. C. Brown, transportation direc- 
tor of the State Department of | 
Public Instruction, 90 percent of 
7,100 school buses are driven by 
high-school students, about 800 of 
whom are girls with a record as 
good as or better than that of the 
boys. | 

The students, he reported, are | 
carefully selected upon recommen- | 
dation by the principal, school com- | 
mittee and county superintendent. 
All students are given thorough | 
instruction on rules and driving 


Pa. Turnpike Sets 
Record for Tolls 


| 

The Pennsylvania Turnpike Com- | 
mission reports that more than 12 
million vehicles used the 327-mile | 
superhighway last year, paying a/| 
record $22,124,036 in tolls. 

At the same time, it was reported | 
that there were 91 fatalities on the | 
road in 1953, an increase of 9.6 per- 
cent over the previous year. 

The commission said 12,017,032 | 
cars and trucks traveled an aggre- 
gate 1,205,329,762 miles on the ex- 
pressway. Both figures represented 
a 5.6 percent increase over 1952. 

For each million vehicle miles, 
there were 1.36 accidents, 0.9 in- 
juries and 0.07 fatalities. The acci- 
dent rate was down 10.5 percent 
and the injury rate dropped 7.6 per- 
cent, but the fatality ratio increased 
9.6 percent over the previous year. 

Revenue from the toll highway is 
much higher than had been antici- 
pated, with the financial program | 
running nearly six years ahead of | 
schedule. Plans are under way to 
add several hundred miles of high- 
way to bring the system to a total 
of nearly 700 miles. 














Ist And 13th 


Florida is first in orange-growing. 
Florida is 13th in cattle production. 


Florida also grows considerable celery 
and other food crops. 


All of this is grown right here in Central | 
Florida — all the year ‘round. 


We don't go in for race horses and 
bathing beauties and dog tracks. Ours 
is mostly a shuffle-board winter resort. 


But we do work at our business— | 
erange-growing and cattle-growing. 


That's why our people are prosperous 
buyers. 


Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 





| 

practices and are subject to strict | 

supervision. 

Every bus has at least two quali- | 

fied drivers. The substitute driver 

serves as “monitor,” but later will 
become a regular driver. 


Brown also reported that the 
State pays $22 per month per stu- 
dent driver, and that the average 
route — two trips — is about 18% 
miles. The students have a better 
safety record than the regular 
school bus drivers. 

Similar training plans are in 
operation in Iowa, Wisconsin, Ala- 
bama and Michigan. 

* * * 


Color and Safety 


SYCHOLOGY also seems to en- 
ter the choice of a car. A study 
by the transportation and traffic 
engineering institute of the Univer- 





sity of California comes to the 


life and death. 
The study 


ground influences a person’s 


| judgment of the distance of an 


object. Certain colors make ob- 
jects appear closer than other 
colors. | 
A group of 164 individuals viewed 


| colored cards through a small aper- | © 


ture at a distance of 200 feet.! 
Cards, which were darker or lighter 
than the background, appeared to 





be closer than cards whose bright- | 


ness was more nearly that of their | 
background. 
A two-tone car of blue and yel-| 
low, the study concludes, would | 
seem to be one of the safest color | 
combinations. The darker blue is 
seen more easily in daylight and | 
fog, while the lighter yellow is} 
more easily seen at night. 
* * ok 
Oklahoma City Parking | 
HILE other cities are talking 
about their parking dilemma, 
Oklahoma City is doing something 
about it. | 
A four-level open-deck garage | 
with room for 675 cars is expected 





This 


is interest 





| 
revealed that the | 
| 





Time Again for Soap Box Planning— 


At Camp Gordon, Ga., the nation’s only military reservation on which a local soap 
box derby is conducted, planning has begun on arrangements for this year's event. 
The first meeting was attended by (from left), John Scoggins, derby chairman; Brig-Gen. 
Cc. C. Blanchard, commanding officer of the camp; Loui: Harris, managing editor of 
the co-sponsoring Augusta Chronicle; Henry Darling jr., pre-ident of the co-sponsoring 


| Chevrolet dealership in Augusta; Col. P. A. Shields; Capt. George J. Swartz, and 


Hugh Connolly, Chronicle derby editor. The event will take place July 7. 





to be completed by Oct. 1, The , time parking. Also offered will be 
project is financed by private | service facilities. 

capital, with the support of down- | The cost of the building is esti- 
town merchants and business in- | mated at $600,000. Provisions are 
terests. j}also made to allow the landings 
Rates will be adjusted to make of helicopters, whenever such serv- 
the garage attractive for short-;| ice becomes a necessity. 


This is ENTHUSIASM! 


The American Weekly creates ENTHUSIASM” 


Where there’s a will there’s a way . . . and through 


The AMERICAN WEEKLY you'll find the straightest way to today’s 


liveliest American market—The moneyed middle millions! 


THE 


AMERICAN 


Dhe 
AmERICcANWEEKLY 
* ENTHUSIASM is interest raised to the buying pitch! 


WEEKLY, 63 


VESEY 


STREET, NEW YORK 7, WN. 
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Sales Conditions iss Various Areas... 





Auto Market Reports 


Cleveland 


New-car sales in Cleveland 
dropped sharply for the week ended 
Apr. 10, although new-truck turn- 
over held steady. 

According to Leonard Fuerst, 
clerk of courts, new-car registra- 
tions slumped to 1,336, almost 400 
under the previous week. Used-car 
sales slumped 300 units. 

The March total for new-car 
sales was 7,416, compared with 7,186 
for March, 1953. Here is the break- 
down: 

Ford, 2,036; Chevrolet, 1,354; 
Buick, 739; Mercury, 530; Olds- 
mobile, 521; Plymouth, 444; Pon- 
tiac, 440; Cadillac, 294; Dodge, 
266; Packard, 203; Chrysler, 139; 
Nash, 123; DeSoto, 112; Stude- 
baker, 81; Hudson, 53; Lincoln, 
42; Willys, 23; Kaiser, 6; Henry 
J, 1, and miscellaneous, 9. 
New-truck sales for March were 

580, compared with 593 for the 


same month last year. Sales by 
makes were: 

Chevrolet, 187; Ford, 183; Inter- 
national, 65; Dodge, 44; White, 32; 
Reo, 29; GMC, 16; Willys, 16; Div- 
co, 4; Studebaker, 2; Diamond T, 
1, and Mack, 1.—(Sanford Markey.) 


* * * 


Kentucky 


Normally, the coal fields of both 
eastern and western Kentucky are 
good for many new-car sales and a 
world of sales of used cars, ranging 
from creampuffs to junkers. 


Eastern Kentucky, however, is 
not likely to mean much to the 
auto industry this year in either 
new or good used cars because 
many mines are shut down. A 
few mines are getting in a day 
or perhaps two a week, Not many 
are doing better than that. 

The Government has shipped in 
surplus food supplies to take care 
of miners and their families on re- 
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lief in a number of counties which 
normally are large coal producers. 
Many large mining companies have 
quit entirely or cut back drasti- 
cally. 

On the other hand, western Ken- 
tucky coal operators have developed 
new markets, turned to water 
transportation not available to the 
eastern mountain counties and built 
new plants to wash and prepare 
coal. They also have developed out- 
lets to the TVA and to towing op- 
erations on the Ohio and Mississippi 
Rivers. 

Eastern Kentucky is in bad 
shape. Western Kentucky is doing 
nicely.—(A. W. Williams.) 


* * * 


San Antonio 


New-car sales in San Antonio in 
March totaled 1,057, a 16 percent 
increase over February’s total of 
910. Sales of trucks and commercial 





THE MOST IMPORTANT 
ADVANCEMENT 
SINCE LACQUER Baltimore 


minutes... 


waste from overspray. 


gallon. 


ing about orange peel! 






Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


NOW-—a surface that dries dust free in 10 to 15 
with R-M Permax and R-M Enamel 
Reducer (S-30 ER-59) . . . THE MOST IMPOR- 
TANT ADVANCEMENT SINCE LACQUER. 


QUICKLY FREE your spray booth for the next paint 
job and turn out more jobs per day. 


SAVE WEAR on compressor machinery . . . because 
the new R-M enamel combination allows use of much 
lower air pressure. Use only 40 to 45 pounds, yet 
operating speed is increased with practically no paint 


MORE PROFIT from increased paint mileage per 


GAIN remarkable all-weather control and stop worry- 


$935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 W. LEMON STREET, ANAHEIM, CALIFORNIA 
in Conade: 845 Wyandotte St. W., Windsor, Ont. 


| 





Merollis Chevrolet Expands— 

Extended sales and service facilities are featured in the new building of Merollis 
Chevrolet Sales & Service, 21800 Gratiot Ave., East Detroit, Mich. The addition gives 
the dealership more than 35,000 square feet of floor space and more than doubles 
its space for service operations. A used-car lot also has been added, just south of 
the dealership. 


vehicles totaled 218, a 25 percent|72; International, 45; Ford, 31; 


increase over February. | Dodge, 25; GMC, 23; White, 21, and 
New-car sales by makes were: | Mack, 1.—(J. = Reed.) 
Ford, 280; Chevrolet, 220; Buick, | 
bes Plymouth, 73; Oldsmobile, 66;/ Cofumbes, = a 
, ; ew-car sales e firs ays 
i438; Cad aie ig og egy of April totaled 979, a decrease of 
, ’ : : ’ 114 percent from March’s first 15-day 
Lincoln, 23; Nash, 23; Studebaker, total of 1,143. 
19; DeSoto, 14; Packard, aa; Hud- New-truck sales, however, were 
| son, 9; Willys, 3, and miscellaneous,| up 20 percent, totaling 112 in the 
7, initial April period and 93 in the 
| New-truck sales were: Chevrolet,| comparable part of March, 
New-car sales by make were: 
Ford, 257; Chevrolet, 216; Buick, 
100; Oldsmobile, 81; Plymouth, 73; 
Pontiac, 61; Studebaker, 43; Mer- 
cury, 37; Dodge, 30; DeSoto, 24; 
Chrysler, 22; Cadillac, 16; Nash, 9; 
Lincoln, 4; Packard, 2; Hudson, 1; 
Willys, 1, and miscellaneous, 2. 
New-truck sales by make were: 
Ford, 36; Chevrolet, 31; Interna- 
tional, 20; Dodge, 11; GMC, 9; Div- 
co, 3; Reo, 1, and White, 1—(Bert 





Strang.) 
* * 8 
Nashville 

Sales in most auto and truck 


lines are up to or ahead of last 
year, 

Customers are shopping hard and 
some dealers say that while volume 
is good, profits are down. Slick 
used cars are moving good.—(Ross 


L. Holman.) 
| 7 * e 


Manhattan, Kans. 

New-car registrations in Riley 
County (Manhattan) in March 
were 125, more than double the 
February total of 57. 

There were 349 used-car trans- 
actions, compared with 306 in Feb- 
ruary. 

New-car sales by makes were: 
Ford, 30; Chevrolet, 25; Buick, 
13; Pontiac, 12; Mercury, 10; 
Plymouth, 10; Studebaker, 8; 
Nash, 4; Dodge, 3; Chrysler, 2; 

Lincoln, 2; Oldsmobile, 2; De- 
Soto, 1; Kaiser, 1; Willys, 1, and 
miscellaneous, 1. 

There were four new Ford trucks 
and one Chevrolet truck sold, com- 
pared with a total of 11 in Febru- 
ary. Used-truck sales were 35 in 
March, compared with 38 in the 
— month.—(George M. Hun- 

olz.) 








March sales of new cars in Balti- 
more totaled 2,665, a 42 percent in- 
crease over February’s figure of 
1,877. 

Sales by make were: Chevrolet, 
724; Ford, 713; Buick, 232; Plym- 
outh, 206; Pontiac, 205; Oldsmobile, 
127; Mercury, 93; Dodge, 77; Chrys- 
ler, 64; Studebaker, 46; Nash, 41; 
DeSoto, 36; Cadillac, 33; Packard, 
27; Hudson, 14; Lincoln, 12; Kaiser, 
6; Willys, 1, and miscellaneous, 8.— 
(Kate Savage.) 

* 


* * 


Denver 

New-car sales in the Denver area 
for March totaled 1,226 and new- 
truck sales totaled 200. 

New-car sales in the first quarter 
were 3,061, an increase of 5.7 per- 
cent over the initial three months 
of 1953. New-truck sales in the first 
quarter were up 18.4 percent over 
last year, totaling 490. 

New-car sales in March by 
make were: Ford, 316; Chevrolet, 
287; Buick, 141; Oldsmobile, 93; 
Mercury, 63; Plymouth, 61; Pon- 
tiac, 59; Dodge, 38; Cadillac, 37; 
Chrysler, 35; Nash, 20; Packard, 
15; Lincoln, 14; Studebaker, 13; 
Willys, 10; DeSoto, 8; Hudson, 7, 
and miscellaneous, 4, 

New-truck sales were: Chevrolet, 
70; Ford, 64; Dodge, 29; GMC, 15; 
International, 13; Willys, 2; Divco, 
1; Kenworth, 1; Mack, 1; Stude- 

baker, 1, and miscellaneous, 3.— 
(Ira Alexander.) 
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es ‘After the crackup... 


o they call for your tow truck? 


a 





Dealers who offer the Associates Finance and Insurance Plan well know 


the benefits of its “bring them back home”’ policy on repair jobs. Associates insurance carriers 


pay millions of dollars a year in repair bills to Associates dealer-customers. 
You know it pays to do business where you get something in return—where you get complete co-operation 
in holding your repair customers. And now you know still another of the many good and 
profitable reasons why you should use the Associates Finance and 


Insurance Plan. Ask us about it. 


Tht Od Stage Myf... 


“Just between us dealers, the ‘bring 


ssociates 


them back home’ policy is reciprocity 


in action. Could you use this extra business 





in your service department?” 
Associates Investment Company 


Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney-at-Law 
T. R. OF NEW JERSEY, 
* writes as follows: 


“Sometime ago I read an article 
in Automotive News about a case 
where a dealer had the court place 
an injunction against one of his 
salesmen who, after being dis- 
charged, was using the prospect 
list that he got while he was work- 
ing for this dealer on a salary and 
commission basis. I would like to 
have the full data on this, and the 
case number if possible.” 


Under no circumstances will a 
court permit a past salesman or 
employe to use a list of customer 
names or other data acquired on 
his former job. 


This is unfair practice and 
always will be stopped by a court 
on request or suit filed by the ex- 
employer. Sce leading case of 
Steves & Co. v. Stiles, 71 Atl. 802. 

Here it was shown that an em- 





investigate a 


| 





ploye made a list of names and 
addresses of his employer’s. patrons. 
The employe quit his job and es- 
tablished a competing business. 

+ ok a 


Restraint on Ex-E mploye 


oe former employer instituted 
legal proceedings against the 
proprietor of the new business, or 
the past employe, and asked the 
court to restrain him from using 
the list on the -grounds that the 
employe had “surreptitiously,” 
fraudulently, and _ without the 


knowledge of the employer copied | 


the names of a great number of 
patrons, with their postoffice ad- 
dresses. 

The court granted an injunc- 
tion restraining the former em- 
ploye from using or keeping the 
list of names. 


In the case of Davis Co. v. Miller, | 
it was shown that an | 


177 P. 323, 
employe resigned h's position and 
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took employment in a competing 
business. 

During his 16 years of service 
he had enjoyed the confidence of 
his employer, and all trade secrets 
and plans of conducting the busi- 
ness were known to him. When he 
resigned, he induced two other em- 
ployes to become associated with 
him. 

The former employer instituted 
legal proceedings against the ex- 
employe for damages. The court 
held the employer entitled to relief 
and granted an injunction against 
further conduction of the business. 

- - * 


Prompt Complaint Basic 
T K., OHIO dealer, wrote 
© part as follows: 

“We sold a truck for $2,000 and 
received $1,250 cash and a note for 
$750. We never had a complaint 
on this truck until we tried to col- 
lect the note about 10 months later. 

“This customer claims fraudu- 

lent representation, and a 
cracked block. The truck was 
sold ‘as is,’ with no guarantee. 
In your opinion, is there any 
reason why we shouldn’t collect 
this note?” 

The answer is: There is no doubt 


in 


. ua 
- @ 






franchise today 





Niagara Falls Gets Hudson Dealer— 





Kianof Hudson Sales opened in Niagara Falls, N. Y., with more than 400 visitors 
on the first day. They were greeted by (from left), Peter Stanboulian, salesman; Sam 
Kianof, president; Alvin Kianof, used-car manager, and Jerome Adel, sales manager. 


in my opinion that you can collect 
the note. 

Higher courts consistently hold 
that if a purchaser of an auto de- 
lays for an “unreasonable period” 
to complain of the seller’s fraud, 
or rescind the contract of sale, 
such delay forfeits the purchaser’s 
right to rescind the contract, even 
though he proves that the seller 









99 of 


8 trucks 


for himself 


breached the terms of the con- 


tract. 
+ * * 


Time Ends Liability 

EE Estrada v. Alvarez, 240 Pac. 

(2d) 279, where it was shown 
the purchaser of a truck used it 
for 20 months before filing suit 
against the seller to rescind the 
sale contract on the grounds that 
the seller had practiced fraud when 
he guaranteed that the truck was 
in good mechanical condition. 
The higher court held the dealer 
not liable, and said: 

“His (purchaser’s) inexcusable 
failure to give prompt notice of 
rescission lost his right to 
rescind.” 

Other courts have held that de- 
lay of six months forfeits the 
purchaser’s right to rescind a sales 
| contract, although the testimony 
|shows that the seller actually 
| breached his warranty. 





Letteney Device 
Curbs Youths’ 
Zest for Speed 


BOSTON. — John A. Letteney, 
owner of a Chrysler - Plymouth 
dealership in Lancaster, Mass., and 
president of Motor Mart of Fitch- 
burg Corp., has unveiled a speed- 
control device which limits a teen- 
ager to whatever driving speed his 
parents prescribe. 

Letteney’s device was displayed 
at the 33rd Massachusetts Safety 
Conference and Exposition here. 

Letteney, a veteran auto dealer, 
| began experimenting two years 
ago, intending to use the gadget on 
his own car. Friends and neighbors, 
who saw how it worked, asked for 
|installations of their own. 
| By setting a lock-proof dial, Let- 
;teney says, parents can let a 
| youngster take the family car for 
|the evening, safe in the knowledge 
|that it will be mechanically im- 
|possible for him to exceed the 
| ogee limit set for him. 
| The governor is described as the 
|first that can be regulated and 
| locked from the dash, and the first 
| that does not work on combustion. 
|The device, which will not be in 
production for some months, is a 
three-inch cylinder with a dial to 
change the speed limit from zero 
to 60 miles an hour or unlimited. 

It can be installed on any make 
in about 10 minutes without the 
{use of special tools or equipment, 
| according to Letteney. 
| He pointed out that it does not 
| impede the car’s acceleration, pick- 
jup or hill-climbing ability until 
maximum speed is reached. 

The price will be approximately 
$20 for the unit installed, Letteney 
|says. The device, with the dial set 
|at “0” and locked, prevents the car 
|from being started even with the 
| ignition keys. 








| Bear Mfg. to Service 


'*500’ Race 21st Year 


| ROCK ISLAND, Ill.—Bear Mig. 
|Co. will celebrate its 21st year of 
| service at the Indianapolis Speed- 
|way this year. The work at the 
“500,” the firm says, has been an 
|invaluable proving ground for 
| alignment and balancing equip- 
| ment, providing new methods, im- 
provements in tools and machinery 
and technical experience. 

Bear technicians have already 
started aligning and balancing the 
first cars for their test runs. Bear 
expects to balance more than 1,500 
wheels before and during the rae. 

















AUTOMOTIVE NEWS, APRIL 26, 1954 


15 


Engineering - Production - Materials 


A Wonthtly Section Describing and Interpreting Technical Developments 





URNINGS 


John T. Benedict 





OU make a lot of new friends | 


when you drive the Metropoli- 
tan.” Nobody asked my advice, but 
that’s a theme I'd plug if I were 
in charge of Nash advertising! 


Like a blond walking a Great 
Dane, the sporty little car is an 
ice-breaker and conversation-piece. 
During the three days I drove the 
Metropolitan, I found that it creates 
an informal, friendly atmosphere 


and melts big-city reserve on sight. | 


* 

Titanium Tips 
To Avoid Scrap 

o= thinking” should not be 
used in approaching a titanium 
design or manufacturing problem. 
For instance, in ferrous metal- 
working operations, it may be prac- 

2 (Continued on Page 24, Col. 5) 
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The Shape of Things to Come in Autos... 





Have Stylists Gone Too Low 


By John T. Benedict 
Engineering Editor 

UTURE American cars will con- 

tinue the trend to long, low lines 

. There will be further reductions 
of exterior overall height . . . Gen- 
eration-by-generation, the designs 
| will move toward an airy, light, 
| transparent upper structure . . 
And increasing emphasis will be 
given natural beauty of lines and 
surfaces, with a minimum of glit- 
ter and ornamentation. 

That is the consensus of some of 
| the best-informed men in the auto- 
motive industry: The people who 
have completed their work on 1955 
models — and whose current de- 
cisions will influence the appear- 
ance and mechanical features of 
cars in 1956 and 1957. 

There’s no sign of a reversion 
to conservative upright lines of 
the past. And the man, who 
wants a car which is 5% feet 
| high probably will have to build 
it himself. 

The Automotive News poll found 


the idea that “style sells cars.” 
Beauty and sales appeal are uni- 
versally acknowledged to be the 
essential ingredients in determin- 
ing the success of a given design. 

The appeal of stark efficiency 
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Hand-Labor-to-Automatic Factory— 


Lack of uniform nomenclature and absence of agreement on clear-cut meanings for 


terms used can be a troublesome factor 


in any discussion of automation. This chart 


shows an attempt to standardize terminology in distinguishing among manual, mecha- 
nized and automated operations. The chart was prepared by General Electric Co.'s 


manufacturing services division. 





Price Delays Magnesium 





Engineers Are Enthusiastic About Its Properties, 
But Metal’s Use Decreases 50% 


P 


to widespread adoption of mag- 


nesium for use in passenger - car | 


parts. Production of magnesium die 
castings declined more than 50 per- 
cent during a recent 18-month 
period, following expiration of the 


Controlled Materials Plan restric- | 


tions on aluminum. Informed in- 
dustry sources attribute this de- 
crease to restored availability of 
aluminum and lack of a competi- 


tive price position for magnesium. | 


Frederick Mason, Chrysler 
Corp. metallurgical engineer, said 


that the current price of 27 cents | 


per pound for primary magne- 
sium would have to be reduced 
considerably to make the lighter 
metal truly competitive with alu- 
minum at its present prices. 


In 1954 production cars, Chrysler | 


RICE is the principal deterrent | 


uses less than five pounds of mag- 
|nesium per car, despite the exist- 
ence of approved designs that could 
raise this figure to nearly 30 
pounds. 


* * 


pes this mean that magnesium 
has shortcomings that offset its 
lightweight and machining advan- 
tages? Apparently not, since de- 
signers, fabricators and magnesium 
producers are enthusiastic about 
the metal’s physical and mechan- 
ical properties, and the ease with 
which it is worked. . 

A Dow Chemical Co. spokesman 
says: 

“While magnesium has _ tem- 
porarily lost some count in the 
automotive industry, it has been 
gaining in acceptance and per- 

(Continued on Page 17, Col. 1) 
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_ almost unanimous recognition of | 


? 


®@ Do you look for further reductions in car height? 

® How will sports-car thinking influence family cars? 

@ Technical advances needed to pave the way for future styles? 

@ Is there any basic conflict between engineering and styling goals? 
© Has styling been over-emphasized at the expense of comfort? 


* * * 


Here are the reactions of the men who make the decisions . . . ob- 
tained by Automotive News in a first-hand survey of manufacturers and 


industrial designers. 


alone is nearly ended. The public 
is beauty conscious, with pleasing 
form and color demanded by the 
buyers of all products. Lacking eye 
appeal, a motor car is increasingly 
| harder to sell, regardless of its in- 
| trinsic values. 
| * 


Not a Pretty Picture, 


But a New Appeal 


N THE words of industrial de- 

signer George Walker, “The 
work of the stylist is not to give! 
the manufacturer a pretty picture, 
but to visualize the trends from 
the consumer’s point of view ... to, 
create a new appeal to the auto-| 
mobile, utilizing the best factors of | 
modern merchandising.” | 
| A recurring thought was that | 
| people today are living in an age) 
|of motion. Cars are designed to! 
appeal to young people (including; road clearance. 
the young-in-spirit), and women—| Raymond Loewy, who is credited 
| who have a critical eye for appear- | with the Studebaker design, says: 
gancee. § Sleekness, low silhouette, fleet | | “We 


* * 


| 


. Wal er 





lines and pleasing contours are 
essential factors in appealing to 
this market. 


Raymond Loewy Associates 
looks for a definite trend to lower 
automobiles. It is expected that 
height reductions will coincide 
with engineering advances, to 
maintain interior dimensions and 








Small Companies Wonder About Application . . . 








have hardly started styling — 








Macauley Vv. M. Exner 
automobiles for safety, comfort, 
and function. Far from having 
reached a limiting point, it is only 
recently that Engineering has 
shown a complete awareness of all 
the possibilities of cooperation with 
the open-minded stylist . 

This thought typifies AUTOMOTIVE 
News findings throughout the in- 
dustry. Many people offer the 
thought that “we have just begun 
to do a job... cars of the future 

(Continued | on Page 16. _Col. Be 


Automation for Parts Supplier 


MANY automotive parts suppliers , cation of mechanical power to re- 
with small and medium-sized | place manual labor. 
plants are uncertain “what to do| The history of progress in the 
about automation.” They end automotive industries is closely 
that, despite the controversial na-| related to the trend toward labor- 
ture of the subject, there is little | saving equipment. It is likely that 
doubt about the applicability of | evolutionary improvements in 
some phase of automation to pro-| plant efficiency will continue 
duction and assembly operations in| among the suppliers, since such 
virtually every high- production! improvements will be necessary 
metal-working plant. to keep pace with the advance of 
As a first step in clearing away their cost-conscious customers— 
@ the confusion, it should be recog- | the auto and truck manufac- 
nized that there are many de- _ turers. 
grees of “automation.” Engineering firms specializing in 
P. H. Alspach, manager of manu- ° 7 
facturing development at General 
Electric Co., advises thorough study 
of existing.methods, and definition 
of their status in relation to ideas 
shown on the accompanying chart. 
Operations should be improved 
step by step, with no attempt to 
move into automation in one vast 
changeover. For example, certain 
manual operations may be partly 
mechanized by changing to power 
tools and semi-automatic machin- 


ery. 

A= plant must be treated as 
an individual case. Expert opin- 

ions from a variety of sources and 

discussions at the recent SAE Auto- 

mation Forum indicate that there é 

is no all-inclusive “master plan.” (Cr ankpin Gr inding— 

It may be reassuring to consider! Automated grinding of crankpins is 
that “automation” was progressing | done on this Norton Go. transfer grinder. 
and developing many years before | Grinding wheels are trued automatically 

| the word was coined. The adoption | at predetermined intervals. Provision also 
of automatic transfer devices is/|is made for diameter compensotion and 
| merely an extension of the appli-| part inspection. 








Bg 


« * * 








automation generally are busy with 
the problems of large manufactur- 
ers. So it behooves management of 
the smaller parts suppliers to take 
steps to provide the necessary 
know-how within their own organ- 
izations. 

Some assistance is available from 
the auto manufacturers. They have 
an obvious interest in improving 
efficiency of operations in their sup- 


|plier plants, since the net result 





may be improved quality or re- 
duced cost in purchased parts and 
sub-assemblies. 
+ * 
CCORDING to Ed Rivoira, man- 
ager of special engineering de- 
sign, and Paul Gruber, supervisor 
of engineering service grinding 
section of Cincinnati Milling Ma- 
chine Co., “the decision and extent 
of automation must be guided pure- 
ly by economic considerations, with 
every conceivable factor taken into 
account.” 

In general, the time required to 
set up the job increases with the 
degree of automation, making long 
runs mandatory. While the skill re- 
quired of the operator or attendant 
is reduced or eliminated, more ex- 
perience and knowledge are re- 


* 


*'quired of setup and maintenance 


| men. 


D. -W. Sherman, executive en- 
gineer of A. O. Smith Corp., says: 
“With the mechanization tools 
now available or foreseeable in 
the future, it seems safe to say 
that the time will come when al- 

(Continued on Page 20, Col. 3) 
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Facts Are Essential, Says Chevrolet Engineer 


How Supplier Can A id Designer 


engineer is trained to deal 
with facts and to face realities. 
But he is aggressive and always 
seeking new ways 
of doing things. 
Contacts with him 
should be estab- 
lished primarily 
on an engineering 
rather than a 
sales basis. 

These are the 
recommendations 
given industrial 
suppliers by Wal- 
ter Burwell, of the 
Walter Burwell Chevrolet en gi- 
neering division, at Wayne Univer- 
sity’s recent Industrial Marketing 
Conference in Detroit. Burwell also 
said, “The best way to gain his (the 
designer) confidence is to submit 
factual data regarding your product 
and its performance.” 

It was suggested that the in- 
dustrial supplier visualize himself 
in the same position as the pro- 
duction engineer in relation to 
the designer. The vendor should 
analyze the design submitted for 
manufacture, and offer sugges- 
tions for design changes to sim- 
plify manufacture or improve the 
product. 

When a design is criticized or a 





METAL POWDER 


* 
Here's an Idea... 


* 


change is requested, it should al- 
ways be accompanied by specific 
recommendations. A review of the 
situation with the designer often 
results in a design change that will 
satisfy the production source with- 
out sacrificing any of the charac- 
teristics desired by the engineer. 

It is important that consideration 
be given to the effect of a proposed 
design change on interchange- 
ability, performance, durability, 
and cost. 

* * 

N REFERRING to cases where 

the supplier proposes use of a 
product of his own design, Burwell 
said that specific application rec- 
ommendations should be included. 
When submitting the product for 
consideration, the designer should 
be given as much information as 
possible. This may include: 


Design criteria. 
Physical characteristics. 
Processing limitations. 
Handling problems. 
Corrosion resistance. 
Resistance to oil and gasoline. 
Temperature effects. 
Servicing procedure. 
Patent restrictions. 

The supplier should not hesitate 
to disclose limitations of the prod- 
uct for any given application. It is 


POWDERED 
HARD - FACING 
MATERIAL 


HARD- FACING 


* * 


For Hard-Facing Men 


Could you use powdered metal strip or sheet with a built-in, per- 
manently bonded abrasive-resistant surface? 

If your design or manufacturing problems would be solved by use 
of a metal with such a wear-resistant surface, you should give some 


thought to the above sketch. 


The idea is adapted from a Swiss development for producing strip 
metal by compacting metal powder between two rolls. Would it be 
feasible to divide the hopper into two sections, and feed powdered 
hard-facing material through one side? 


Have Auto Stylists 
Gone Too Low? 


(Continued from Page 15) 


will make present models seem like 
obsolete relics.” 
+ * 


What Is Proper Height 
For Family Car? 


AN INTERESTING viewpoint is 
that of Edward Macauley, 
Packard’s chief engineer, styling 
section, who believes that in achiev- 
ing outstanding aesthetic appeal, it 
is important to give an impression 
of long, low lines. However, skilled 
stylists can achieve this effect with- 
out actually lowering car height to 
the point of seriously hampering 
ease of entry, etc. 

Macauley is not quite as extreme 
as some others in his ideas of what 
constitutes a proper height for the 
future family car. He seems to 
think that somewhere around 58 
inches is the next stopping point. 

This compares with the present 
Packard height of 62% in. and a 
loaded height of only 56 5/16 in. for 
the Studebaker Sports Line. 

Refer to the taillight design of 
the 1954 Packard Clipper for a 
clever “car-lengthening” style de- 
tail. This light does not project 
beyond the rear bumper, despite 





the illusion of extreme, rakish 
length. 

At present, the stylist is the pri- 
mary force behind the trend to 
lower car height. Although it seems 
true that public preference favors 
the appearance effects, and ride 
and safety benefits, there seems to 
be no great indication of public de- 
mand for mere “lowness” in i 

Many owners regard it as an in- 
convenience they tolerate for the 
sake of the accompanying advan- 


tages. 

Nor is the engineer providing the 
initiative to lower cars. Typical re- 
actions range from the confident 
assertion that “we know just where 
to get the next two or three inches” 
to an attitude of cooperative —, 
nation in the expression, “. . 
styling gets approval for siieistate 
another inch or two off car height, 


we'll figure out how to do it.” 
x 7” * 


Appearance and Function 
Dual Requirement 
/-peert= the variety of individ- 
ual approaches to the engineer- 
ing, styling, building and selling of 
(Continued on Page 19, Col. 1) 


“| line with the re- 


much better for the designer to 
have this information in advance 
than to discover it during tests. 

This procedure will avoid de- 
lays and expense when the limi- 
tations are revealed, and the hon- 
esty of the presentation will leave 
a good impression on the engi- 
neer. 

Burwell says that the supplier 
should offer a completely developed 
product, requiring no further tests 
except those needed to verify per- 
formance and durability. 

A type of presentation sometimes 
used very effectively is a chart 
showing a line-up of advantages 
versus disadvantages of the pro- 
posed new product. 

* * * 

NFORMATION should be avail- 

able on the possible effect of the 
product on the design or perform- 
ance of allied parts. For example, 
the development of a better !ubri- 
cant might permit an increase in 
the rated capacity of a given de- 
sign, or a bearing metal capable 
of carrying heavier loads would in- 
crease the capacity of a mechanism 
wherever it was used. 

In other cases, the use of new 
materials might reduce or even 
dispense with lubrication require- 
ments, and extend the service 
life of the part. 

In his capacity as a specialist 
in a particular field, the industrial 
supplier often can make a thor- 
ough study of the customer’s prod- 
uct, and suggest to the design en- 
gineer many ways to improve 
quality or reduce cost. 

In summary, Burwell stated that 
the design engineer and his em- 
ployer would like the industrial 
supplier to consider himself as a 
full business partner. As such, he 
should feel free to offer practica- 
ble suggestions for design revisions 
or new designs. 





Technical 
Personnel 
Changes 


Appointment of R. 8S. Plexico a> 
an assistant chief engineer of Chev- 
rolet is announced by E. N. Cole, 
chief engineer. 

Plexico will have charge of the 
truck chassis design section. He 
succeeds E. G. Sprung, 25-year 
veteran, who is retiring. 

Cole also appointed F. G. Tor- 
rance as executive engineer; Ed- 
ward Gray to succeed Torrance as 
director of Proving Ground opera- 
tions; H. O. Flynn to replace Plex- 
ico as staff engineer of the truck 
chassis design section; A. C. Mair 
as Flynn’s assistant, and Nelson 
Farley jr. as vehicle development 
engineer specializing in trucks. 

x a * 
Dodge Appoints Frederiksen 
Chief Industrial Engineer 

Appointment of Victor Frederik- 
sen to the newly created post of 
chief industrial engineer has been 
announced by W. 

C. Newberg, 
Dodge president. 

Newberg said 
creation of the 
new post was in 


cently announced 
Chrysler Corp. 
program of in- 
creased “division- 
alization.” Fred- 

eriksen had been 
plant engineer at 





Dodge since September, 1952. 


* * * 


f| Oldsmobile Names Pearce 


Chief Process Engineer 

Lloyd T. Pearce has been pro- 
moted to assistant chief process 
engineer at Oldsmobile, according 
to T. C. Downey, works manager. 

Ina realignment of process en- 
os positions, Andrew N. 

Hoover has been made general 
supervisor of metallurgical engi- 


(Continued on Page 20, Col. 4) 





1.1825-1.1925 DIA. 


1.1775-1.1925 DIA. 





Optional Construction for Camshafts— 


When more than one manufacturing source is producing a given part, design 
changes often can be made to facilitate manufacture. Such changes need not be ap- 
plicable to all sources. In each case where options are used, the part is tested to 
assure interchangeability, performance requirements and durability. 


FOB FACTORY 
New Marvels to Greet 


Tomorrow's Motorist 





M2RE effective heating and air conditioning. Ignition 
systems that won’t foul plugs. Improved, eye-pleasing 
illumination. New and better comforts through power- 


operated devices. 


These are among advances in automotive engineering dis- 
O———- 


closed by a peek into the fu- 
ture under the guidance of L. 
H. Middleton, engineering di- 
rector of Electric Auto-Lite Co. 
New power plants are not the 
only items on the research agenda, 
Middleton told the press recently 
in New York. Central power sys- 
tems to operate windshield wipers, 
window lifts, power steering and 
even built-in jacks are receiving 
serious attention from engineers. 
In addition, considerable work 

is being done on car heaters, bat- 
teries, ignition systems, brakes, 
air conditioning, lighting, fans 
and a host of other items. Many 
of these devices, it was indicated, 
may be only a few years away. 

The gas turbine, it was said, is 
one road toward a more efficient 
power plant. There are various pos- 
sibilities for improving the piston 
engine, including higher compres- 
sion ratio, super chargers, pressure 
vapor cooling and fuel injection. A 
closed-cycle engine which operates 
on the principle of a compressor 
and utilizes jet-type fuel was also 
mentioned. 


* * 7 

Jobs for Power Aids 
Alrite already has developed 

a centralized hydraulic system 
for operating brakes, window lifts, 
power steering, windshield wipers 
and other devices on a car. Alto- 
gether a list of 27 items was men- 
tioned that might be operated off a 
single hydraulic system. 

The necessity for providing more 
power for auxiliaries in a car was 
emphasized. For example, it was 
said, the wiper for a new wrap- 
around windshield requires a con- 
siderable increase in power. 

The new electrical - hydraulic 
system proposed would furnish 
power up to 1,000 psi. Such a 
system also would supply energy 
for seat adjustment, top lifts, re- 
movable tops, new sunshine roofs 
— even sliding doors, which, it 


was argued, 
teal design than the present 


“teehee research effort is 
being focused on the problem of 
making car heating virtually in- 
stantaneous. Indications are that 
such work is already well advanced. 

A number of new electro-chemical 
batteries is being studied. The effect 
of additives on battery efficiency 
and power is being examined. Auto- 
Lite is investigating six, 12 and 24- 
volt systems. It was indicated that 
at least one major producer in the 
industry would go 100 percent to 
the 12-volt system in 1955. 

* 7 


Ignition Problem 
IGH-FREQUENCY ignition sys- 
tems would avoid fouled plugs, 

it was pointed out, but today cost 


nearly 3% times as much as con- 
ventional ignition systems. 

Middleton emphasized that tool- 
ing problems and metallurgical 
problems were the biggest hurdles 
ahead of the gas-turbine engine. He 
made no prediction as to a possible 
date for introduction of a gas tur- 
bine for passenger cars. 

There is considerable difference 
of opinion in the industry about 
air conditioning. Systems being 
offered today range all the way 
from %-ton to 1%4-ton. Up to now, 
it was said, air-conditioning units 
have been more or less trans- 
planted into cars. An air-condi- 
tioning system designed specifi- 
cally for an automobile may have 
a number of features not avail- 
able at present. 

New types of headlights are 
definitely coming—probably within 
& year or two. One of the new 
lighting systems features contrast 
lighting, thereby providing better 
illumination without increasing the 
volume of illumination. Gaseous 
tubes rather than wire filaments 
provide illumination. 

A new approach to automatic 
dimming of headlights is to use a 
light-sensitive crystal to replace 
the electronic eye. 

A device that automatically cuts 
out the fan at high speeds, thereby 
making more horsepower available 
to the wheels, also was described. 


Air Force Plant 
Uses ‘Sandwich’ 
Curtain Wall 


CLEVELAND.—By using a new 
aluminum “sandwich” curtain wall, 
which has twice the insulation 
value of 12-inch masonry walls, the 
U.S. Air Force was able to save 
time, money and maintenance costs 
on the heavy press plant at the 
Cleveland works of Aluminum Co. 
of America, 

Approximately 160,000 square feet 
of the siding have been used on 
the plant, which is one of the first 
to use aluminum sandwich con- 
struction. The curtain-wall is fabri- 
cated from two layers of corrugated 
aluminum sheet, with a one-inch 
slab of glass fiber insulation be- 
tween the metal sheets. 

Laboratory tests establish the in- 
sulating factor of the wall at .155. 
This figure is said to be about twice 
that for a 12-inch brick wall. 

Another feature of the building 
is the use of translucent corrugat- 
ed plastic in place of non-opening 
windows or fixed sash. Installation 
of the 35,000 and 50,000-ton capacity 
forging presses is expected to be 
completed later this year. 
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titive with Aluminum’... . 





High Cost Delays Use 
Of Magnesium Parts 


(Continued from Page 15) 


forming exceptionally well. The 
increased competitive activity of 
secondary aluminum is respon- 
sible for the dropoff of magne- 
sium in automobiles in the recent 
past. Over the long haul, it is 
evident that magnesium is ad- 
vancing in its ability to compete 
with the other common metals in 
the automotive field.” 

Robert Cornell, engineering vice- 
president, Litemetal Dicast Inc., 
points out that magnesium usage 
experienced an unnatural growth 
during the Korean War. Aluminum 
shortages stimulated “forced sub- 
stitutions” of magnesium. During 
this abnormal period, a portion of 
magnesium applications resulted 
from the scarcity of aluminum. 

However, now that aluminum is 
plentiful, magnesium is used only 
where there is a positive require- 
ment for its peculiar advantages— 
and use of the metal may be ex- 
pected to resume a normal growth 
curve, he says. 

+ * . 


= for the cost handicap, 


magnesium could be considered 
for many parts now made of alu- 





Aluminum Housing— 


Chrysler now uses aluminum for this | 


torque converter housing. Engineers would 


like to save one-third of weight by using 


magnesium, if the price were right. 
¢. @- = 


minum, zine or iron. Cornell be-| 


lieves that magnesium die castings 
have a place on automobiles, partic- 
ularly if the die caster has the 
know-how to make them competi- 


tive with aluminum. 
Even though magnesium metal is | 


priced competitively with aluminum 
on a volume basis, its use in actual 


die cast parts often is ruled out | 


by a combination of related factors. 

These include: (1) High melt 
loss (said to be about three times 
that for aluminum), caused by 
high oxidation tendency; (2) Re- 
jection rate (scrap parts) at the 
casting machine generally is 
higher for magnesium than for 
aluminum; and (3) Recovery or 
reclamation of chips and turnings 
often is uneconomical in working 
magnesium. 

Since magnesium metal-working 
techniques are similar to those 
used for aluminum, wrought mag- 





Magnesium Shroud— 


Chrysler Corp. uses magnesium in such 
Parts as steering column shrouds and 
brackets, gear shift housing and brackets, 
Portions of the instrument panel, and in 
@ fan spacer. The metal has been tested 
and approved in many other parts, in- 
cluding such large castings as clutch and 
torque converter housings. 








nesium may find increasing usage 
through hot extrusion -or impact 
extrusion methods. If the price 
were right, magnesium could be 
used for a variety of spacers, 
brackets and some transmission 
parts now made of steel. 

Certain characteristics of mag- 
nesium impose difficulties in using 
the metal for engine castings and 
working parts. Coefficient of ex- 
pansion, heat transfer properties, 
elasticity and susceptibility to at- 
tack by corrosive fluids are typical 
obstacles. However, it is felt that 
engineering development programs 
could overcome these problems, if 
the cost barrier were removed. 


A 


FIELD that ultimately may be 
invaded by magnesium is the 





British Experimental Magnesium Body— 


This familiar picture shows the 132-pound magnesium body made by Essex Aero, 
Ltd. Experiments with this body on a British Allard chassis are said to indicate that 


a magnesium car body is practical. 


large zinc die castings. Examples 
are grilles and parts that weigh 
more than three or four pounds in 
zinc. Such applications are made 
more feasible by development of 
commercial processes for chrome 
plating magnesium. 


production of parts now made as! Future sports cars and limited 


production models may have bodies 
fabricated from sheet magnesium. 
This is the belief of Brooks and 
Perkins, Inc. which is collaborating 
with several car manufacturers on 
experimental projects of this type. 
One advantage is that tooling and 
manufacturing of magnesium bodies | 


may be less expensive than steel 
in the small quantities involved. 
Promising developments are 
under way in improving efficiency 
of processes for producing metal- 
lic magnesium from sea water or 
magnesium oxide ore. In some 
quarters, it is believed that new 
processes, or perfection of present 
methods such as the carbothermic 
process, combined with steadily 
increasing usage of magnesium, 
ultimately may enable 
to be price-competitive with alu- 
minum on a straight pound basis. 
Both metals are abundant, and 
raw material is readily available. It 
will be interesting to watch the 
progress of magnesium as the price 
gap is narrowed, and the two metals 
can be compared entirely on their 
individual merits for a particular 
application. 


The aircraft and highway trans- 
portation industries, which find it 
worthwhile to pay a premium for 
lightweight, are heavy users of 
magnesium. Most people are agreed 
that the day will come when price 
barriers will be wiped away, and 
the cost-conscious passenger - car 
builders will be able to look favor- 
ably at magnesium for automotive 
components. 





more dependable 


starting under all 


operating conditions 


“No Kick-Out” feature sets new standards 

in starting performance. 

®Since the earliest days of the automotive industry Bendix* 
Starter Drives have been noted for reliable starting. 

Now with the new and latest Bendix Folo-Thru Starter Drive, 
starting, even under the most adverse weather conditions, 
has been improved immeasurably. 

Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 

That's why cars, trucks and buses equipped with the 

Bendix Folo-Thru Drive are easier and quicker to start 


under all operating conditions. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF @Benabr 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
205 East 42nd St., New York 17, N. Y. 





costs less —The new Folo-Thru Drive requires no actuat- 
ing linkage ond the less expensive solenoid may be placed in any 


Aviation conponation 


convenient position. Results are lower installation costs and no 
, adjustments. Complete detailed information is available on request. 
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Automatic Gear Selector 


Sorts Into 3 Categories 


AN AUTOMATIC GEAR selector which 
segregates gears into three categories can 
be coupled to inspect any spur or helical 
gear at as fast a rate as it can be pro- 
duced on gear hobbers, gear shapers and 
other gear tooth cutting machines. 

The unit can be furnished with an auto- 
matic shutoff, coupled with a counter, to 
stop the production machine if any num- 
ber of consecutive gears is rejected. Michi- 
gan Tool Co., 7171 E. McNichols Rd., De- 
troit 12, Mich. 


18% Nickel Silver Strip | 


In Thin Gauges 


WITH THE lifting of restrictions on | 
nickel, 18 percent nickel silver strip is 
available for automotive industry appli- 
cations. The white metal is said to be 
highly malleable and ductile. Its proper- 
ties also include good resistance to corro- 
sion, wear, and fatigue. 

Rolled to thin gauges and foils with 
extremely close tolerances, the metal is 
offered in strips up to 6 inches wide, and 
down to 0.0005 inches, to tolerances of 
plus or minus 0.0001 inch. Decorative and 
practical uses include: trim items, stamped, 
spun, or drawn articles, diaphragms, 
springs, and instruments. Industrial Div., 
American Silver Co., Inc., 36-07 Prince St., 
Flushing 54, N. Y. 





Polishing Stand | 
For Optical Paper 


THIS PORTABLE polishing stand is de- 
signed to hold flat any optical polishing 
paper on a metal plate. A 50-yard roll of 
12-inch wide paper can be used. The 
paper is held in a recess at one end of | 
the unit and threaded across a steel plate 
that has been lapped to a high degree 
of fictness. 

The stand eliminates the need to check 
plate for flatness dnd need of relapping. 
Crane Packing Co., 1800 Belle Plaine Ave., 
Chicago, Ill. 








High-Speed Vibrating 
Tool Head Machines 


Hard Materials 
THE TRAIL BLAZER model Sheffield cavi- | 


tron is said to machine so-called un- 
machinable hard materials with accuracy, 
versatility and simplicity. It is claimed to 
produce holes as small as .012 diameter 
of slots of that width, in the hardest 
materials rapidly and at low cost. | 
The cavitron uses an inexpensive tool. | 
The operation is accomplished by the use 
of an ultrasonic tool head vibrating from 
18,000 to 30,000 cycles per second, while 
@ pump provides a continuous flow of 
abrasive grit in solution over the work 
surface. Sheffield Corp., Dayton 1, O. 
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Plastic-Sample Output 
Simplifies Merchandising 


THROUGH A VACUUM forming process, | 


samples of plastic products can be quickly 


produced and tested for sales possibili- | 
ties before they go into mass production. | 


The Auto-Vac automatic drape and 


vacuum forming machine can be used for | 


access doors, air ducts, covers, inner door 
liners, trays, or to make mockups of prod- 


ucts or machinery parts. Auto-Vac Co., | 


2116 Post Rd., Fairfield, Conn. 


* * * 





Glass Fiber Insulation 
Molded to Shape 


MANUFACTURERS with assembly - line 
operations can obtain. glass fiber insula- 
tion molded to fit all types of sufaces and 
ready to apply in assemblies. The process 
produces parts which feature resilient, 


plastic bonded glass fiber insulation. 

Insulation parts can be molded in any 
size up to eight-by-10 feet, in densities 
varying from two to 10 pounds per cubic 
foot, and thickness varying from YY. inch 
up. Gustin-Bacon Mfg. Co., 210 W. Tenth 
St., Kansas City, Mo. 





2000 PSI 
Relief Valves 


A NEW LINE of relief valves is available | 


for pressure control in 2000 psi hydraulic 
circuits. Offered in pipe sizes of % to 
1% inches, these valves are said to be 
economy priced, while retaining many 
features of the company's 5000 psi line. 

Nominal rated capacities range from 
10 to 80 gallons per minute. The valves 
are claimed to provide an unusually wide 
range of pressure regulation. Pressure set- 
tings of 150 to 2000 psi are possible in 
the 1% inch size. Pilot-operated design 
results in sensitive response to pressure 
change. The Denison Engineering Co., 


Columbus, O. 


Caliper-Height Gauge 
Ups Measuring Capacity 


* 


THE MICROLOCK, a combination vernier | 


caliper and height gauge for toolmakers 
and mechanics, features an approximate 
increase in measuring capacity of one 
inch by omitting separate fine adjustment 
slides. 

It has a sturdy base and a scribing at- 


|tachment with adjustable scriber which | 


can be lowered to the surface plate so 
that marking and reading can start from 
the bottom with the vernier scale set to 
zero. Geo. Scherr Co., Inc., 200 Lafayette 
St., New York 12, N. Y. 


Engineering and Production 


ew Products 


Machine Lights 
To Reduce 
Operator Fatigue 


AN IMPROVED line of Sturdifiex ma- 
chine and bench lights seeks to avoid 
shadows through localized lighting units, 
thus reducing eye strain and operator 
fatigue. 

The lights are designed for mounting 
on presses and other factory equipment. 
Fixtures are available in various lengths 
with adjustable joints. An aluminum re- 
| flector protects the lamp from breakage. 
| Steber Mfg. Co., Broadview, Ill. 


Swiveling Headstock 
Simplifies Changeover 
In Grinding 


THE TYPE U-4 universal grinding ma- 
chine simplifies setups and provides fast, 
precise grinding action for limited pro- 
duction items. The swiveling headstock 
has a dog-drive plate on one end for con- 
ventional grinding, and a cam lock nose 
on the other end for mounting chucks or 
fixtures. 

Changeover from and to internal grind- 
ing is made possible by the hinged 
bracket internal grinding spindle. It is 
not necessary to swivel the wheel as- 
sembly for internal grinding. Norton Co., 
Worcester 5, Mass. 





| 


* 





300-Ton Press Molds 
12-Inch Powder 
Metal Parts 


THIS 300-TON hydraulic press automati- 
cally molds large powder metal parts up 
to 12 inches in diameter and three inches 
thick. 

Rate of production can be adjusted to 
the thickness of the parts being com- 
pacted. For the thickest parts, operation 
is at the rate of four strokes per minute. 
F. J. Stokes Machine Co., 5500 Tabor Rd., 
Philadelphia 20, Pa. 


Bulletins Discuss 
Brake Design 


TWO NEW BULLETINS on brake design 
|}and materials, including wear and per- 
formance factors have been issued by 
Cop-Sil-Loy Inc., El Monte, Calif. Bulletin 
150 describes causes of deterioration of 
friction materials on brakes and clutches. | 
It includes an analysis of the mechanism | THE BASCO Extra Heavy Duty No. 302 
of braking action at the area of contact | Separator features three stainless 


between the surfaces of lining and drum. | Weor strips, held fast to the aluminum 
mounting plate by screws, countersunk, so 


they can't touch the sheets. Each strip 
is wide enough to eliminate wear on the 
aluminum mounting plate. 


Individual steel sheets can now be 
| lifted by the Basco Separator without in- 
| juring the edges of the sheets. Separators 
|are made in various sizes for specific 
| needs. Basco Mfg. Co., 5 Woodside St., 
Stamford, Conn. 








|Magnetic Separator 
Keeps Edges of Steel 
Sheets Smooth 


Bulletin 200 covers the effects of un- | 
controlled heat on brake friction materials 
and points out improvements to be made 
by design for lower operating tempera- | 
tures. 














Compact Power Unit 
With Long Stroke 


STYLE 22 is a hydraulic power unit for 
actuating tools in special machines. It 
has a capacity of three horsepower and 
a stroke of eight inches. A companion 
unit, Style 22-L features a 12-inch stroke. 


| Neoprene Seals 
On Casters 


NEOPRENE SEALS on the 5200 series | 
eee casters are said to increase life 
| and cut maintenance time by keeping the 
| lubricant in the raceways and sealing out | 
| dirt and chemicals. The models are designed to accom- 
modate single tools or multiple spindle 
heads for drilling, reaming, counterbor- 
ing and spot facing. The cycle includes 
rapid approach, first and second feeds, 
reverse, rapid return and stop. Ex-Cell-O 
Detroit 32, 


Five types of wheels, including the MB | 
| industrial with sealed roller bearings, are | 
| available, with load capacities ranging up | 
| to 1,200 pounds per caster. Rapids-Stand- | 


| on Co., Inc., 342 Rapistan Bidg., Grand | Corp., 1200 Oakman Bivd., 
Rapids 2, 


Mich. Mich. 











Internal Splines 
|Deburred, Chamfered 


A UNIVERSAL internal Burr-Master (BMI- 
14) designed for deburring and chamfer- 
ing of internal splines, or helical or spur 
gears, can handle splines or gears hav- 
ing from nine to 42 teeth, depending on 
the tooth pitch. It chamfers both sides of 
the tooth and the root at the rate of five 
teeth a second. 

Depth of cutting stroke is _ infinitely 
variable. Modern Industrial Engineering 
Co., 14230 Birwood Ave., Detroit 38, Mich. 


* + 


* 


Phenolic Plastic Shows 
Wide Molding Latitude 


BMG-5000 is a multi-purpose phenolic 
plastic with a wide molding latitude and 
| faster curing time to step up production 
| of molded parts, according to the manu- 
| facturer, Bakelite Co., 260 Madison Ave., 
| New York 16, N. Y. 


The phenolic is designed to combine 
the most desirable properties and appear- 
|ance in one material. It is said to allow 
| longer pre-heating at higher temperatures 
and fill out molds at lower pressures than 
| other phenolic molding plastics. 








Elevated Conveyor Table 


Has Revolving Top 


AN ELEVATING TABLE with a revolving 
|top has been designed to serve converg- 
| ing conveyor lines. The top revolves freely 
| or can be locked in a single position. A 
| 16-inch range of height is provided, 
| allowing the top to be fixed at any height 


| between 28 and 44 inches. 


Capacity is 2,000 pounds. The table is 
portable but can be held in position by a 
| floor lock. Hydraulic elevation and lower- 
| ing is controlled by foot pedals. Raymond 
Corp., 332 Madison St., Greene, N. Y. 





D.C. Amplifier 
For Extremely Small 


Current or Voltage 


LOW LEVEL D.C. microampere or milli- 
volt inputs are converted to high level 
| D.C. outputs by the Series 80 amplifier. 
Intended for industrial and laboratory ap- 
plications, the unit has a high-gain feed- 
back loop for long and short term sta- 


bility characterization. 
' 


Applications include setups for measur- 
ing or recording low-level D.C. signals, 
and use as a thermocouple amplifier. It 
also may serve as a constant current source 
in conjunction with a standard cell. Fielden 
| Instrument Div., Robertshaw-Fulton Controls 
| Co., 2920 N. Fourth St., Philadelphia 33. 


| 








The Shape of Thi 


s to Come in Autos... 





Have Stylists Gone Too Low? 


(Continued from Page 16) 

cars, there is general agreement 
that the American mass market 
can only be satisfied with a car 
that provides much more than 
merely basic transportation. In op- 
eration, the car must provide per- 
formance luxury, comfort, and a 
quiet, relaxing ride. Owners insist 
on smart appearance—which gives 
them extra pleasure, and fosters 
the all-important pride-of-owner- 
ship. 

Now, just how do you go about 
satisfying this dual requirement of 
appearance and function? That’s 
quite a large order, and obviously 
subject to many interpretations. 

Since beauty exists in the eye 
of the beholder, you can find 
many individuals who regard 
some of the latest car fashions as 
“slab-sided,” “boxy,” or “squar- 

ish” looking. However, an inter- 
esting point in mass psychology 
is raised when one considers the 
effect of a given car-population 
on accepted standards of appear- 
ance. 

To cite a current example, some 
people may not have found the lat- 
est General Motors designs pleas- 
ing at first sight. But they know 
that the cars were designed by ex- 
perts of a major maker; therefore 
they reason the cars represent 
the most modern interpretation of 
motor car beauty. The critic thinks: 

“Can I be right, and everybody | 
else wrong?” 

This, of course, is highly unlikely, | 
Then, as time elapses, the sheer | 
weight of numbers takes effect. | 
The erstwhile critic becomes ac- 
customed to the new styles, and) 
even finds them quite pleasing. 

* * * 


Independent Makers Differ 


on Radical Styling 

oe MOTORS Styling Sec- 

tion offers a revealing comment 
for those who may complain that 
the low lines and general design of | 
present-day cars imposes difficulty | 
when you enter or leave the car.) 
It seems to boil down to the idea | 
that current designs are entirely | 
acceptable to the ever-increasing 
millions of Americans who have 
had no extensive adult experience 
with older, higher cars. 

These young people (and future 
generations of car buyers) will have 
had no previous habits to “un- 
learn.” The new way of entering a 
car does not permit you to simply 
“walk-in,” erect and head-on, in | 
the manner used when walking 
through a door in a room. Instead, 
you approach the car door sidewise, | 
in a bent-over posture, and simul- | 
taneously move forward, pivot and 
slide to enter the vehicle. 

GM says this is a simple, natural 
movement — particularly for those 
who have known no other way of 
doing it. 

Meade Moore, research vice- 
president at Nash, says that to 
win public favor a new model 
must measure up in two vital 
characteristics. These are: (1) 
Ultra-smart appearance; and (2) 
Careful attention to provisions for 
individual comfort of the occu- | 
pants. 
He also shares what appears to | 
be the prevailing opinion on the | 
influence of European styling. Most | 
men in the industry admit that a} 
European influence has been felt, | 
and will continue to be felt. But it | 
will not dominate. There still will | 
be distinctively American cars—not | 
by any means wholesale copies of 
foreign designs. 

At Nash and Packard, the opin- 
ion appears to be that independent | 
companies should not risk radical | 
pioneering in style. Studebaker does | 
not agree with this idea, in view | 
of its daring introduction of sweep- | 
ing changes. 
_ Nash and Packard say that the 
independent maker should offer dis- | 
tinctive features. But, in practice, 
they evidently don’t go as far as| 
Studebaker in believing that bold | 
moves for leadership and an obvi- 
ous atmosphere of being different 
are principal weapons for carving 








out a place in the competition with 


larger companies. 
* * 


Roles of the Dream Cars 


and Sports Jobs 
ORD MOTOR CO. has aroused | 
some controversy with its intro- 
duction of partial plastic tops on | 
several Ford and Mercury models. 
GM officials say that they have not | 
mass-produced a similar top be-| 
eause they are waiting for: (1) 
Improvements in glass technology 
making available glass with the. 
necessary compound curvature; or | 
(2) Development of plastics with | 
harder surfaces to resist marring | 
or scratching, and retain initial ap- | 
pearance throughout service life. 

Ford feels that this latter point 
will not be a problem, with proper 
maintenance and reasonable care 
by the owner. 

Sports-car ideas already have had 
an effect on style in gaining ac- 
ceptance of low silhouette and de- 
signs that expose the car wheels, 


* 


jinstead of covering them with 
skirts. The sports-car influence is 
| expected to promote continued 
| adoption of clean, simple lines, with 
| inherent beauty of surface and con- 
| tour. 


V. M. Exner, director of styling 
at Chrysler Corp., says, “The poised, 
athletic feel of the sports car can 
be translated and applied in a four- 
door sedan—but the result is not 
a four-door sports car!” 

What is the role of the dream 
car? It is a stimulating styling 
exercise, and evokes public re- 
actions to various ideas, While 
whetting the public appetite and 
conditioning people to change, it 


| enables the future car buyer to 


have a voice in new model de- 
cisions. Engineers also use these 
cars to try out extremely ad- 
vanced ideas and mechanical fea- 
tures. When not used primarily as 
a promotion-medium and “head- 
line-producer,” the dream car 
serves a useful purpose—and cer- 
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tainly will be a permanent phase 
of automotive industry operations. 

Indicative of fine team-work be- 
tween styling and engineering, 
| Automotive News frequently found 
members of both groups discussing 
the inter-play of ideas and mutual 
interdependence of the two func- 
tions. It was freely admitted, for 
example, that styling considerations 
often stimulate advances in design, 
manufacture, safety, performance, 
etc. 


A recent instance is the engineer- 
ing-development work that resulted 
in commercial production of glass 


| mobile. GM styling is credited with 
initiating the request from the ven- 
|dor, to increase the driver’s field 
of vision and gain desired styling 
effects. 
| A number of stylists contributed 
| the following ideas on technical 
developments needed to achieve fu- 
| ture styling goals: 

1.—Minimize frame height, or use 
frame-integral body. 

2.—Chassis without propeller 
shaft, differential housings, etc., to 





| to give the windshield wrap-around 
| effect on Cadillac, Buick and Olds- 


19 


avoid tunnels and permit a low rear 
seat without sacrificing width. 

8—Headlining to eliminate 
waste space between liner and 
roof. 

4.—Cantilever type roof. to dis- 
pense with front pillars. 

5.—Chrome substitute, in variety 
of colors. 

6.—Cost reductions for aluminum, 
magnesium, and plastics. 

7—Compact, “unit” seat de- 
sign, to save weight and space. 

8—Metal with greater elastic 
properties. 

9.—Lighter casting for bumpers. 

* + * 


Here’s What Loewy 
Sees for °58-’60 


Fro an informed guess concern- 
ing details of cars two automo- 
bile generations hence, here are the 
opinions of Raymond Loewy. He 
says that the typical car of 1958 
to 1960 will be lower. It will have 
a cantilever design top, sufficiently 
strong to provide support in a roll- 
over, but with greatly reduced front 
pillars. 

Larger doors may be of a “slid- 
ing-parallelogram” type, to avoid 
| hitting curbs, or other cars in 
| parking lots. The rear seat will be 





full-width, and lower, taking ad- 
(See STYLING, Page 20, Col. 1) 


UNDERSEAL 
TO 9 OUT OF 10 
CAR BUYERS 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is more than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 


Pe 


A 3M salesman will hold 
a sales meeting with your 
@ new car and service sales- 


men to show them how to se// “UNDERSEAL”. 


With a sound slide 


resentation he will show them 


in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he'll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 


ull 






UNDERSEAL 


RUBBERIZED COATING 


Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn.—also makers of “Scotch” 
“Scotch” Sound Recording Tape,‘Scotchlite” Reflective Sheeting, 
“Safety-Walk” Non-Slip Surfacing, “3M” Abrasives, 
“3M" Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont.. Can. 


@ 





? Then, 3M will supply 
@ you with a complete se- 
lection of direct mail pieces 
imprinted with your company 


esas! 


Brand Pressure-Sensitive Tapes, 


CITY. 


MINNESOTA MINING & MFG. CO. 


COMPANY___ 


name. Also you will get booklets, posters and dem- 
onstration easels on selling “UNDERSEAL” for your 
use in your show-room and service department. 


3 





And finally, 3M’s Service 
@ Program, right in your serv- 
ice department, will educate your 
undercoating applicators on care 


of equipment, better spraying techniques and the best 


car-masking methods —all 
profit, keep the shop cleaner 
good will. 
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you make more 
build customer 


and 


Write today for more information. 





Geel I'd like more information about 3M's “UNDERSEAL" selling program. 


NAME____ 
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Styling 


vantage of engineering advances in 
power transmission. 

The engine will remain in front, 
at least in cars over 110-inch wheel- 
base. It might be at the rear in 
shorter cars. The steering wheel 
will be of telescoping design, for 
safety in collisions. And the head- 
lining may be cemented flush 
against the roof. 

The driver’s seat will be a buck- 
et type. Head room, leg room and 
seat width will be increased, while 
overall dimensions are reduced 
through more efficient utilization 

of space. 
* s + 
Styling Is Full-Fledged 
Member of Team 

In contrast to those who ex- 
pound the idea of a fierce Engi- 
neering vs Styling battle, and give 
the impression of violent civil war 
in the auto plants, this writer be- 
lieves that the major campaigns 
are about over. Skirmishes may 
continue to be fought, as engineers 
and stylists iron out honest dif- 
ferences of opinion. 

Styling has won its spurs. The 
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Small Companies Wonder About Application oe 


Automation for Parts Supplier 


importance of having appearance 
decisions made by appearance ex- 
perts is recognized throughout the 
industry. 

Earle MacPherson, vice-president 
of engineering, Ford Motor Co. 
says: 

“We start by recognizing that 
what the public might accept as a 
well-styled automobile represents a 
job of collaboration between the 
stylist and the design engineer. 
One cannot do without the other, 
and we have set up a procedure 
here .. . to create an atmosphere 
in which such collaboration can 
take place with a minimum of fric- 
tion. Each man understands what 
his place and responsibilities are 


|on the design team.” 


+ * * 


‘American Steel & Wire 


Promotes Sedgwick 


James K. Sedgwick has been 
appointed assistant manager of 
merchant products sales for 
American steel and wire division 
of United State Steel Corp. 

Sedgwick joined the division in 
the Chicago district office in 1947 
as assistant manager of merchant 
products, a post he held until his 
present promotion. 


(Continued from Page 15) 


most any, if not all, repetitive ac- 
tion can be performed mechani- 
cally without the aid of human 
hands.” 

In all considerations of the value 
of mechanization, three factors 
must be reviewed: Savings in pro- 
duction costs; cost of mechaniza- 
tion, and length of time equipment 
will be used. 

In general, the conditions must 
include: Repetitive action, large 
quantity production, and extended 
need for the product. 


* * * 


A BASIC guide to the proper ap- 
proach was given recently by 
Everett Hicks, manager of Norton 
Co.’s grinding machine division. 
“In looking for operations which 
are likely to pay off (by using auto- 
mation),” he said, “chances are 
best on those which have high la- 
bor costs. The stability of the prod- 
uct design should be considered, 
and the proposed automatic equip- 
ment should be studied to see 





THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 





ECO ISLANDERS and TIREFLATORS 


= Remember_the tics: 


step in proper wheel alignment 


is 


BALANCED INFLATION 


Only Eco can give identical pres 


sure 


in both tires in a matter of 


seconds 


EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 


each week. 


Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 


Offices in Principal Cities 





FREE = 

Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop ovtpui. 


JOHN Woop COMPANY, Bennett Pump Division, Muskegon, Michigan 


whether it can be readily converted 
to provide for minor design changes 
in the product. 

“The complete processing of the 
part,” Hicks stated, “must be re- 
viewed and, in many cases, minor 
changes in design will be needed 
to facilitate the automatic han- 
dling.” 

Hicks also advised making pro- 
visions for skilled maintenance peo- 
ple, and suggested that labor ac- 
ceptance of the proposed equipment 
be determined. 

In making plans for immediate 
action on plant modernization and 
organizing a program for long- 
range replacements to assure peak 
efficiency at all times, the projected 
profit and loss statement provides 
an orderly procedure for listing the 
facts and estimates needed to ar- 
rive at decisions. 

As outlined in a recent booklet 
by Cross Co., this procedure takes 
into account all factors of the com- 
pany’s profit. Included are such 
items as sales income, material, la- 
bor, factory expenses, administra- 
tive expenses, interest, and income 
taxes. 

* * + 

T SHOULD not be assumed that 

automation benefits are available 
only through the use of special, 
single-purpose machines. 

Robert Gladfelter, general sales 
manager for Detroit Power Screw- 
driver Co., says, “ ... it can be 
equally effective when multiple op- 
erations are added to a heretofore 
single operation machine, or a more 
positive means of piece part han- 
dling is put into practice.” 

All possible versatility should be 
built into the equipment, making it 
practical to convert to another size, 
or even another part in a reason- 
able length of time. 

_ Experience has shown cost re- 
ductions and quality improve- 
ment are often possible merely by 
adapting automatic selective 
feeding devices to present ma- 
chine facilities, Gladfelter says 
that simple hand or hand-assem- 
bly operations offer a fertile field 
for cost-cutting through use of 
automatically pre-assembled sub- 
assemblies. 

Many of these jobs are so com- 
mon, and done so quickly by human 
labor that it is taken for granted 
that they should continue to be 
performed in the same way. 

* ” * 


_ following examples of such 


jobs may serve as thought-| 7 
starters in studying one’s own] 


methods. Simple as these operations 
may sound, mechanization has been 
found to pay off in time and cost 
savings, improved quality and uni- 
formity: 

1. Plugging drill holes in carbu- 
retor body—formerly done by op- 
erator picking up lead balls individ- 
ually, and hitting them with a 
hammer to drive them into the 





holes. Now, the body casting is 
placed in a fixture, the operator 
trips a switch, and two, three or 
four balls are swedged into the 
holes. Production speed was more 
than tripled. 

2. Tapping hole in shock ab- 
sorber retainer cap — operation 
performed by coordinating action 
of automatic tapping machine 
and automatic feeding device. 

3. Fuel pump sediment bowl as- 
sembly — a relatively inexpensive 
machine preassembles the stud, nut 
and retainer cup, ready for welding 
to the “baling” strap. 

4. Assembly of mounting stud 
and retainer clip for garnish mold- 
ing—worker formerly handled two 
separate pieces at time of installa- 
tion. A simple machine now pre- 
assembles stud and clip at the rate 
of about 60 pieces per minute. 

* 


LADFELTER recommends that 

a specialist be consulted at the 
initiation of piece part design. He 
says that if careful consideration 
is given to preliminary design of a 
part—keeping in mind its adapt- 
ability to successful selective feed- 
ing—the job of applying mechani- 
zation concepts is simplified. 
Careful attention should be paid 
to screw locations. In original de- 
sign, where screws, nuts or rivets 
are used as fasteners, they should 
be located in such a position that 
the assembly operation will not be 
hampered by projections or re- 
cessed restrictions, or too close 
proximity to walls. 

Wherever possible, clearance 
space should be allowed to permit 
access with automatic or semi- 

- automatic equipment for driving 
screws, nuts or rivets. 

In designing parts, such as pins 
and headed stock, it is advisable 
either to make them symmetrical— 
in which case selective preposi- 
tioned feeding is not necessary—or, 
if this is not possible, chamfers, 
adequate shoulders, etc., should be 
provided to facilitate selective feed- 
ing. 


—Joun T. BENeEpIcT 
* * cd 





No Job Too Small— 

A Manual marking operation was elimi- 
nated in the production of this thin-flanged 
service part for Ford Motor Co. by install- 
ing a New Method Steel Stamps automatic 
marking device in the screw machine tail- 
stock. 


Technical PERSONNEL CHANGES 





(Continued from Page 16) 


neering and Paul Straight has 
been advanced to general super- 
visor of chemical engineering. 
James Basso has been made met- 
allurgist at the forge plant and 
Carl Langenberg metallurgist at 
the Saginaw St. manufacturing 
plant. 

C. H. McDowell, former general 
supervisor of chemical engineer- 
ing, has retired. 


“+ * * 
Pontiac’s Executive Engineer 
Retires After 41 Years 

Forrest H. Kane, executive engi- 
neer of Pontiac, has retired after 
41 years with the company. 

He joined the organization in 1912 
when it was the Oakland Motor 
Car Co. At that time, the engineer- 
ing department had 25 employes. It 
now consists of more than 400 em- 
ployes. 

. 


Chambersburg Engineering 


Names Clarke Manager 


Cc. Clarke jr. has been 
named general manager of Cham- 


bersburg Engineering Co., Cham- 
bersburg, Pa. 

Kenneth W. Palmer has been ad- 
vanced to vice-president and con- 
tinues as treasurer; C. Douglas 
Galloway III has been named sec- 
retary and works manager, and 
George H. Martin has been appoint- 
ed foundry superintendent. 

s 


Studebaker Appoints Chief 


Of Manufacturing Inspection 

A. H. McChesney, superintendent 
of Studebaker’s jet engine division, 
has been appointed chief inspector 
for all Studebaker manufacturing 
operations. 

He succeeds R. H. Nickerson, 
who is retiring after 39 years of 
service. 

McChesney started with Stude- 
baker in 1941 as a metallurgist in 
the aviation division. Nickerson 
joined Studebaker in 1914 as super- 
visor of inspection for gauge design 
and layout. 
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Used-Car Auction Prices 


Market Trend 


The average price paid for used cars sold at wholesale auction in- (6) 
creased $4 last week, according to Automotive News’ index. (8), 4-dr., 
Five of the individual models gained in price. Pacing the increase 
were ’54s, which picked up $33. Other advances were $5 each for ’52s 4-dr., $330. 





and ’50s, $2 for ’48s and $1 for ’51s. 


An $8 loss was taken by ’53s, while ’49s dropped $7 and ’47s dipped $1. 


At nine representative auctions 
last week, 1,142 cars out of 1,591 
offerings were sold, for a ratio 
of 71 percent. A week earlier, at 
10 auctions, 2,159 cars were of- 
fered and 1,392 were sold, for a 
ratio of 64 percent. 

Prices marked with an * indi- 
cate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


N. LITTLE ROCK, ARK 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 13.) 
(Market steady. 65 cars sold out of 
120 offerings.) 
BUICK—’48 Super 4-cr., $105. 
CADILLAC—’52 (60) Special 4-dr., $2,- 
675°. °48 (62) 4-dr., $655*. 
CHEVROLET—’54 Bel Air 4-dr., $1,875*. 
’53 (210) 4-dr., $1,145. '52 SL Deluxe 2- 
dr., $900, $865, $860. '51 SL Deluxe 4- 
dr., $795; 2-dr., $700, $560; Bel Air, 
$775. ’50 Bel Air 2-dr., $720. '49 SL De- 
luxe 4-dr., $425. '48 FL 2-dr., $325; 4- 
ar., $428, $415. 46 FL 2-dr., $315. ~ 
DeSOTO—’46 Custom 4-dr., $145. 
DODGE—’48 Meadowbrook 4-dr., $185. 
FORD — '52 Custom (8) 2-dr., $995. ’51 
Custom (6) 4-dr., $600. '50 Custom (6) 
2-dr., $475; 4-dr., $630, $510, $355. °49 
Deluxe (6) 2-dr., $330. '48 Deluxe (6) 
2-dr., $230, $195, $150. "47 Deluxe (6) 4- 
dr., $240. 
HUDSON—’49 Supér (6) 4-dr., $195. 
KAISER—’51 4-dr., $330. 
MERCURY—’51 Custom 4-dr., $715. °49 
Custom 4-dr., $340. ‘47 Custom club 
coupe, $145. 
NASH—’52 Rambler station wagon, $680. 
PACKARD—’51 Clipper 4-dr., $750. 
PLYMOUTH—’52  eaee 4-dr., $675. 
’51 Cranbrook 2-dr., , $455. "50 Spe- 
cial Deluxe 4-dr., joe 49 Special De- 
luxe 2-dr., $440. 47 Deluxe 4-dr., $145. 
STUDEBAKER—’ 48 Champion 4-dr., $185. 
'46 Champion 2-dr., $145, $110. 
WILLYS—’49 station wagon, $300. ‘48 
Jeep 2-dr., $250. '46 station wagon $225. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 14.) 
(Trading continues brisk with prices 

te off slightly. Sold 84 cars out 
of 131 offerings.) 

BUICK—’53 Super Riviera, $1,987*, $1,- 
975. ’52 Super Riviera, $1,410. ’°51 Super 
sedan, $910, $850, $840. 50 Super station 
wagon, $815. 

CADILLAC—’53 = sedan, $3,225*. '51 
(62) sedan, $1,880 

a ga Bel Air conv., $1,605; 

, $1,480, $1,470. '52 SL Deluxe Bel 
- "$1,200; sedan, $1,025, $970, 2 at 
$950; SL Special sedan, $830, 2 at $825, 
$800. 51 SL Deluxe sedan, $660; conv., 
$825. °50 SL Deluxe sedan, $690, $675, 
$630. '47 SL sedan, $300, $280. 

CHRYSLER—’51. Windsor sedan, $950. ’50 
Windsor sedan, $820. '48 Windsor sedan, 
$275. 

DODGE—’53 Coronet (8) Diplomat, $1,450; 
sedan, $1,300. 50 Meadowbrook sedan, 
$450. '48 Custom sedan, $390. 47 Cus- 
tom sedan, $270. 

FORD — ’'54 Crest Victoria, $2,175*, $2,- 
150*, $2,135*%; Main (6) sedan, $1,550, 
$1,530. °53 Crest Victoria, $1,650*; Cus- 
tom (8) sedan, $1,360, $1,350, $1,290, 
$1,285. °52 Custom (8) Victoria, $1,290; 
sedan, $900. '51 Custom (8) Victoria, 
$960; sedan, $855, $830, $810; Custom 
(6) sedan, $425. '50 Custom (8) sedan, 
$555, $500. 49 Custom (8) sedan, $435. 
"37 (8) sedan, $145. 

KAISER—’51 sedan, $485. 

MERCURY—’53 Monterey Hard Top, $1,- 
800*. '52 sedan, $1,050*. ’51 sedan, $840, 
$800. ’50 sedan, $535. '47 sedan, $220. 

OLDSMOBILE—’53 (88) Holiday, $2,250*. 
"50 (88) sedan, $660. 

PACKARD—’52 Clipper sedan, $1,240. 

PLYMOUTH — '53 Cambridge Suburban, 
$1,140. '51 Cambridge sedan, $630, $590. 
’50 Special Deluxe sedan, $525, $470. °47 
Special Deluxe sedan, $315. 

PONTIAC — ’54 Star Chief, $2,250. °53 
Chieftain (8) sedan, $1,650*; Catalina, 
$1,850*. ’48 Chieftain (8) sedan, $300, 
$270. °47 ——— (8) conv., $220. 

STUDEBAKER—’51 Champion conv. » $610; 
Sommer sedan, $600. ‘50 Commander 
conv., $600; Champion sedan, $400, $30. 


OAKLAND, CALIF. 


(Pollick’s Used Car Auction. Sale every 

Wednesday. Prices are for sale of Apr. 14.) 
(Market strong on all clean cars, lower 
on '54 models. 141 cars sold out of 200 
offerings.) 

BUICK — ’54 Riviera, $3,050*. °53 Super 
Riviera, $2,200*; 4-dr., $1,840*, $1,825*. 
"52 Super Riviera, $1,600*, $1,425*. '51 
4-dr., $1,025*, $860; Super conv., $960*; 
RM, $965*. '50 Special 4-dr., $580, $425*; 
Super, $800*; RM, §$740*. ‘49 4-dr., 
$350*. ’°48 Super 4-dr., $265. '46 Super 2- 
d¢., $195, $175. 

CADILLAC—’54 (62) 4-dr., $4,855*. °53 
(62) 4-dr., $3,420*, $3,260*; coupe de- 
Ville, $4, 010*. | "52 (62) 4-dr., $2,710*; 
(60), $2,875*; coupe deVille, $2,710*. ’51 
(62) 4-dr., $2,095*, $1,910*. '50 (60) 
4-dr., $1,735*. '48 4-dr., $795* °47 2-dr., 
$505; 4-dr., $330°. 

CHEVROLET — '52 %-ton pickup, $745; 
conv., $1,130; 4-dr., $985; coupe, $705. 
‘51 4-ar., $890*, $715*, $550; Bel Air, 
$1,000; 2-dr., $825*, $815. ‘50 %-ton 
Pickup, $580; 4-dr., $695, $575, $485; 
club coupe, $820, $505. '47 FL 2-dr. 
$355, $155. 46 %-ton pickup, $385. "41 
%-ton pickup, $225. 

CHRYSLER—'51 Imperial conv., $1,325°; 
Windsor 2-dr., $900*. ‘49 Windsor club 





coupe, $1,075, $1,025*; 4-dr., $1,095*. '50 $140. 
4-dr., $715. 
club coupe, $280*. 

DODGE—’53 Coronet 4-dr., $1,490°. °51 
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Wt tenton eo a > — oe. $615. 
-ton stake truc ; - 
ton truck, $235. ee 
FORD—’54 (8) 4-dr., $2,150*; Victoria (8), 
$2,255; Skyliner (8) 2-dr., $2, 370; Ranch 
Wagon (8), $2,360*. '53 Victoria (8), $1,- 
855*; Main (6) 4-dr., $1,170. '52 (8) 4- 
dr., $995; (8) 2-dr., $960; (8) 4-dr., 2 at 
$950; Ranch Wagon (8), $1,525; %-ton 
pickup, $910. °51 (8) 2-dr., $800*; Vic- 
toria (8), $925*; (8) 4-dr., $905; (8) 
station wagon, $900*. ‘50 %-ton pickup 
$455; %-ton 4-speed pickup, $455; 
$655; %-ton 4-speed pickup, 
$525; (8) 2-dr., $460. '49 (8) 4-dr., $375; 
(8) station wagon, $505; (8) 2-dr., $360; 
"48 (6) 4-dr., $185. '46 (8) 
(6) 2-dr., $170; (8) club 


Average Used-Car Prices 


(Compiled by Automotive News) 


Apr. 1954 Mar. Feb. 
To Date 1954 1954 


$2,116 $2,174 
1,471 


4-dr., $125; 
coupe, $235. 
HUDSON—'53 Hornet 4-dr., $1,245*. °'52 
Hornet 4-dr., $1,390*. '51 Hornet 4-dr., 
$945*, $755*; Commodore 4-dr., $855. ‘50 


coupe, | ‘48 Royal 4-dr., $360*. °47 2-dr., $225 
conv 
<9 GSO. ‘ KAISER—’53 club coupe, $1,445*; 2-dr., 
54 2-dr., $2,590 (ps). "52 club) $1,395, $1,345. '51 4-dr., $570. '50 4-dr., (The at Agures are averages of l-car auction prices, all , 
ve , 


"49 4-dr., $245. 
LINCOLN—'49 Cosmopolitan 4-dr., $550*, 
(Continued on Page 22, Col. 1) 


‘49 Custom 4-dr., $590. '47 and models, carried regularly in Automotive News.) 













EXTRA PROFITS FOR YOU 


Manufacturers and Retailers Join in 2nd Annual 
Boltaflex National Seat Cover Festival ! 





| Yestival 


; heey y 3rd 
’ fn ; =) 





Retailers Coast to Coast Plan Promotions 






TIE IN NOW! 


Here’s your biggest profit op- 
portunity of the year! These manu- 
facturers and hundreds of leading 






































THE BELMOR BON-TON CAL-TEX retailers have already signed up in CARLTON 
MFG. CO. INC. MFG. CORP. MFG. CO. the Festival. They like the idea of MFG. CO. 
ag Hicksville, ED a well-planned, well-timed promo- Boston, 
llinois New York California tion for Boltaflex-trimmed seat Massachusetts 





covers. They like the impact of the 
full color Boltaflex ad in the 










CRAWFORD 




























CUSTOM AUTO 


CHANDLER MFG. CO. B. T. CRUMP HOLI gazi i i 

maps - T. DAY magazine, reaching a mil- 
MFG. CO.. Richmond, Virginia Co., INC. lion car-owners fod siti not +) 7 Od 1 eed 
Worcester, Kansas City, Kansas Richmond 13, forgetting th t les th d Philadelphia, 
Massachusefts Dallas, Texas Virginia - & the extra sales they made Saha late: 


in last year’s Festival! 

Mail the coupon today. You’ll 
get a most complete sales-aid kit, 
free! The HOLIDAY magazine ad 





Since 1885 
































DOW COVER FARBER BROS., 


DETROIT DIETRICH 









COVER CO. i 
mae pes wake 9 wrt breaks April 20th. The Festival van 
D e Fi ’ empnis, 
Michigan Kansas Connecticut ooh May 3, so don't delay a fedloenna 






























FAULKNER FITWELL GLOSTEX GORVIN S. E. HYMAN 
MFG. CO. ac Mmeey papa aga PRODUCTS, INC. MFG. CO. COMPANY 
Malden 48, Phoenix, IS, ental th Philadelphia 34 aetna} 
Massachusetts Arizona Tennessee Illinois Saaaieides Ohio 































MASTER MOSS SEAT 









Lr ae) PARKER 









JOBBER’S MFG. LANG MEG. CO ene 
& DISTR. CORP. MFG. CO. AUTO TOP CO. ae " jag PRODUCTS, INC. 
St. Louis 10, Los Angeles, Pele eae tc R ieee a ae Minneapolis 4 
Missouri i i M husett anta yee ii ; 

California assachusetts Georgia Pe ae ae ea Minnesota 
















SILVER VOGUE SUPERIOR R. M. THOMAS MULSSie BZ sie 










PERFECT FIT PROTECTION 


MFG. CO. PRODUCTS CO. tien AUTO FABRIC CO. CO., INC. MFG. CO. 
Portland 14, Chicago ie B co. Chicago 16, Muncie, Kansas City, 
Oregon Illinois bara ad Illinois Indiana Missouri 









BOLTA, Box 422, Lawrence, Mass. 


I’m a retailer: please send Festival kit and com- 
plete details on the Bolfafiex National Seat Cover 
Festival. 






I’m a manufacturer: I'd like to tie-in with the Festival 





e 
* 
promotion. Please send complete details. 
... the best-known name ° 
ae BGs ing 0:06 n dbus ne s0sss0ndcebhhbeenl memes 
in automotive vinyl . MMO i 6 vs owas Kar aredeas tania eee 
: CN eri cbiisshncentad sds 5 ee Bite ics i xceseess 
& 
e 





Used-Car Auction Prices 





(Continued from Page 21) 


$220. ‘47 club coupe, $125. ‘46 club 
coupe, $135". 

MERCURY—’54 Monterey, $2,650*; station 
wagon, $2,960*; 2-dr., $2,400, $2,350. '53 
Monterey 2-dr., $1,925. "52 sport coupe, 
$1,435; Monterey 4-dr., $1,440. ‘51 4-dr., 

' $980, $885*, $575; club coupe, $945. °50 
club coupe, $810; sport coupe, $725. ‘49 
conv., $275; 4-dr., $420. 

NASH—'51 Statesman 4-dr., $520; conv., 
$525. "48 (6) club coupe, $185. '46 Am- 
bassador 4-dr., $100. 

(88) 2-dr., $2,945; 

$2,960. '53 (98) 


OLDSMOBILE — '54 
Holiday, $2,960; 4-dr., 
4-dr., $2,445. '52 (88) 4-dr., $1,575; Holi- 
day, $1,605; Holiday (98), $1,900; (98) 
4-dr., $1,585, $1,560. '51 (98) 4-dr. $1,- 
270; (88) club coupe, $1,535; (88) 4-dr., 
$1,415. ‘50 (88) 4-dr., $1,335, $835; (98) 


4-dr., $955, $675; 2-dr., $655; Holiday 
(98), $1,085; Holiday (88), $985; (88) 
conv., $985. '49 2-dr., $525; 4-dr., $650. 


"47 (98) 4-dr., $235, $185. 
PACKARD—’51 4-dr., $990*. '50 (8) 4-dr., 


$395. 

PLYMOUTH — '54 4-dr., $1,575; station 
wagon, $1,980; Suburban, $2,140; Bel- 
vedere, $1,910. ‘53 2-dr., $1,160; Cam- 


bridge 4-dr., $800. °52 club coupe, $945, 
925, $905, $890, $865, $850; 4-dr., $880, 


$ 
$850; Belvedere, $975. 


"51 4-dr., $800, 
$635. '50 2-dr., $535, $305. 
PONTIAC—'54 (8) 4-dr., $2,625"; (6) 2- 
dr., $2,005. '53 (8) 4-dr., $2,160%; (8) 


Catalina, $2,260, $2,105*; 2-dr., $1,115*. 
"52 (8) 4-dr., $1,300*; Catalina (8), $1,- 
335*. '51 (8) 4-dr., $1,060*. "50 (6) 4- 
dr., $625. '49 (8) conv., $580*. 

STUDEBAKER—’50 Champion 2-dr., $515; 
4-dr., $405. ‘48 Champion 2-dr., $230; 4- 
dr., $285, $280. ’47 2-dr., $250. 


MERIDIAN, MISS. 


(Tinnin Auto Auction. Sale every Tues- 
day. Prices are for Apr. 6.) 

(Market was good on all cars this 
week, up from $50 to $100 on all units. 


Clean ones up more. Sold 124 cars out of 
169 offerings.) 

BUICK—’'53 Special 2-dr., $1,510. 
OADILLAC—'50 (62) 4-dr., $1,430*. 


CHEVROLET—’'54 Bel Air 4-dr., $1,745; 
2-dr., $1,800; 2-dr., $1,675; (210) 4-dr., 
$1,625; (210) 2-dr., $1,600. ‘53 (210) 


sport coupe, $1,385. '52 SL Deluxe 4-dr., 
$1,065. '51 SL Deluxe 4-dr., $790. '50 SL 
Deluxe 2-dr., $575. '49 SL Deluxe 4-dr., 
$525. '46 SL Deluxe 2-dr., $345. 
DODGE — '53 Meadowbrook 4-dr., $1,200; 
Deluxe 4-dr., $1,385. 
FORD—’53 Victoria 2-dr., 
(8) 2-dr., $1,260. '52 Custom 
$1,105. '51 Custom (8) 4-dr., $780. °49 
Custom (6) 4-dr., $500; 2-dr., $500. °47 
Custom (6) 4-dr., $335. '46 Deluxe 2-dr., 


$1,450; Custom 
(8) 4-dr., 


$275. . 

MERCURY—’52 sport coupe, $1,250. ‘51 
4-dr., $910. ‘50 4-dr., $580. ‘46 4-dr., 
$285. 


OLDSMOBILE—'52 (98) Hard Top, $1,425; 
(88) Hard Top, $1,525. 

PACKARD—'49 4-dr., $270, $190. 

PLYMOUTH—'54 Plaza 4-dr., $1,825. 
Cambridge 4-dr., $810. 


"52 


$450. | 
PONTIAC—'50 (8) conv., $725. ‘49 (6) 4- 


dr., $515. "46 (6) 2-dr., $275. 
STUDEBAKER—’51 Champion 4-dr., $450. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 14.) 
(Clean used cars, good cars, are in 
top demand here. Junk and new high 
priced pieces are hurting. 68 cars sold 
out of 97 offerings.) 

BUICK—’52 Special 2-dr., $1,110, $1,075. 
’51 Special Deluxe Riviera, $990. '50 Spe- 
cial 2-dr., $550*. 

CHEVROLET—’53 Bel Air 2-dr., $1,360. 
’52 SL Deluxe 2-dr., $915*, $890. 51 FL 
Deluxe 2-dr., $770*. '50 FL Deluxe 4- 
dr., $405; SL Deluxe 4-dr., $405. "49 SL 
Special 2-dr., $530. °48 %-ton pickup, 





‘50 Deluxe 4-dr., | 
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$280; FM conv., $315. '42 SL Special 4- 


dz., $425. 
FORD—’53 Main (8) 4-dr., $1,240; Custom 
(8) 4-dr., $1,350, $1,160; (8), $980. ’52 


Custom (8) 2-dr., $955*. "51 Custom (8) 


Victoria, $720; Deluxe (8) 2-dr., $755. 
‘50 Custom (8) 2-dr., $675, $340. °49 
Custom (8) conv., $430; 2-dr., $525, 


$285; 4-dr., $490. '48 (8) 4-dr., $255. °46 
Deluxe (8) 2-dr., $140; 4-dr., $155, $120; 
2-dr., $135; club coupe, $290. °40 (8) 
club coupe, $155, $115. 

KAISER—’51 Special 2-dr., $400; Deluxe 
4-dr., $340. '49 Deluxe, 4-dr., $195. 

MERCURY — '50 4-dr., $310. °46 2-dr., 
$185. 

NASH—’51 Rambler 2-dr., $480. 

OLDSMOBILE—’53 (88) 2-dr., $1,525. '50 
(76) 2-dr., $690. '46 (76) 2-dr., $105*. 

PLYMOUTH—'53 Cambridge 4-dr., $830. 
‘51 Cranbrook 4-dr., $400. ‘50 Special 
Deluxe club coupe, $600; 4-dr., $385. °49 


Deluxe 2-dr., $370; 4-dr., $480. '46 De- 
luxe club coupe, $290. 
PONTIAC—’51 Chieftain (8) 2-dr., $855; 


Deluxe (8) 2-dr., $680. 
STUDEBAKER ’52 Commander 2-dr., 
$590. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 14.) 
(Activity very brisk. Prices firm. Our 
best sale since 1949. 102 cars sold out 
of 102 offerings.) 
BUICK—’53 Super 4-dr., $1,550*. '51 Super 


2-dr., $965*. '50 Super 2-dr., $765*. 
Super 2-dr., $565*, $450*. ‘48 Special 2- 
| d&., $370. 
| CADILLAC—'47 (62) 4-dr., $465*. 


CHEVROLET—’54 (210) 2-dr., $1,725. 
Bel Air 4-dr., 2 at $1,200, $1,190; 
2-dr., $1,100. ‘52 Deluxe 4-dr., $975*, 
$860, $850. °51 Deluxe 2-dr., $730*. ‘50 
Deluxe 4-dr., $690. $575, $565*, $515, 
$440. '49 Deluxe 2-dr., $475, $440, $415; 
2-ton 2-speed, $425, $375. 
$375, $325, $280. '47 FM 2-dr., $210. '46 
SM 2-dr., $185. 


CHRYSLER — °'52 Windsor 4-dr., $1,270* | 
(ps). 49 Windsor 4-dr., $375. 
DeSOTO—’50 Custom 4-dr., $625*, $510*. | 


DODGE—’49 Coronet club coupe, $330*. °46 
Custom 4-dr., $230, $195, $110. 
luxe 4-dr., $145. 


Main (8) 2-dr., $1,200*, $1,110. ’°52 Cus- 
tom 4-dr., $1,000*; Main (8) 2-dr., $880. 





"85% on this base have cars. 
“Approx. 11,000 autos here. 


"70% of personnel own cars. 





SURVEY REVEALS GIANT 


“Of 450 men, 337 have cars. 


“95% of officers car owners. 


“67% here own pleasure cars.” 


AUTOMOTIVE MARKET 


IN U.S. ARMED FORCES 






Neate TIMES 
NAVY salto 


the 
AMERICAN DAILY 


in Europe 





@ NEW YORK 
41 E. 42nd St. 


@ CHICAGO 
203 N. Wabash Ave. 


@ PHILADELPHIA 
R. W. McCarney, 1015 Chestnut St. 


LONDON PARIS FRANKFURT ROME CASABLANCA TOKYO 





Let us send you a free copy of the latest nation-wide 
Armed Forces Pleasure-car Survey. Covering 119 service instal- 
lations in 39 states, and composed entirely of reports from 
responsible military authorities, this survey reveals a terrific 
buying potential in the Armed Forces for all automotive products. 


A: the same time we will supply rates, market data and 
complete information on how to command the attention of this 
$8,000,000,000 consumer market through advertising in the 
world-wide Times Network of Service Weeklies, and Air Force 
Daily, the AMERICAN DAILY in Europe. First in circulation... 
FIRST in coverage . . . FIRST in economy. Call or wire today. 


ARMY TIMES PUBLISHING CO. 


3132 M St., N. W. Washington 7, D. C. 
@ BOSTON 


@ LOS ANGELES 


@ SAN FRANCISCO 





John Hancock Bidg. 


6399 Wilshire Blvd. 


Monadnock Bidg. 


49 | 


53 | 
(150) | 


'48 FM 2-dr., | 


"41 De- | 


FORD—'53 Deluxe Ranch Wagon, $1,565; | Air club coupe, $610. '49 SL Deluxe 4-dr., | 








‘51 Deluxe 2-dr., $760, $755*; (6), $570. 
‘49 Custom 2-dr., $485, $460, 2 at $440. 


"48 Deluxe 2-dr., $220, $210, $205. ‘46 
Deluxe 2-dr., $230, $200, $165. 
HUDSON—'49 2-dr., $355*. 
KAISER—’'53 Deluxe 2-dr., $995. ‘51 De- 


luxe 4-dr., $555, $540°*. 


MERCURY—’51 Custom 4-dr., $825*. '50 
Custom 2-dr., $720*, 705*. '49 Deluxe 2- 
dr., $480*. 

NASH—’51 (600) 4-dr., $550*. ‘50 (600) 


4-dr., $555*. '49 (600) 2-dr., $295*. 
OLDSMOBILE—’51 (88) 4-dr., $1,140*. ’49 
(98) 2-dr., 
2-dr., $855*. °'49 
Deluxe 4-dr., $450. 
PLYMOUTH—’'53 Cranbrook 4-dr., $1,175*. 
‘52 Cranbrook 4-dr., $750, §740. ‘51 


Cranbrook 2-dr., $870*, $685, $680, $665, 


$640. '50 Deluxe 2-dr., $600. ’48 Deluxe 
4-dr., $285. '47 4-dr., $260. 
PONTIAC—’'53 Deluxe 4-dr., $1,425*. ‘50 


Deluxe 4-dr., $750*, $620*, $610. 49 De- 
luxe 2-dr., $555*, $535*, $525*, $520*. '47 


Deluxe 4-dr., $250. °46 Deluxe 4-dr., 
$225. 
| STUDEBAKER — ’53 2-dr., $1,275*. ‘50 


Champion 2-dr., $485*. 
dr., $300*, $220°. 

| WEILLYS—’52 Aero 2-dr., $800. '50 station 
wagon, $690*. 


"48 Champion 2- 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Apr. 14.) 
(Prices were stable to slightly higher. 
100 cars sold out of 129 offerings.) 
BUICK—’53 RM conv., $2,085; 4-dr., 
950; Riviera 2-dr., $1,920, $1,865, $1,825; 
4-dr., $1,700. °52 Riviera 2-dr., $1,380. 





club coupe, $2,400; 4-dr., $2,220. ’50 (62) 

4-dr., $1,460. 
CHEVROLET—’53 Bel Air 2-dr., $1,430; 

4-dr., $1,410; (210) 2-dr., $1,280; 4-dr., 
| $1,150, $1,125. '52 SL Deluxe 2-dr., $850, 
$825; 4-dr., $850; club coupe, $920; FL 
Deluxe club coupe, $750. °51 SL Deluxe 
2-dr., $655, $635; 4-dr., $600. "50 SL De- 
luxe 4-dr., $575; 2-dr., $575, $550; Bel 


| $395, $365. '47 FM club coupe, $250. 

| DODGE—’53 Diplomat club coupe, $1,350. 

FORD—’53 Ranch Wagon (6) 2-dr., $1,- 
385; Custom (8) 4-dr., $1,210; (6) 4-dr., 
$1,200; Main (6) 2-dr., $1,100, $1,075. 
"52 Custom (6) 2-dr., $890; %-ton pick- 
up, $670. '51 Victoria 2-dr., $825, $680; 
Custom (8) 2-dr., $695, $540, $485; (6) 
2-dr., $520, $500. °50 Custom (8) 2-dr., 
$485. "49 Custom (8) 2-dr., $395, $350; 
4-dr., $300. '48 conv. (8) 2-dr., $170. 47 
Custom (8), $105. 

HUDSON—’52 Hornet club coupe, $1,000. 
’51 Pacemaker 4-dr., $550. '50 Pacemaker 


4-dr., $320. 49 Pacemaker 4-dr., $230. 
KAISER—’51 4-dr., $370. 
LINCOLN—’49 club coupe, $485. 
NASH—’53 Rambler, $1,160. '52 Rambler, 


$650. "50 (600) 4-dr., $345. "49 (600) 4- 
dr., $255. 

OLDSMOBILE—’52 (98) 4-dr., $1,475, $1,- 
425. '48 (76) conv. coupe, $250. 

PLYMOUTH—’53 Suburban 2-dr., $1,210; 
Cambridge 4-dr., $1,015. '52 Suburban 2- 
dr., $925; Cranbrook 4-dr., $700. 
Cambridge club coupe, $565. °50 Deluxe 
4-dr., $505; Special Deluxe conv., $400. 
"49 Deluxe 4-dr., $245. 

PONTIAC—’53 Chieftain Deluxe 4-dr., $1,- 
500, $1,375, $1,240; station wagon, $1,- 





475. '52 Chieftain 4-dr., $1,035, $1,000; 
2-dr., $865. ‘51 Chieftain 4-dr., $900, 
$880, $705; 2-dr., $635, $610. '50 Chief- 
tain 2-dr., $520. °49 Streamliner 2-dr., 


| $200. 
STUDEBAKER — ’°51 Commander club 
| coupe, $575; Champion 4-dr., $500. 


ALBANY 


(Tim Anspach. Sale every Monday. Prices 
are for sale of Apr. 12.) 

(Top cars brought extra good prices. 
Not as many buyers as usual and quality 
of cars not of the best. Sold 116 cars out 
of 152 offerings.) 


| 
} 


Special 4-dr., $1,450*; RM Riviera coupe, 
$2,200* (ps); Super Riviera coupe, §$2,- 
090*. '52 Specidl Riviera coupe, $1,300, 





| $850*; 2-dr., $1,050*, $1,000*, $930; club 
|} coupe, $850; Bel Air coupe, $1,200*; SL 
| Special 4-dr., $1,035*. 

dr., $850*; SL Special 4-dr., 


Air coupe, $975. ‘50 FL Special 2-dr., 


’51 FL Deluxe 2- | 
$675; Bel | 


BUICK—’53 Special Riviera coupe, $1,886*; | 


$1,275. '50 Super 4-dr., $700; Special 4- 
dr., $560*. °49 RM 4-dr., $400*; 2-dr., 
$490". 
CADILLAC—'52 (62) 4-dr., $2,625*. '51 
| (62) 4-dr., $1,950*. 
CHEVROLET—’54 Bel Air 2-dr., $1,850. 
| ‘53 Bel Air conv., $1,800* (ps); coupe, 
| $1,450; (210) 4-dr., $1,362. '52 SL De- | 
luxe 4-dr., $1,100*, $1,000, $980, $975*, 


$510; FL Deluxe 4-dr., $570; SL Deluxe | 


| 
| 4-dr., 


| 


$585. °49 station wagon, $560; FL | 
Deluxe 2-dr., $500. '42 FL 2-dr., $175. 
CHRYSLER—’50 Wirdsor 4-dr., $810*. '46 | 
| Royal 2-dr., $270. 
| DeSOTO—'50 Custom 4-dr., $750*. 
| DODGE — °51 Coronet 4-dr., $750*; club 


|} eoupe, $780. '50 Coronet 4-dr., $610*. '49 


Custom conv., $200; Coronet 4-dr., $440. | 


‘48 Custom 4-dr., $260. 

| $200. 

| FORD—'54 (8) station wagon, $2,210. '53 
Custom (8) 4-dr., $1,500*. °52 Custom 
(8) club coupe, $1,150. '51 Custom (6) 
2-dr., $720, $560*; (8) station wagon, 
$830; Deluxe (8) 4-dr., $720; Custom 
(8) 2-dr., $760. ‘50 Custom (8) 4-dr., 
$600*, $475; station wagon, $760, $570; 
Deluxe (6) 2-dr., $520. °49 Custom 


’47 Custom 2-dr., | 


(8) | 


2-dr., $470, $400; Custom (6) 4-dr., $390. | 


‘47 Deluxe (6) 2-dr., 
(8) club coupe, $260. 
HUDSON—'50 Pacemaker 4-dr., 
Commodore 4-dr., $210, $170*. 
} modore club coupe, $110. 
| LINCOLN—'49 conv., $540*. 
| MERCURY — ‘53 4-dr., $1,450. '51 4-dr., 
$860*; 2-dr, $890; conv., $970; club 
coupe, $880. ‘50 4-dr., $640*. °49 club 
coupe, $360". 
OLDSMOBILE—'51 (S88) 
dr., $970*; (88) 4-dr., 
4-dr., $640*; (88) 4-dr., 
4-di., $225°. 
PACKARD—’52 4-dr., 
4-d¥., $120. 
PLYMOUTH—’'54 Plaza 4-dr., $1,540. ‘52 
Cambridge 4-dr., $770. ‘51 Cambridge 
club coupe, $750, $640. ‘50 Special De- 
luxe 4-dr., $580. "49 Concord 2-dr., $350. 
’47 Deluxe 2-dr., $190. '46 Deluxe 4-dr., 
$176. 


$185. 


$480". ‘49 
"46 Com- 


2° 


4-dr., 
$1,200*. 
$690*. 


$880"; 
"50 (98) 
"47 (98) 


$1,050*. 


| PONTIAC—'54 Star Chief (8) 4-dr., $2,- 
460°. '53 Chieftain (8) 4-dr., $1,535*; 
Chieftain Deluxe (8) conv., $1,850*; 2- 


"46 Deluxe | 


'46 Clipper 


‘51 RM 4-dr., $1,085; Special 2-dr., $1,- | 


| O30; 4-dr., $850; Riviera 2-dr., $1,015; 
i-dir., $910, $885. "50 Super 4-dr., $510. | 

| ‘48 Special 4-dr., $200. 

CADILLAC—’ 53 (62) 4-dr., $3,100. °52 (62) 





‘51 | 


Pxererr 





STOC-TIK-1T 


Double rein- 
forced metal eye- 
lets — Hang keys 
from either end 
— Complete in- 
formation. 
TAGS & RINGS 
Priced At 
1000 ......$17.00 
500 ...... 8.75 
250 .... 4.50 
Enclose Check 
with Order. 
Shipments 
Prepaid. 
Free Used Cer 
Systems & Aids 
Catalogue 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. "A", Box 1037 

Cleveland 2 








9 SYSTEMS 


TO CHOOSE FROM! 


Q 


HUE 


(for trucks and buses). 


ha ab and buses). 


Write for our new Iliustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 
357 Lafayette Ave., Brooklyn, N. Y. 
AORN ACEI oS 


i 


: 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 









é 






bi @ 


100 feet of 48-12” x 18” Pennants 


MYRLO COMPANY 


dr., $1,675*. '52 Chieftain Deluxe (8) 4- | 2168 W. 25th., Cleveland 13, Ohio, dept. N 


(Continued on Page 23, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 22) 


dr., $1,300*, $1,275*; 2-dr., $1,360*. ‘51 
Chieftain Deluxe (8) 4-dr., $1,100*, 2 at 
$1,075*, $950*, $930*, $810; Chieftain 
Deluxe (6) 4-dr., $860; Chieftain (6) 
club coupe, $870. °’48 Chieftain Deluxe 
(8) conv., $300. '47 Torpedo (6) 4-dr., 
$130. '46 SL (6) 4-dr., $290. 
STUDEBAKER — '53 Commander 4-dr., 
$980. ‘52 Commander 4-dr., $865*. ‘51 
Champion 4-dr., $675. °50 Champion 2- 
dr., $450. '49 Champion 2-dr., $320. 


DYER, IND. 


(Dyer Auto Auction. oage’ ed Friday. 

Prices are for sale of Apr. 

(Sold 149 cars out of 229 offerings.) 

BUICK — ‘54 4-dr., $3,050*. °'53 Super 
Riviera, $2,040*, $1,870*; Special Riviera, 
$1,730*; Custom Riviera, $2,215. 52 RM 
4-dr., $1,095*; Super conv., $1,260*. °51 
RM 4-dr., $960*; Special 4-dr., $860*. 
‘50 Special 4-dr., $590*, $580*, $555", 
$530", $465. 

CADILLAC—'53 (62) 4-dr., $3,- 
150*. ’52 (60) Special 4-dr., $2,225*. ’51 
(60) Special 4-dr., $2,025*, $1,855*; (62) 
coupe, $2,015*, $1,705*. °42 (75) limou- 
sine, $165*. 

CHEVROLET —'54 Bel Air 4-dr., $1,785, 
$1,765, $1,700. ‘52 SL Deluxe 4-dr., 
$975*, $830; 2-dr., $820*, $675. '51 SL 
Deluxe 2-dr., $650*, $650. 

CHRYSLER-—'51 conv., $1,175*; Windsor 
club coupe, $615. ‘50 Windsor 4-dr., $600. 
49 Windsor 4-dr., $450; Royal club 
coupe, $480. 

DeSOTO—’'49 Custom conv., $410. 
tom club coupe, $205. 
$185. 


$3,245*, 


'47 Cus- 
’46 Custom 4-dr., 


DODGE—’54 4-dr., $2,045. '47 Custom 4- 
dr., $165. °46 Custom 4-dr., 2 at $135. 
FORD—'54 Custom (8) Victoria, $2,365*. 
53 Custom (8) 4-dr., $1,325*; Victoria 
2-dr., $1,675*. ‘52 Main. (6) 2-dr., $835, 
$790; Custom (8) Victoria, $1,280. °51 
Custom (8) 4-dr., $720, $560*. 
HUDSON—’49 Super (6) 2-dr., $255. 
LINCOLN "51 4-dr., $945*. °49 4-dr., 


$285. 

MERCURY—’54 Monterey coupe, $2,395. 
"53 Monterey coupe, $1,925*. °52 4-dr., 
$1,100; sport coupe, $1,205*. °51 4-dr., 
ord “club coupe, $910. ’49 club coupe, 


NASH—’53 Rambler station wagon, $955. 
‘52 Rambler station wagon, $780. ’51 
(600) 4-dr., $590*, $525. °49 (600) 4-dr., 
$320, $265. °48 (600) 4-dr., $155, $140. 

OLDSMORILE — ’53 (88) 4-dr., $1,925*, 
$1,875*, $1,655*. "52 (98) 4-dr., $1,560*; 
Holiday, $1,700*. ’51 (98) 4-dr., $995*. 
"50 (98) 4-dr., $725*, $640*; (88) club 
coupe, $555*. '48 (76) 2-dr., $275*; 4- 
dr., $295*. 

PACKARD—’52 (200) 4-dr., $900. ’51 (200) 
4-dr., $660. 

PLYMOUTH—'54 Belvedere 4- -dr., $1,710. 
‘53 Cranbrook 4-dr., $1,160, $915. ‘52 
Cambridge 4-dr., $750; Cranbrook club 
coupe, $730; Cranbrook 4-dr., $880, $845; 
Belvedere, $880. °49 Special Deluxe 4- 
dr., $315. '47 Special Deluxe 4-dr., $135. 

PONTIAC—’54 Star Chief 4-dr., $2,290*. 
’53 Chieftain Deluxe (8) 4-dr., $1,600*. 
‘51 Chieftain Deluxe (8) 4-dr., $850*. 

STUDEBAKER — ’'53 Commander coupe, 
$1,325. °51 Champion 4-dr., $450. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Apr. 9.) 
(Sold 226 cars out of 302 offerings.) 

BUICK—’53 RM Riviera sedan, $1,900*; 
Super 2-dr., $1,450. ’52 Super sedan, $1,- 
350*. '51 Super 4-dr., $875*. ’50 Super 
4-dr., $800*; 2-dr., $575. 

CADILLAC—’54 (62) coupe, $5,050* (ps). 
"53 (60) Special 4-dr., $4,050*. ’52 (62) 
conv., $2,400*. °51 (62) 4-dr., $2,095*. 
’49 (62) 4-dr., $700. 

CHEVROLET—’54 Bel Air 4-dr., $1,825; 
(210) 2-dr., $1,625; (150) 4-dr., $1,535. 
’53 Bel Air coupe, $1,440; 4-dr., $1,275*; 
(210) 2-dr., $1,160; (150) 2-dr., $1,025. 
‘52 station wagon, $1,200; SL Deluxe 4- 
dr., $1,050; 2-dr., $1,040; FL Deluxe 2- 
dr., 0. 

CHRYSLER—’51 Windsor 4-dr., $920. 
_ Windbor sedan, $700. 


"50 


DeSOTO—’'54 Powermaster 4-dr., 
’52 Custom 4-dr., $980. 


$2,300. 


DODGE—’52 Coronet (6) station wagon, 
$800. ‘51 Coronet (6) 4-dr., $760. ‘39 
coupe, $250. 

FORD —’54 Custom (8) 2-dr., $2,025*; $1,- 
775. '53 Custom (8) Country sedan, §$1,- 
650; 2-dr., $1,280; Crest (8) conv., $1,- 
540*. '52 Crest (8) conv., $1,100*; Cus- 


tom (8) 2-dr., $1,000*. '51 Custom De- 
luxe (8) Victoria, $870; conv., $700; De- 


luxe (8) 2-dr., $750; Crest 3-dr., $670; 
Custom (6) 2-dr., $660*, 20. 

LINCOLN—'54 Capri 4-dr., $3,225* (ps). 
’53 Cosmopolitan 4-dr., §2,450*. ‘52 
Capri coupe, $1,550*. 

MERCURY—’54 conv., $2,600*; 4-dr., $2,- 
000*. ‘53 4-dr., $1,700; 4-dr., $1,400; 
sport coupe, $1,545*. °52 4-dr., $1,005. 
"51 2-dr., $830; coupe, $825; 4-dr., $825; 


Monterey 2-dr., $775*. 


NASH — '53 Rambler sedan, $1,300. '52 
Rambler station wagon, $800. '51 Ram- 
bler sedan, $670. 

OLDSMOBILE — ‘54 (98) 4-dr., $3,180* 
(ps); Holiday coupe, $2,850*; Super (88) 
4-dr., $2,650*; (88) 4-dr., $2,550*. '53 
(88) 4-dr., $1,900*. 

PACKARD—'53 2-dr., $1,370. ‘52 4-dr., 
$775; $750*. 


PLYMOUTH—’'54 Plaza station wagon, $1-, 
790; Belvedere sport coupe, $1,850*. ‘51 
Concord Suburban, $900; Cambridge 4- 
dr., $430. °49 Suburban, $605; station 
wagon, $500. 

PONTIAC—’54 Star Chief, $2,400; Chief- 
tain (8) 4-dr., $2,065*. '53 Chieftain (8) 


4-dr., $1,630*. °52 Chieftain Deluxe (8) 
4-dy., $1,310*; 4-dr., $1,175*. '51 Chief- 
tain Deluxe (8) 4-dr., $890*, $850. 


STUDEBAKER—'54 Champion coupe, §$1,- 


700. ’'52 Champion 2-dr., $775. '51 Land 
Cruiser 2-dr., $485*; Commander sedan, 
$475". 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 13.) 
(Very little change in prices if any on 
good clean cars. Sold 158 cars out of 

216 offerings.) 

BUICK—’54 Special 2-dr., $2,525*. °53 Su- 
per Riviera 2-dr., $1,815*; RM 4-dr., $1,- 
900*. ’52 Special 4-dr., $1,275*; Super 
coupe Riviera, $1,320*; conv., $1,345". 
*51 Super 4-dr., $905*, $900*, $850"; 
sedanet, $960*; Special 2-dr., $805; 4-dr., 
$875*. °50 Super coupe Riviera, $910*, 
$815*; Special 4-dr., $610, $455. 

CADILLAC—’53 (62) coupe deVille, $3,- 
245* (ps). '52 (62) 4-dr., $2,190*. ‘50 
(62) 4-dr., $1,580*. 

CHEVROLET—’54 (210) 2-dr., $1,685*. '53 
(150) 2-dr., $1,205, $1,150, $1,005; (210) 
2-dr., $1,260, $1,175. 52 SL Deluxe 2-dr., 
$990*; 4-dr., $940. '51 FL Deluxe 2-dr., 
$695; 4-dr., $750*, $720*, $700*; SL Spe- 
cial 2-dr., $590, $550. ‘49 station wagon, 
$610; SL Deluxe club coupe, $440; 4-dr., 


$425. 

CHRYSLER — ’'53 Windsor 4-dr., $1,545*. 
’51 Windsor 4-dr., $910*. 

DeSOTO—’50 Deluxe 4-dr., $530. 

DODGE — '53 Meadowbrook 2-dr., $1,100; 
Coronet (8) 2-dr., $1,275. ’52 Coronet (6) 
4-dr., $380, $825. 46 4-dr., $125. 

FORD — ’53 Main (6) 2-dr., $1,065. ’52 
Main (8) 2-dr., $930; 4-dr., $855. '51 
Custom (6) club coupe, $765; 2-dr., $730; 
Deluxe (6) 2-dr., $685, $675, $640. '50 
Custom (6) club coupe, $330; 2-dr., $400, 
$335, $320. 

KAISER—’51 Deluxe 4-dr., $490. 
$195. 

MERCURY 
2-dr., $1,425*. 
coupe, $1,300*; 
Monterey conv., $8 


"49 4-dr., 


’53 club coupe, $1,425*; 
’52 Monterey Hard Top 
Deluxe 4-dr., $1,090. °51 
05; Deluxe 4-dr., $715; 


2-dr., $830*, $755*. ’49 2-dr., $410. 

NASH—’53 Rambler station wagon, $1,110. 
52 Rambler station wagon, $840. "49 
Ambassador 4-dr., $270, $245. ’47 (600) 
4-dr., $130. 

OLDSMOBILE—’52 Super (88) 4-dr., $1,- 
S85*. ’51 (88) coupe Holiday, $1,100*. 
"50 (88) sedanet, $650*; 4-dr., $625*. '48 
(88) sedanet, $215. 


PLYMOUTH—’54 Savoy 4-dr., $1,530; Bel- 
vedere 4-dr.. $1,745*. 
dr., $1,050; 4-dr., $1,000. 
_ar., $680; ‘Cambridge 4-dr., 


’52 Concord 2- 
$810; Cran- 


"53 Cranbrook 2- | 


$840. 
dr., $150. 
73. 


brook seaan, $900. 


‘51 ‘Crembrosk, 4-dr., 
$605; Cambridge 2-dr., $600; Belvedere, 
‘48 Special Deluxe 2-dr., $455; 4- 
'47 Special Deluxe club coupe, 


$175. 
PONTIAC—’'53 Chieftain (8) 2-dr. 
4-dr., 2 at $1,525. '52 Chieftain (8) 2-dr., 


» $1,570*; 


STUDEBAKER — 
$395. 


——$——___—_——- 
'50 Land Cruiser 4-dr., 


WILLYS—’52 Aero 2-dr., $635. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 


$1,150*. °51 Chieftain (8) 2-dr., $895*; 
4-dr., §875°, §870°. °50 Chieftain (8) 4.| 7%%: Prices are for sale of Apr. 13.) 
dr., $670*; club coupe, $600*; (6) 2-dr., (Market firm. Prices up $25 on most 
$560, $555. '49 Chieftain (8) sedanet, | ‘mits. Sold 262 cars out of 368 offerings.) 
$460; 2-dr., $410. '48 (8) sedanet, $305. | BUICK — ‘54 RM 2-dr., $3,225* (ps), 
STUDEBAKER — '52 Commander 4-dr., $3,200* (ps); Super 2-dr., $3,205*, °53 
$880; Champion 2-dr., $735. °'51 Com- Super 2-dr., $2,160* (ps), $1,835*. ‘51 
mander 2-dr., $425. '50 Commander 2- RM 4-dy., $850*; Special 4-dr., $865*. 
dr., $445; Champion coupe, $500, $475. "50 RM 4-dr., $660*, $580*; Super 2-dr., 
49 Champion 2-dr., $380. 2 at $750*; 4-dr., $650*; Special 4-dr., 
$600*, $540*. $525*, $450. 
FARGO, N. D. CADILLAC—'54 (62) coupe, $5,400* (ps). 
’ . . 
(Tri-State Auction Co. Sale every Thurs- oun ee coays ane iso ipo; 
day. Prices are for sale of Apr. 15.) a * : ine 4 ‘ 1 
4-dr., $3,185* (ps), $3,115" (ps); (60) 
(Market holding strong on good clean Special 4-dr., $3,575* (ps) 
cars which are much in demand. 54 cars | (uae VROLET_-’54 Bel Air 4-d 1,880° 
sold out of 92 offerings.) , fan’ oa it 4-dr., 1,080°, 
BUICK—’46 Sedanet 2-dr., $135 $1,795. ‘53 (210) conv., $1,580*; 2-dr., 
CHEVROLET—'54 (210) 4-dr., $1,705. 53| $1,330°, $1,315, $1,220; 4-dr., $1,200; Bel 
(150) 2-dr., $1,100, $1,075. ’52'Bel Air| Ait 4-dr., $1,545° (ps), $1,475, $1,330, 
sport coupe, $1,020% ‘51 Special 2-dr., Seem oa tae ear’ cn hae 
$605; SL Deluxe 4-dr., $685; SL Special , sat . * " . 
4-dr., $640; Special 2-dr., $535. '50 SL oars a aon sae 8 at "goes $020. 
Deluxe 4-dr., $575*. '47 SM sedan, $115.| 50 sei air, $800; SL Special 2-dr.. $565. 
FORD—’54 Victoria (8) 2-dr., $2,100*. '53| _. YSL ve M y * r 
Ranch Wagon (8), 2 at $1,670, $1,635; | CHRYSLER—'5S4 NY 4-dr., §2,900* (ps). 
Main (8) 2-dr., $1,245. °52 (8) 2-dr., 51 Windsor 4-dr., $1,020*, $925*, $855*; 
$635. '51 Custom (8) 4-dr., $775; %-ton, club coupe, $770*. °48 NY 4-dr., $305". 
$730; Custom (8) 2-dr., $800*; Deluxe 47 Windsor 4-dr., $140*. 
(8) 2-dr., $530. °50 Deluxe (8) 2-dr., | DeSOTO—'’52 Fire Dome club coupe, §$1,- 
$530; Deluxe (8) 4-dr., $630; Custom 140*. '51 sport coupe, $1,060*, $1,025°. 
Deluxe (8) 2-dr., $475. DODGE—’53 Diplomat, $1,405*; Meadow- 
KAISER—’51 4-dr., $495. brook station wagon, $1,350*. ‘47 conv., 
LINCOLN—'49 4-dr.. $400. $165". ‘46 2-dr., $100*. 
MERCURY—’'49 4-dr., $425. FORD—'54 Custom (8) station wagon, $1,- 
NASH—'46 4-dr., $425. 900. "563 Custom (6) 4-dr., $1,195*, $1,- 
OLDSMOBILE—’52 (98) 4-dr., $1,225. ‘51 160; Custom (8) 4-dr., $1,155*; 2-dr., 
conv., $900. '46 2-dr., $175*. $1,145, 2 at $1,125. '52 Victoria, $1,115*; 
PLYMOUTH—’'53 Cranbrook 4-dr., $1,020; Custom (8) 2-dr., $955. °51 Custom (8) 
Cambridge 4-dr., $1,025; Suburban, 2 at conv., $1,000*; 4-dr., $855*, $815*, $645, 
$1,400; Cambridge club coupe, 2 at §1,- $440; Victoria, $960*, $810. '50 Custom 


100. °51 Suburban, $720; Cambridge, (8) conv., 
$625. '47 Special Deluxe 4-dr., $115. 

PONTIAC—’51 Chieftain 4-dr., $700*; 2- modore (8) 
dr., $885. '50 Chieftain 2-dr., $620. dr., $400. 


4-dr., 


$530; Deluxe (8) 2-dr., $525. 
HUDSON—’53 Hornet 4-dr., $985. 
$530; Pacemaker 4- 
'49 Pacemaker 4-dr., $195. 


’50 Com- 


23 


$475. °49 4-dr., 


$1 

LINCOLN—’53 Cosmopolitan 4-dr., §2,260* 
(ps); Capri coupe, $2,080*. °52 Capri 
coupe, $1,520*. 

MERCURY—’52 conv., $1,260*; 4-dr., $1.- 
240*. ’51 2-dr., $890*, $845*; 4-dr., $785. 

NASH-—'53 Rambler coupe, $1, 345; 
wagon, $1,150; Statesman 4-dr., $1,200 
‘52 Ambassador club coupe, $1,250*; 
Rambler station wagon, $700. '51 States- 
man 4-dr., $795*, $675*. 

OLDSMOBILE—’53 (88) eds $2,370° ; 
(98) Holiday, $2,335* (ps); 4-dr., 2,025* 
(ps). '52 (98) Holiday, $1,915*, $1,630*; 
4-dr., $1,555* (ps), $1,550* (ps), $1,- 
oe $1,385*; 4-dr., $1,300*; 2-dr., $1,- 

$1,175". 

PACKARD — 50 4-dr., $300. 

PLYMOUTH—’53 Cranbrook conv., $1,560*; 
4-dr., $1,240, 2 at $1,210, $1, 130, $1,125; 
2-dr., $1,050; Belvedere, $1,440*. 

PONTIAC—'54 Star Chief Catalina, $2,645* 
(ps); 4-dr., $2,300*. '53 Chieftain Deluxe 
(8) conv., $1,965*, $1,895*. '52 Catalina, 
$1,515*, $1,510, $1,325; Chieftain Deluxe 
(8) station wagon, $1,415*; 2-dr., $1,- 
aaa $1,095*, $1,080. "51 Catalina, $1,- 


STUDEBAKER— 53 Commander (8) 4-dr., 
$1,335*. ‘52 Champion 2-dr., $590. ‘51 
Commander 4-dr., $535, $510; Champion 
2-dr., $525. °50 Champion 2-dr., $425, 
$395, $375. '48 Champicn 4-dr., $325. 


KAISER—'51 4-dr., $600*, 
55. 


— Auctions in Brief — 


OMAHA 
Cliff Soderburg Auto Auction. 
Thursday. (Apr. 15.) Prices steady. 
47 of 90 offerings. 
* 


Every 
Sold 


* 


MASON CITY, IA. 
Lapiner Auction Co. Every Wednesday. 
(Apr. 14.) Sold 101 of 131 offerings. 
* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Every 
Thursday. (Apr. 15.) Prices strong, de- 
mand good indicating good retail spring 
market. Sold 99 of 133 cars offered. 


New Commercial Car Registrations, 
18 States for March, 1954-1953 
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New Passenger Car Registrations, 21 States for March, 1954-1953 
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“* Ninety Chevrolets erroneously credited to Escambia County, Florida, in January have been removed from March year-to-date 


ures. This is a complete deletion, not an adjustment. 
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RESISTS RUST—This high-gloss finish is 
said to cover in one coat when applied 
by brush, spray or dipping, and to bake 
in 15 minutes at 275 degrees or 20 min- 
utes at 225 degrees. its maker recommends 
it for battery hold-down clamps, battery 
retainers and other parts. Excelsior Varnish 
Works, Inc., 1219 W. Seventy-fourth St., 


Cleveland 2, O. 
* * 





MIRROR 


brochure 
giving polish-sales tips and telling the 
history of the 53-year-old firm on the 
occasion of completion of its new plant 
has been issued by Mirror Bright Polish 
Co., Pasadena, Colif.. 


FACTS —A special 


porns 
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HYDRAULIC HAND JACK—This new line 
is available in capacities of from three to 
20 tons. Called the G.V.W. series, these 
jacks are said to lift all modern trucks 
through a combination of collapsed height, 
plunger travel and screw extension. New 
design features include oversize malleable 
iron pump beams, iron-top caps, sharp 
tooth cross-milled serrated saddles and 


pumps. Blackhawk Mfg. Co., Milwaukee 
46, Wis. 








BATCH CLEANING —An eight - page 
bulletin, “Metal Parts Batch Cleaning in 
Minutes,’ describes the Magnus Ajo-Lif 
cleaning machines and their applications. 
Magnus Chemical Co., Inc., Equipment Di- 
vision, Garwood, N. J. 














: | foot. Bottomley Enterprises, 











CIGARET LIGHTER—It is claimed that 
this lighter can be handed safely from 
person to person while red-hot or be 
dropped without fear of burns, since the 
heating element is located at the bottom 
of a cup-like shield, called Kool-Kup. The 
shield provides an insulating air space 
around the element, keeping the exterior 
of the lighter cool enough to handle. 
Rochester Products, Rochester 3, N. Y. 

* ¢ @ 


FEELER GAUGE—This unit is designed 
to protect the mechanic from burning or 
skinning his knuckles while adjusting tap- 
pets on Ford and Mercury cars. The handle 
is made of a tubular fiber. One end of 
the tool, with a thickness of .015 inch, is 
for Ford Six intake. The other, with a 
thickness of .019 is for Ford Six exhaust, 
and Ford V-8 and Mercury intake and 
exhaust. Houser Engineering & Mfg. Co., 
Inc., 200 E. Spring St., Bluffton, Ind. 





PEDAL EXTENSION — Called Safety 
Brake, this brake pedal extension, for cars 
with an automatic transmission, is said 
to take less than a minute to install. It 
can be used by either the right or left 


14466 Ford 
Rd., Dearborn, Mich. 


ishing shops. Its lamp distribution is said 
to eliminate hot spots and assure bal- 
anced paint film temperature. The travel- 
ing oven reverses direction automatically. 
Fostoria Pressed Steel Corp., Fostoria, O. 







INFRA-RED OVEN — The Mobil-Dry Jr., 
Model 414V, is designed for small refin- 











ROCKER ARM COVERS—Now available 
for 1954 Ford, Mercury, Dodge V-8 and 
Oldsmobile cars. Of polished cast alu- 
minum, the Fenton rocker arms not only 
enhance appearance but serve a practical 
purpose, it is stated, by reducing engine 
noise. Standard Automotive Mfg. Co., 
3401 E. Pico Bivd., Los Angeles 23, Calif. 


STROMBERG CARBURETOR 


SERVICE PARTS CATALOG 





PARTS CATALOG — Stromberg Catalog 
10-D offers information on equipment and 
replacemént carburetors for cars and light 
trucks from 1942 through 1954. The cata- 
log, istved by the Bendix Products divi- 
sion of Bendix Aviation Corp., South Bend, 
Ind., may be obtained at $1.50 from any 
Bendix Stromberg distributor or dealer. 





SOCKETS, WRENCHES—A set of Whit- 
worth tools serves the Nash Metropolitan 
as well as other foreign cars. The set, 
W130, includes seven sockets, three at- 
tachments and seven combination 
wrenches. Bonney Forge & Tool Works, 
Allentown, Pa. Z 
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CAR COOLER—A portable car cooler, 
whose motor drives a heavy-duty blower, 
is said to lower temperatures more than 
20 degrees. The 83%4-pound unit can be 
set anywhere in the car, and adjustable 
louvers can be turned to throw cooled 
air in any direction. The only installation 
required is a switch plug under the dash. 
Qwickool Products Co., 5555 W. Man- 
chester Bivd., Los Angeles 45, Calif. 


ee 0s oe ee : 


MASTER SWITCH—The Voda is a vacu- 
um-operated, automatic switch which cuts 
off the electrical system when the car is 
left unattended. Thus, it protects against 


dead batteries, caused by lights or radio 


being left on. It allows delayed light 
action up to four minutes before lights 
are turned off automatically. Voda In- 
dustries, Inc., 11713 S. Cypress St., 
Orange, Colif. 





ELECTRIC TACHOMETER—Mode! 107 ‘is 
an ignition-type tachometer which indi- 
cates idling speed, overspeed or racing 








-|and clutch slippage. It is available for 

ve — . four, six or eight-cylinder engine speeds 

Le ae to 3,000 or 5,000 rpm. and is said to 
; be accurate within 5 percent. Electro- 

WHEEL DISC—The Constellation one- . . 

piece wheel disc is made of chrome nickel Mechano Co., 261 E. Erie St., Milwaukee, 

stainless steel and rustproof. It fits all 15- Wisconsin. 

inch wheels. Lyon, inc., 13881 W. Chi- 

cago, Detroit, Mich. | 
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RADIATOR HOSE—A new Erie Beauti- 
flow chrome-plated radiator hose kit for 
Ford and Mercury cars is designed to 
give the custom look. The kit replaces 
rubber hoses and consists of two chromed 
steel tubes, eight chromed hose clamps 
and four sections of three-ply fabric 
rubber hose. The five models fit 1933-53 
Fords and Mercurys. J&H Sales Co., 75 
E. Wacker Drive, Chicago 1, Illinois. 





TIRE ROUNDER—The Hunter Tru-Up is 
said to true tires without removing the 
wheels from the vehicle. It rounds tires on 
both front and rear wheels and also 
handles truck tires up to 7:50x20 size. The 
unit is portable. Hunter Engineering Co., 7 
Hunter St., St. Louis, Mo. 


. 
Turnings 
(Continued from Page 15) 

ticable to begin with a 40 pound 
casting and machine it down to 
eight pounds. But, if titanium were 
to be used in a similar way, the 32 
pounds of metal scrap would be a 
waste of about $300. 

In fabricating titanium parts, 
manufacturing methods must be 
revised to avoid excessive scrap. 
Promising developments are un- 
derway in the so-called “chip- 
less” production techniques. 
Examples are precision forging, 
shell molding and precision or ma- 
chine spinning on both hot and cold 
parts. The working of high-temper- 
ature alloys offers a fertile field for 
the exercise of imagination and in- 

genuity in both design and manu- 
facturing techniques. 

These significant factors in stim- 
ulating the continued expansion of 
automotive titanium applications 
were brought out in discussions at 
the recent SAE National Produc- 
tion Meeting in Chicago. 

Titanium metal intrigues the 
engineers, because it could be 
used advantageously in place of 
stainless steel in certain parts 
where lightweight is desired on 
load-carrying members, or 
strength or corrosion resistance 
is needed in high-temperature use. 

Present uses are restricted by 
limited availability of titanium, and 
its high cost of $8 to $20 per pound. 
However, the price may be expect- 
ed to come down with increased 
use and improvements in produc- 
tion techniques for the metal. 

+ + 


What's New 
Under the Sun? 


D MACAULEY, Packard’s chief 
styling engineer had a car with 
transparent top 14 years ago. Orig- 
inally built in 1940, it was believed 
to be the first car with a plexiglas 
roof. Ed drove the car 147,000 miles 





s : 
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Macauley's Expe 


"A 4 
riment 
* * * 
during a period of 11 years, and en- 

joyed it immensely. 

However, the heat transfer and 
glare characteristics, coupled with 
design and manufacturing con- 
siderations, caused him to con- 
clude that such a car was not 
feasible for large-scale commer- 
cial production at that time. 

But times have changed. And the 
Ford Motor Co. obviously believes 
that a partial plastic-top car can 
achieve a significant sales volume. 
This writer’s guess is that combined 
Ford and Mercury production of 
these models will be 30,000 to 40,000 
units for 1954, 

a 


Drop a Pill 


In the Tank 

Imagine a man walking up to 
his car and dropping a metal pel- 
let into the tank to “fuel-up” in 
preparation for a full day’s cross- 
country driving! 

According to Dr. James Austin, 
president of the American Society 
for Metals, this may be a possi- 
bility for the future. But there is 
@ major metallurgical stumbling 
block. Austin points out that 
“We've got to develop something 
which will stand terrific amounts 
of heat and pressure, if we are to 
build engines capable of han- 
dling -such fuel.” 

7” * 


Designed For 

Continuous Operation 

HERES a tip on the status and 
direction of development of 

metal-cutting machinery for auto- 

mated production lines: 

A leading machine design and 
building firm is applying for pat- 
ents on equipment that will run 
continuously. 

If successful, these designs will 
reduce the frequency and extent of 
production interruptions caused by 
down-time for maintenance, tool 
change, cleaning and lubrication. 
Although declining to reveal details 
at this time, the company did state 
that the machines are not set up 
for automatic tool changing. 


+. 





ound. 


eased 
oduc- 


chief 


Drig- 
lieved 
iglas 
miles 


i en- 


on- 
on- 


er- 


| the 
eves 


ume. 
ined 


1 of 
0,000 


and 
uto- 
nd 


will 
t of 
tool 
ion. 


fate 
up 


Local 


AUTOMOTIVE NEWS, APRIL 26, 1954 


Officials Resent ‘Giveaway’ 





UAW Cool to K-W Pay Plan 


(Continued from Page 2) 


executives “had not even suggested 
pay cuts.” 

Horvath said that management 
“seems to feel that they can do a 
better job with more production 
per man, and we have tried to 
cooperate.” 

In return for the union wage 
concession, the Willys management 
agreed to cut down on supervisory 
personnel, and already the ranks of 
second-line officials have been re- 


duced a third. 
os ca 


N MIAMI, the AFL Teamsters 
suffered a jolting setback last 


» week in its efforts to organize auto- 


salesmen. National Labor Relations 
Board elections were held by sales- 
men of two new-car dealerships, 
and in both instances the vote was 
overwhelmingly against the union. 


A vote taken at the Don Allen 
Southland Chevrolet Co. showed 
the salesmen 20 to 0 against nam- 
ing the Teamsters as bargaining 
agent. At a Buick Co., the 
vote was 14 
union. 

These firms were the only deal- 
erships the Teamsters have at- 
tempted to organize so far. Louis 
Segal, business agent of the union, 
said no demands had been formu- 
lated prior to the elections. 

The impression among some deal- 
ers was that the drive for sales- 
men would have been the opening 
wedge in a campaign to get shop 
employes in line. Previous efforts 
to organize the shopmen had met 
with no success. 

There are about 1,600 salesmen 
employed in the area by new and 
used-car dealers. 


Rd * * 


nt ae the opening round 
f “Operation Guinea Pig” be- 
gan last week in Detroit when the 
AFL auto salesmen’s union peti- 
tioned the National Labor Relations 
Board for representation elections 
in three Detroit-area dealerships. 


The firms are Down River 
Chevrolet, Wyandotte, employing 
30 salesmen; Walker Motors 
(Ford), Highland Park, 10 sales- 
men, and George Motor Sales 
(Dodge-Plymouth), Hamtramck, 
six salesmen. 

Henry Lower, business agent for 
Local 376, said the union had orig- 
inally planned to request elections 
in 130 dealerships but had decided 
to select one dealership in each of 
General Motors, Ford and Chrysler 
lines for a “trial run.” He said the 
fact that the dealers selected all 
were in the suburbs was accidental. 


“In this way,” said Lower, “we 
can find out the strategy, attitude 
and amount of opposition that we 
can expect from each line. Our de- 
portment will be decided as we go 
along.” 

* * + 

OWER asserted that he felt 

Chrysler-line dealers would not 
offer much opposition to the union; 
that Chevrolet dealers were “pre- 
paring a formidable” opposition to 
the union and that he didn’t know 
what kind of opposition Ford deal- 
ers would present. 

Lower said that the union now 
represented over 2,000 Detroit- 
area salesmen and that “we have 
NLRB election petitions for 211 
other dealerships all made up, 
which we will file as we see fit.” 

Several officials at the three deal- 
erships where elections have been 
requested expressed this thought: 
“We don’t mind the union half as 
much as we mind being made the 
‘guinea pigs? ” 

a * * 
LTHOUGH all declined to be 
quoted, they said they felt that 


Auto Stocks 





Apr. Apr. 1954 

21 14 High Low 
Chrysler 58% 61% 64% 56% 
GM 67% 69 691%, 58% 
Hudson 9 9% 18% 9 
Kaiser 2% 2% 25% 2% 
Nash 18% 18% 18% 18% 
Packard 3% 3% 4 3% 
Stude. 16 185% 23 15% 


Average 24.82 25.48 

Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
Ir 


2 against the | 


it was grossly unfair to single out 
particular dealers and particular 
salesmen. This tactic, they stated, 
would only drive business else- 
where. 


Last week the salesmen’s union | 


Packard’s Nance 
Alerts Holders 
To ‘Tough’ Year | 


DETROIT.—A “tough” year ahead 
was predicted by James J. Nance, 
president of Packard, at the annual 
stockholders’ meeting last week. 


Dubious about the payment of 
any dividends this year, Nance said 
that “we're trying to do everything 
we can to keep the company 
healthy.” Packard paid a 20-cent 
dividend last year and 15 cents in 
1952. 


Asking for understanding and 
patience, he said, “You don’t turn 
a business like Packard’s around 
overnight. It will take time and a 
lot of money.” 

Nance said overproduction in 1953 
caused an “excessive carryover” of 
*53 models, demoralizing the mar- 
ket. “It looks like more of the 
same” most of this year, he added. 

He also said that (1) no merger 
negotiations were in progress, (2) 
the company was studying methods 
of making its own bodies and (3) 
there would be no reverse stock 
split this year. 

Nance asserted that Packard had 
tried to help its dealers by offering 
them rebates on unsold ’53 cars, by 
adjusting production to the de- 
mands of the dealers and by hold- 
ing frequent sales meetings. 


Bootleg 


(Continued from Page 3) 


mate new-car dealers by only $2 
per unit. 

It has been reported that two 
dealers in the New York City area 
have received stern factory warn- 
ings against bootlegging. 

+ * > 


REPORT from Louisville last 
week indicated that bootlegging 
there was decreasing. One reason 
given was that fewer nonfranchised 
dealers are still selling new cars. 
Fewer used-car dealers are in- 
terested in handling new cars, 
the report said, and some of the 
borderline outfits have quit. 

The Louisville report said that 
the nonfranchised dealer there has 
only a small competitive edge over 
the franchised dealer, considering 
his advertising expense, state taxes, | 
freight and cost of accessories. 

The advantage comes in the sav- 
ing on customer service and in the 
fact that most of the bootleggers 
have offered more attractive finance 
terms. 

The Michigan Automobile Dealers | 
Assn. last week joined dealer groups 
reporting serial numbers and names 
of dealers involved in bootleg deals | 
uncovered by members. 

oe x * 


HARLIE HENDERSON, man-' 

ager of the New York State, 
dealers group, had these words of 
advice for harassed new-car deal- 
ers: 

“What are the advantages (of a 
franchised dealer)? Just the war- 
ranty, the factory-authorized parts 
and the availability of trained me- 
chanics in a well-equipped service 
department? 

“If the new-car dealer can’t 
offer more than these physical 
advantages, he won’t look much 
more attractive than the boot- 
legger under the spotlight to 
many customers, instead of shin- 

ing white and desirable by com- 
parison, 

“Unless your warranty is known 
to be as good as legal tender, your | 
warranty won’t give you much) 
edge. Unless you’re properly pro- 
moting your parts department, it 
won't carry much weight. And| 
unless you’re really providing top- | 
notch repair and maintenance serv- | 
ice at acceptable prices, and mak- 
ing a success of selling these serv- 
ices, you're not outpointing the 
bootlegger who’s selling current 
models for $100 to $200 under your 
prices.” 





threw up a four-man picket line at 
Rosedale Motors (Oldsmobile), De- 
troit, in a dispute involving the 
firing of a salesman. 

Lower said that the union would 
do everything in its power to stop 
delivery of cars to Rosedale, and 
that haulaway drivers had been 
instructed by their union at the 
Oldsmobile plant in Lansing that 
Rosedale was to get no more 
cars. 

Lower added that Oldsmobile had 


been told the Teamsters would pick- 


et the Lansing plant if Rosedale 
officials were permitted to pick up 
cars at the plant. 

Rosedale did get one load of cars 
by having it delivered to Griffith 
Oldsmobile, a nearby dealership. 
After the union threatened to pick- 
et Griffith, it was agreed that Grif- 
fith would receive no more cars for 
Rosedale. 

* a7 + 

__ week the UAW, speaking 

for the Chrysler Connor-plant 
workers, called on Packard to 
schedule the production of Pack- 
ard bodies on a five-day, forty-hour 
week basis so that the Chrysler 
workers can earn a “decent weekly 
wage.” 

Emil Mazey, UAW secretary- 
treasurer, and Norman Mat- 
thews, director of the UAW’s 
Chrysler department, wrote 
James J. Nance, Packard presi- 
dent, that workers in the Chrys- 
ler plant had worked only 52 
days out of a possible 80 thus 
far in 1954. 

+ * 7 

N ANOTHER area, R. D. Nesen 

(Oldsmobile), Oxnard, Calif., has 
been found in contempt of court by 
the U.S. Ninth Circuit Court of 
Appeals for failing to bargain with 
the AFL Machinists. 

Nesen’s attorney had contended 
that the law required to “bargain” 
with the union but not to “con- 
clude” an agreement. 

The court ordered Nesen to pay 
the court costs, to sign with the 
union within 40 days and to be 
liable to a fine for each day of 
noncompliance. 

In San Francisco, AFL Machin- 
ists have decided against asking for 
pay increases from auto dealers 
because “of the economic and polit- 
ical situation.” 

William Madigan, union business 
agent, said his organization repre- 
sented several thousand shop work- 
ers employed by members of the 
San Francisco Motor Car Dealers 
Assn. 


Umpire Is Appointed 


For Goodyear, Union 
AKRON. — Dr. Paul N. Guthrie, 


| professor of economics at the Uni- | 


versity of North Carolina, has been | 
named as umpire for the settlement | 
of labor grievances between the, 


|CIO United Rubber Workers and | 


Goodyear Tire & Rubber Co. 

Dr. Guthrie, who succeeds James | 
Healy, has extensive experience as 
an arbitrator and in other phases | 
of labor relations. He also has| 
served with the Federal Mediation | 
and Conciliation Service. 





Millionth Fordomatic— 


W. E. Kimbrough (right), district sales 
| manager for the Ford division at Chester, 
Pa., congratulates William Molin, produc- 
tion manager of the Chester assembly 
plant, as the millionth car equipped with 
Fordomatic transmission rolls off the as- 
sembly line. About 40 percent of all Ford 
cars now come equipped with the auto- 
matic shift, compared with 22 percent in 
1951, the year Fordomatic was introduced. 





15-Year Plaques for Studebaker Dealers— 
Four Studebaker dealerships received 15-year plaques at a sales meeting in 


Kansas City. They were Carnes Motor Co., St. Joseph, Mo.; Kritzler Motor Co., Inc., 
Kansas City; Schrey Motors, Leavenworth, Kans., and Bennette Motor Service, Higgins- 
ville, Mo. In the front row (from left) are Ned Carnes, Marvin Kritzler and Kritzler's 
father, Sam. Back row: Otto Baker, secretary of Carnes Motor; A. J. Van Hecke, 
regional manager; Karl Schrey; Winfield Bennette; Robert S. Armacost, Kansas City 








istrator, and H. B. McCoy, deputy 
administrator, touched on plans 
covering industrial dispersion, de- 
concentration of production, plant 
protection, alternate sources of sup- 
ply, protection against espionage, 
sabotage and bomb damage. 

The industry representatives 
pledged their full cooperation, al- 


Big Gains Shown 
In 53 Report of 
Ford of Canada 


WINDSOR, Ont.— A 50 percent 
increase in car production, a 26 
percent gain in sales and a 30 per- 
cent boost in net profit after taxes 
highlight the annual report of Ford 
Motor Co. of Canada, Ltd., for the 
year ended Dec. 31, 1953, which was 
distributed to shareholders last 
week. 


Marking the Golden Jubilee of 
Canada’s first auto manufacturer, 
the 28-page report includes a spe- 
cial historical section reviewing 
Ford of Canada’s spectacular 
growth in its first 50 years. 

The company produced a record 
total of 155,626 vehicles, exceeding 
by 23,436 units the previous peak 
|in 1952. Car production of 124,185 
units was 50 percent higher than in 
1952. 

The total value of sales at $309,- 
443,029 was the highest on record, 
an increase of $41,759,060 over 
| 1952. Sales in Canada totalled $287,- 
| 469,995, an increase of $59,612,643, 
| or 26 percent. 
| Unit sales of Ford of Canada 
cars, trucks and tractors in domes- 
‘tic and export markets increased 
20 percent to a total of 165,802. 

Particularly significant in the 
1953 operations was Ford of Can- 
| ada’s increased share of the Cana- 
|dian market for new cars of the 
North American type, which rose 
from 26.4 percent in 1952 to 32.3 
percent in 1953. 

Ford accounted for 28.8 percent 
of total truck sales in Canada, as 
compared with 26.9 percent in the 
preceding year. 


N.Y.C. Dealers 


To Hear Quinn 


NEW YORK. — Ed C. Quinn, 
president of Chrysler division, will 
be guest speaker 
at the 46th anni- 
versary banquet 
of the Automobile 
Merchants Assn. 
of New York, May 
11 at the Hotel 
Waldorf Astoria. 

Quinn is ac- 
quainted with 
many Dodge deal- 
ers in the New 
York area who 
worked closely 
with him when he was New York 
regional manager. 








Ed Quinn 


Rebuilders Decry Taxes 


U. S. Aides Told of Need to Clarify Regulations; 
New Defense Plans Discussed 


(Continued from Page 6) 


dealer and retired NADA president, and Max E. Earhart, district manager. 






though it was contended that the 
Government should give some in- 
dication of the conditions likely 
to prevail and should decide on 
the relative essentiality of the 
various consumer durable goods. 

Commerce Department officials 
admitted that it would be each 
company’s responsibility to plan for 
its own survival and the replace- 
ment of its facilities in the event 
of enemy bombing. 


Attending the meeting were John 
Dixon, Clevite Corp.; John C. 
Dopke, A. O. Smith Corp.; Jack E. 
Echlin, Echlin Mfg. Co.; M. P. Fer- 
guson, Bendix Aviation Corp.; K. J. 
Ammerman, Borg-Warner Corp.; M. 
B. Terry, American Brake Shoe 
Co.; D. H. Kelly, Electric Auto-Lite 
Co.; Geo. W. Veale, Eaton Mfg. 
ow W. C. Morgan, Walker Mfg. 


got J. Mummert, McQuay-Norris 
Mfg. Co.; S. E. MacArthur, Fed- 
eral-Mogul Corp.; C. J. Reese, 
Continental Motors; Goodloe 
Rogers, American Forging & 
Socket Co.; Willard Rockwell, 
Rockwell Spring & Axle Co.; M. 
F. Peterson, Carter Carburetor 
Corp.; Frank Rising, Automotive 
Parts Manufacturers Assn.; J. L. 
Wiggins, National Standard Parts 
Assn.; John Keplinger, Hercules 
Motor Corp.; Arthur H. Nuesse, 
Truck Body and Equipment 
Assn.; John H. Shields, Superior 
Coach Corp. 

Donald H. Teetor, Perfect Circle 
Corp.; L. M. Clegg, Thompson Prod- 
ucts, Inc.; C. O. Skinner, Automo- 
tive Parts Mfgs. Assn.; P. W. Eells, 
Internal Combustion Engine Insti- 
tute; S. E. Biggs, Youngstown Steel 
Car Corp.; Fearson S. Meeks, Truck 
Body and Equipment Assn.; Joseph 
F. Heil, The Heil Co. 








FOR CAR LOTS 


@ Any colors, solid, alternating or checker- 
board. Life time frames, extra durable 
material. 


@ Comes completely assembled, ready to 
erect. Thousands in use all over U.S. 


@ Can be folded or taken down instantly. 
Revolved by ordinary fan (included). 


Prices f.o.b. Miami, Fic. 
Fully assembled, 10 day delivery, $327.50 


APEX AWNING co. 


1225 S. W. 6th St. 
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Push for Sales Incentive Brings Confusion .. . 


Dodge Dealers Kick Up Furor 


forms a committee that may ap-| 


(Continued from Page 1) 


Desmond—were invited to a por- 
tion of the day’s sessions and were 
present when a “resolution,” de- 
manding a $200 bonus per Dodge 
retailed the rest of this year, was 
offered. 

According to H. G. Luhring of 
Norfolk,- Va., who headed a three- 
man. resolutions committee, the 
‘iltimatum” was the consensus of 
dealers at the morning session. S. 
L. Savidge of Seattle and Richard 
H. Burkhart of Waterbury, Conn., 
were other members of the com- 
mittee. 

But Fred Sutter, national chair- 


man of the Dodge line groups 
and head of NADA’s Industry Re- 


ere CAR s 


ay 


lations Committee, declared that 
the committee was chosen by the 
delegates merely “to draw up a 
statement embodying thoughts 
expressed at the morning ses- 
sion.” Instead, he said, the “reso- 
lution” was “the thinking of only 
three men.” 


The “resolution” was read while 


the factory officials were present 
and caused considerable embarrass- 
ment, it is reported. It gave Chrys- 
ler Corp. “until Monday noon (Apr. 
19)” for an answer. 
* * 


oo of the meeting leaked to 
newsmen and brought a series 
of charges and _ counter-charges 
from two factions of dealers. 
Luhring, who along with Savidge 


* 


and Dan O’Day of Lowell, Mass., | 





Soap Box Derby Preparations Start— 


Details for the 17th All-American Soap Box Derby. in Akron, next Aug. 15 were 
discussed by Chevrolet representatives and Akron officials at a Detroit meeting. 
Grouped around the official Soap Box Derby car are (from left), George Wilson, 
assistant executive secretary, and George Brittain, executive secretary, both of the 
Akron Chamber of Commerce; Leo G. Walter, Akron service director; J. F. McGuire, 
Akron Beacon Journal promotion manager and derby director; W. J. King, general 
manager of the derby and assistant advertising manager of Chevrolet; Mayor Leo 
Berg of Akron; Noel Michell, derby committee chairman, and Thomas Ferns, presi- 
dent, both of the Akron Chamber of Commerce; and Jack Gordon, of Chevrolet. The 


race is co-sponsored by Chevrolet, its dealers and leading newspapers. 





DETROIT.—-A cross-section group 
of 500 Chrysler division dealers be- 
lieves that business activity is in- 
creasing and will 
continue to in- 
crease for the re- 
mainder of the 
year, reports E. C. 
Quinn, president 
of the division. 

“Their estimate 
is backed by the 
fact that ship- 
ments of new 
Chryslers to fill 
dealers’ orders in- 
creased 13.5 per- 
cent for the period March 16 
through Apr. 15 over the previous 
30 days,” said Quinn, who was 
elected to the Chrysler Corp. board 
of directors last week. 

“Another factor greatly influenc- 
ing our new-car business is the 
renewed sales activity in used cars 
which has resulted since the first 
of the year in a 20 percent reduc- 


E. C. Quinn 





97% of DeSoto Buyers 


Take PowerFlite 

DETROIT. — PowerFlite, the 
automatic transmission  intro- 
duced by DeSoto in its 1954 line, 
has been accepted by 97.3 percent 
of DeSoto buyers thus far in the 
model year, the company an- 
nounced last week. 

J. B. Wagstaff, sales vice-pres- 
ident, said that the preference of 
DeSoto buyers for the automatic 
transmission was substantially 
above the industry’s average and 
had “exceeded our highest esti- 
mates.” 





Dealers Reassure Quinn 


They Report Business Growing, Stocks in Control, 
Says Chrysler Division President 









tion in stocks in the hands of 


Chrysler dealers.” 

Quinn said he and the Chrysler 
sales staff had talked with the 
dealers about business conditions 
in their selling areas when the 
dealers visited Detroit last week 
for a spring meeting. 

From these discussions, he said, 
came six major points of agree- 
ment by the dealer group on why 
business would become steadily 
better. 

“First, Chrysler dealers report 
that, in contrast to the situation of 
many competitive dealers, they are 
not overloaded,” Quinn said. “In 
addition, almost all report that pay- 
rolls in their areas are up over last 
year.” 

Quinn said that the third reason 
given by dealers for business im- 
provement was found in the fact 
that industries in their localities 
were spending large sums for ex- 
pansion. 


“Our dealers are further en- 
couraged because their state and 
county governments have either 
allocated or plan to allocate large 
sums for the building of schools, 

| public buildings and highways,” 
| Quinn said. 

Fifthly, he said, the dealers al- 
most without exception reported 
increases in the number of families 
in their trading areas. 

“Lastly,” Quinn said, “dealers are 
unanimous in feeling that people in 
their localities have more liquid as- 
sets and less debt than at any time 

| previously.” 

Ten million cars of prewar vin- 
tage need replacement, and this 

| makes Chrysler sales executives 
| feel that the only thing necessary 
| to guarantee good business is good 
| salesmanship, Quinn said. 





pear before Chrysler directors May 


6 in New York City, declaréd his | 


group had been instructed to draw 
up a resolution. Sutter denied this 
and pointed out that no vote was 
taken on the so-called resolution. 

Sutter also asserted that, con- 

trary to newspaper accounts, the 

Chrysler officials were invited to 
attend the meeting. He said he 

discussed the impending meeting 
with vanderZee about a month 
ago, suggesting that the dealers 
would like to hear talks by Col- 
bert and the other officials. 

He denied that the meeting was 
an “emergency” one, with tele- 
grams sent dealers only five days 
prior to the session. 

* * * 
[_CBRING said the Good Friday 
“explosion” has been accumu- 
lating for over a year. He declared 
that George Lindbloom, national 


| chairman of the Dodge Dealer Ad- 


visory Council (which meets with 
factory officials periodically), had 


| outlined dealer needs in a Feb. 18 
| letter to Colbert. Following a 


“vague” reply from vanderZee, 
Luhring said, the various state line 
groups urged Sutter to call a na- 
tional meeting. 

Luhring said that his commit- 
tee’s “Prescription for Our Ills” 
(he declared Colbert called it an 
“ultimatum”) was designed “to 
help dealers only to break even 
this year.” He said the factory 
was promised a doubling of pres- 
ent Dodge production if financial 
aid was given dealers. 

Luhring said the Apr. 19 deadline 
was given because of the Chrysler 
stockholders meeting set for Apr. 
20. Both the deadline and the stock- 
holders meeting passed last week 
without further word from factory 
officials. 


‘Colorful Ideas Add 


Sparkle to Dealer 


Promotions in Ga. 


ATLANTA.—Several Atlanta-area 
dealerships are carrying out un- 
usual promotions. 

Belle Isle Motors, Inc. (DeSoto- 
Plymouth), Decatur, is advertising 
cash prizes in a “get acquainted” 
program, according to Alvin L. 
Belle Isle, president. 

To be eligible for the $500 in cash 
and other awards, including a 
baked-enamel paint job, a person 
merely registers at the Belle Isle 
showrooms or used-car lot. Draw- 
ing will be July 2. 

The used-car department of Wade 
Motor Co. (Ford) is holding a series 
of Friday-night sales, with top val- 
ues offered on late-model Fords, 
Chevrolets and Plymouths. About 
one Friday night in every six is 
“family night.” Free soft drinks and 
balloons are passed out. 

Lander Motor Co. (Dodge-Plym- 
outh) is using radio spots and di- 
rect mail to publicize its guarantee 
of one year or 10,000 miles on the 
1954 Dodge. With each Dodge goes 
an agreement to lubricate the car 
free as long as it is owned by the 
original buyer. 

To perk up interest in its spring 
checkup service, John Smith Co. 
(Chevrolet), has installed in its 
service department an “Anniver- 
sary Treasure Chest.” 

Approximately 14,000 keys, 150 of 
which will unlock the chest, were 
mailed out to Chevrolet owners 
with a checkup certificate outlining 
special service prices. Lucky key 
holders win all of the checkup serv- 
ices free. The promotion will last 
until June. 


Detroit Torch Drive 


Headed by Ahrens 


DETROIT.—Don E. Ahrens, gen- 
eral manager of Cadillac, has been 
appointed general chairman of De- 
troit’s sixth annual United Foun- 
dation Torch Drive. 

This year’s Torch Drive will be 
conducted from Oct. 19 through 
Nov. 11. The appointment of Ahrens 
makes him the sixth leader of a 
drive which attained national at- 
tention last year when an all-time 
record high of $13,535,000 was con- 
tributed. 
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Truck Dealers Visit Dodge Plant— 

Dealers from points as distant as Saulte Ste. Marie, Mich., and Portland, Ind., 
visited the Dodge truck plant in Detroit to drive home 71 units in a mass driveaway 
staged by the Detroit region. Floyd Brown, Petoskey, Mich., known as Michigan's 
biggest Dodge truck dealer “in his own weight class," gets a handshake from L. J. 
Purdy, general manager for trucks, as he gets ready to drive home a Town Panel 
fresh off the production line. 


Chrysler Stockholders 
Stage Quiet Meeting 


‘Continued from Page 1) 


cial people indicates that there is 
no such thing as “large Eastern 
interests” in Chrysler. The stock 
is widely dispersed. 


There also had been talk to the 


ies for 6,850,988 shares, plus several | 


various Chrysler officers or voted | 
by them. 

Newberg and Quinn each re- | 
ceived votes of 6,917,730 shares. _| effect that the 10,000 or so Chrysler 

Outside of those connected with | Corp. dealers, many of whom also 
the corporation, only a few stock- | have expressed dissatisfaction, could 
holders attended the meeting. None | control the corporation by purchas- 
of these was identified as an auto) ing stock individually and voting 


dealer. 'as a block. 


* * ¥* 


OST of the 30 minutes was) 
taken up with routine me- 
chanics—certification that the meet- 


ing had been duly advertised, a | 


listing of shares represented and 
counting of ballots. 

When L. L. (Tex) Colbert, pres- 
ident, who presided, said: “If 
there is no further business, I 
will entertain a motion for ad- 
journment ...” no one spoke and 
the meeting was closed promptly. 

While the shareholders present | 


| were few, 79.50 percent of the stock | 


was represented at the meeting, | 
second only to the high of 79.70) 
percent in 1950. 

* 


* * 


pPREvi0Us to the meeting, there 
had been rumors to the effect 


| that “large Eastern interests” were 


dissatisfied with the performance 
of Chrysler Corp., and might clean 
house from the outside. 

However, a check with finan- 


Liberalized Credit 
Offered to Ford 


Tractor Buyers 


BIRMINGHAM, Mich. — Ford 
tractor dealers are making it easier 
for farmers to buy new tractors 
and equipment for their spring | 
plowing and planting, according to | 
Dearborn Motors Credit Corp. 

Along with special relaxed credit | 
terms based on “three full crop 
years to pay,” time-payment buyers 
now get “triple-coverage”  in- | 
surance at no extra cost. 

Terms of the new credit program | 
were revealed by A. N. Willis,| 
general manager of DMCC, which | 
provides financing exclusively for 
customers of Ford tractor dealers. 

Under the plan, the customer is | 
automatically protected by life in- 
surance that pays off the debt in 








the event of death. The Somers I 


investment in the equipment also 
is protected by collision .nd prop- | 
erty insurance. | 

At the same time, Willis an-| 
nounced more liberal downpayment 
and repayment terms for spring | 
purchases. A new tractor, he said, 
may be purchased for a down- 
payment of 25 percent and the 
balance extended over three crop 
years. 

The downpayment generally re- 
quired on farm equipment is 40 
percent, Willis said, and the farmer 
is usually required to pay the bal- 
ance in one or two crop years. | 

The relaxed terms, in effect | 
through May, have had an excel- 
lent effect on retail sales, Willis 
said. 


Again, there was no evidence at 
the meeting of organized or, for 
| that matter, of unorganized dealer 
| opposition. 


* * +. 


ILE the ballots for directors 
were being counted, Colbert 
| reviewed briefly activities of the 
| company. Among other things, he 
| said: ‘ 

“The automobile industry is now 
|in a period of intense competition— 
the like of which it hasn’t seen be- 
fore. Chrysler Corp’s business pol- 
icy is to build cars to dealers’ or- 
ders and to look upon our dealer 
customers as free, independent 
merchants. 

“This, we believe, is sound busi- 
ness in keeping with competitive 
principles. Short-term, expedient 
measures, whereby manufacturers 
force dealers to accept cars be- 
yond their capacity to merchan- 
dise in an orderly way, are, we 
believe, ill-advised. 

“We regard our policy as a sound 

one that will pay off for us, our 
dealers and their customers. We 


want to be able to continue with 
” 

Colbert added that he was spend- 
ing a good deal of his time on the 
sales end of the business at present. 


gee 





Beauty Prize— 


Otho Williams, owner of Otho Williams 
Buick, Inc., Washington, presents the keys 
to a Special Riviera to Mrs. Dottie Staffa, 
winner of the Mrs. Washington contest for 
1954. The car was one of many prizes 
which went with the title. 
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In the Letterbox 
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number of tractors that he couldn’t 
give awdy—all shipped sight draft 
bill-of-lading attached and no 
changes permitted. 


In this case the dealer was also 
a director of the bank, and was 
his face red! 

They will have plenty of trouble 
replacing these dealers. I only know 
of one good prospect. Kid Gavilan’s 
manager states that he was going 
to have the Kid quit fighting and 
become an automobile dealer before 
he goes crazy. Why hurry? He will 
be better qualified as a dealer after 
he goes crazy. — FRANK HartTsock, 
Hartsock Motor Sales (Stude- 
baker), Warsaw, Ind. 

* * * 


Be on Lookout 


It is respectfully requested that 
the following item be inserted in 
AvuToMoTIVE News: 

Be on the lookout for one Ray- 
mond Leahy, alias Bill Carroll, 30, 
five feet seven inches, 150 pounds. 
Slender build, blond hair, small 
scar on forehead, neatly dressed. 

Hires out as a new or used-car 
salesman and when last heard of 


Coming 
Events 


(Continued from Page 4) 





Dealers Conventions 


Dealers Assn. Convention, 
Athletic Club, Milwaukee. 
Dec. 8—Milwauvkee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

s ¢ 6 


General 


April 21-May 2—International Motor Show, 
Turin, Italy. 

April 26-28—|954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chieago. 

April 27-30—Tri-State Regional Automo- 
tive Show, Pittsburgh. 

April 26—Twelfth Annual Luncheon, New 
York Metropolitan Council, Automobile 
ei Timers, Roosevelt Hotel, New York 


Milwaukee 


May 4-6 — National Highway Users Con- 
a Mayflower Hotel, Washington, 


May 12-13—Southeast Automotive Show, 
Buena Vista Hotel, Biloxi, Miss. 

May 13-15—Association of American Bat- 
tery Manufacturers, inc.. Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

May 20-23—New England Regional Auto- 
motive Show. Mechanics Bldg., Boston, 
Mass. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-1i—Society of Automotive Engineers 
{Summer Meeting), Ambassador and 
Ritz-Carlton Hotels, Atlantic City, N. J. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck Body and Equiprnent 
Association, Inc.. Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council. Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 


Nov. 15-17— American Finance Confer- 
on Commodore Hotel, New York 
i 


Dec. 6-7—National Standard Parts Associ- 
ation. Hotel Sherman. Chicaao 


FIGHT 


SALES ENEMY No. 1 
WASTED TIME With 
SALES ACCOMPLISHMENT 


A proven method of complete sales 
control. Start your salesmen using 


this new, simplified daily work 
sheet and follow-up plan. Sales 
Accomplishment is easily adaptable 
to new and used car and truck 
operations regardless of size. Inex- 
pensive! Salesmen like it! 


Write For Full Details Today 


SALES 
ACCOMPLISHMENT CO. 


121 Circle Rd., Syracuse 10, N. Y. 





was on the West Coast. His sup- 
posed wife—Pauline Kassis, 27, five 
feet, 175 pounds, black curly hair, 
heavy build—may be with him. She 
also has worked in new-car dealer- 
ships as a bookkeeper and cashier. 


Wanted by the Chicago Police 
Department for larceny of automo- 
biles. If located, notify Lt. Michael 
Shannon, Stolen Auto Section, Chi- 
cago Police Dept. Phone Wabash 
2-4747, Stolen Auto Section, Detec- 
tive Bureau. — Detective Lester 
Brerrenrerrer, Stolen Auto Detail, 
Chicago. 


* * * 


Glad He’s Has-Been 


I am glad it (bootlegging) is get- 
ting in the manufacturers’ hair. 


Whose fault? Theirs! 


It would take volumes to explain 
the injustices imposed on the dealer 
—the loyal dealer—who was placed 
on quota during the period of four 
years following the war to allow 
new dealers to get the cream of 
sales and then, when the rub came, 
and the new dealer couldn’t stand 
the rub, the manufacturers tried to 
ram their cars on the loyal oldtime 
dealers. 

They didn’t us—we quit, just in 
time to save our necks. 

Now we can buy where we please, 
when we please, and only as much 
as We please. 

We are now helping the dis- 
tressed dealer who is overloaded 
and is told to do this or else or 
that or else, until he finally wants 
to know what else and bows out— 
done. 

We are happy to be a has-been 
new-car dealer. — Davis Motor Co., 
Gallup, N. M. 

* 


No °?29 Maxwell 


In your March 29 issue you had a 
picture of Jack Benny and Ed 
Sullivan, “Will Benny Trade?” said 
the caption: 

“Meeting with Ed Sullivan, col- 
umnist, in Los Angeles is Jack 
Benny, whose 1929 Maxwell is 
familiar to radio and television 


Seiberling Adds 
Safety Tire to 


Passenger Line 


DETROIT.—A new passenger-car 

tire, said to be strong enough to 
| withstand the shock of landing a 
| jet fighter plane, was announced 
| here last week by Seiberling Rub- 
| ber Co., Akron. 

| A giant drop press at Cleveland 
Pneumatic Tool Co., manufacturer 
| of aircraft landing gears, was used 
}to run a series of “abuse” tests on 
| the new tire. 

, In one group of tests, the Seiber- 
| ling “safety” tire was dropped on a 
| railroad spike welded to a steel 
plate. Moving pictures showed that 
the tire withstood up to 3,600 
pounds of impact, even though the 
wheel on which the tire was mount- 
ed was badly bent. 

Seiberling said that the tire is 
built of high-tenacity rayon cord 
fabric with a higher number of 
cord “ends” per inch than regular 
tire fabric. A layer of shock-absorb- 
ing breaker fabric between its four- 
ply rayon body and specially com- 
pounded cold rubber tread give ad- 

| ditional strength, the company said. 

Price of the new tire will be about 
| 25 percent higher than conventional 
tires, it was announced. 


. 


‘Cleveland Dealers 
Sponsor Debates 


| CLEVELAND. — A high-school 
| debate contest promoted by the 
Cleveland Automobile Dealers Assn. 
was concluded last week with a 
|dinner, at which Gov. Frank 
Lausche was the main speaker. 

| The contest among the city’s 10 
| parochial high schools was initiated 
by the Police Department and car- 
ried on by the dealer group in a 
series of telecasts. 

Lausche said that there are four 
ways of accident prevention: Im- 
proving highways, safer cars, 
stricter law enforcement, and the 
self-imposed restraint of the indi- 
vidual driver. 


fans. Rumor has it they talked 
about trading Benny’s antique on 
a 1954 Mercury. No later word.” 

I thought you automobile men in | 
Detroit should know that in 1929) 
the Maxwell wasn’t built, since | 
Chrysler came out with its first car, ' 
the 1924 Chrysler. The first Chrys- 
ler cars looked almost the same as 
the 1923 Maxwell, which I think 
was the last year Maxwell was 
built. 

Here is hoping that this has set 
you folks right, and in the future 
you will keep the Maxwell back of | 
1924.—M. B. Cronuey, San Marino, 
Calif. 

* + * 

In your issue of March 29, the 
words “1929 Maxwell” appear. 

As you are no doubt aware, we 
discontinued the manufacture of 
this make several years prior to) 
1929 and therefore, of course, there | 
was never any such vehicle as a 
1929 Maxwell.—Davp L. Curr, tech- 
nical information section, Engineer- 
ing Division, Chrysler Corporation. 


Arkansas Bankers 
Urged to Tighten 


Credit Scrutiny 


LITTLE ROCK, Ark. — Auto 
credit must be watched more closely 
because collections have tightened | 
during the past six months, John 
M. Moye jr., of the Helena (Ark.) 
National Bank, told Arkansas 
bankers at the fourth annual In- 
stallment Credit Conference held 
here last week. { 


New-car and used-car dealers in, 
the Helena area of eastern Ar-| 
kansas have sold more units so far | 
in 1954 than they did in the same | 
period of last year, Moye said, and | 
more buyers are paying cash. 

Fewer repossessions were report- | 
ed, he said, “probably because deal- | 
ers are watching the customers’ | 
credit much more closely.” 

The conference voted to support 
a campaign for a new Arkansas 
small-loan law that would raise the 
constitutional interest limit of 10 
percent annually. A 1951 law which 
sought to accomplish that end was 
invalidated by the Arkansas Su- 
preme Court. 


A group of small-loan firms deal- 
ing in auto and appliance paper is 
expected to submit a specific plan 
for the campaign at a forthcoming 
state meeting of bankers. 


HEY, MISTER! 
YOUR CAR'S 
SMOKING? 


27 





f EARNED CASH 
A TO FIX IT. 


Ala. Candidates 
Meet Dealers at 
Birmingham Fete 


BIRMINGHAM, Ala.—-Candidates | 


for the State Legislature from the 
Jefferson County (Birmingham) 
district were entertained at a cock- 
tail party and luncheon by the 
Birmingham Motor Trades Assn. 


Seven representatives and one 
senator are to be elected May 5 
from among 30 candidates. Jim 
Burke, association president, said 





' the affair was intended to give the 
‘dealers an opportunity to become 


acquainted with the candidates, 
The dinner was emceed by Don 
Drennen. He introduced each can- 


| didate, who was allowed three min- 


utes to state his platform. 
Similar meetings are being held 
in other cities by local associations. 


New Pontiac Deal in L. A. 


Don M. House, Los Angeles zone 
manager for Pontiac, has an- 
nounced the appointment of Walter 
E, Fulford and Ed Roe as new 
Pontiac dealers. Their firm will be 
known as Chieftain Pontiac. 


FABRIC SPECIALTIES CAR DEALERS NEED 


OTM TAME PG 


















FLOOR 





BACK Guarantee 


ON ALL 3 ITEMS 
Write for additional information and prices 


@ MANUFACTURING CO. ‘sssax: 
P.O. BOX 1259 * NEWARK 1, N. J. 
KERS WORLD’S FINEST PRECISION-FIT AUTO SEAT COVERS 


TRANSPARENT VINYL Clear-Vue 
UPHOLSTERY PROTECTOR 


HEAVY DUTY 
>-"SERVICE” PROTECTOR 


SHOW ROOM 































Fabric’s Clear-Vue Protector made 
of #10 clear Vinyl, keeps upholstery 
clean while car is on show-room 
floor. Transparent—allows customer 
to see beautiful upholstery fabric 
while protecting from dirt and 
stains. Precision fitted to individual 
car. Bound in black, blue, brown, 
green, grey, red, white or yellow. 
Specify color. 


The perfect protection against 
grease and grime when car is 
serviced. Large, roomy, made from 
heavy Greigh Canvas, Fabric’s 
Heavy Duty Protector Covers the 
upholstery of entire front seat and 
front back, held securely in place. 
May be used as slip covers for sofas, 
gliders, porch furniture or as “throw 
over” for picnic or beach. 


PROTECTOR 
Z (CAR DIAPER) 


Fabric’s new Floor Protectors makes 

old fashioned grease pans obsolete. 
Made of Vinyl leather, 4 yards long 

x 36 inches wide, attaches to front 

and rear bumpers quickly. Catches 

- and grease drippings, protects 
oor. 


Agents Wanted—Territories Available 


BESIDES, IT’LL APPLY THAT MONEY ON 


A TROUBLE FREE, 


HERE 


RELIABLE USED CAR AT 


YOUR NAME 


AND YOU 
WORRIES 


AL TRADEMARKS, Ine 


‘We know this service has definitely brought us new business."’* (6 year client) 


‘We find this service very profitable as well as timesaving.""* (9 year client) 


‘We can definitely trace the sale of a number of used cars and many shop jobs 


directly to our ads."’* (4 


year client) 


‘We find it a good method for getting reader attention.’’* (3 year client) 


*Name of Dealer on request. 


Mail in coupon for full details. 


(You ADVERTISING SPECIALIST 
Locat biademanko ... 


897 MADISON Avenue «- NEW YORK 16, N.Y: 


Rush details about Speedy to me! 


SR en saratoga paeiiasnsinemeeads adieh eee ae 
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Car, Truck Output Estimates 
© 
By Automotive News 
PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Ended Apr., to to 
Apr. 24. Week, Apr. 17, 1954, Apr. 25, Apr. 24, 
1954 1953* 1954* To Date*  1953* 1954* 
CHRYSLER. .................... 15,900 29,782 15,212 58,334 429,030 236,106 
Oharysler ou... 2,250 4,252 2,081 7,460 68,940 38,801 
ID “osu ses.sscedeevssesuscaced 1,500 3,456 1,372 5,045 43,710 25,889 
BI ayes sdcsesececsetoecesssseen 3,150 7,828 3,188 10,811 114,539 41,524 
Plymouth 9,000 14,246 8,671 30,518 206,841 129,892 
I, Sicitsssascsesvsssinssstnsocetes 35,050 35,389 32,663 119,327 420,553 587,538 
io kskes vebpasacansenihe 29,800 27,166 27,523 99,759 324,745 469,367 
INE Sdscdisscbivssavorcevescee 650 1,523 616 2,708 ° 14,569 15,636 
ee er 4,600 6,700 4,524 16,365 81,239 102,535 
GENERAL MOTORS.... 68,655 67,608 66,652 220,043 921,500 931,164 
ECL csacestaesvens ccestaveeeves 12,800 11,974 13,319 42,567 166403 174,421 
PIED srecceyecoscecesevesevesct 2,675 2,500 2,648 9,297 39,235 35,253 
Chevrolet. ..............:0. $4,300 34,161 31,835 108,566 464,792 468,333 
Oldsmobile .................--- 10,780 8,677 10,670 35,184 115,225 126,402 
NOD Niiseesessiseccsesisoosene 8,100 10,296 8,180 24,429 135,845 126,755 
IIT ¢isceswshsbovqoseiccrs<s ss édeabesdssesnes 2,593 761 1,600 34,574 7,350 
NASH. ............ 1,325 4,844 1,325 4464 71,317 24,807 
KAISER MOTORS ......... 850 2,456 7712 2,549 36,102 7,363 
Ree 350 815 322 1,055 14,798 2,999 
IN ~ di csadsinvsissvisseseiceaven 500 1,641 450 1,494 21,304 4,864 
PACKARD ...............00065 650 2,451 - 860 1855 39,071 13,453 
STUDEBAKER. .............. 2,110 6,003 240 4,546 55,556 29,705 
Total Cars, U.S. ........ 124,540 151,126 118,485 407,718 2,007,703 1,837,986 
*Revised. 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Apr., to to 
Apr. 24, Week, Apr. 17, 1954, Apr. 25, Apr. 24, 
1954 1953* 1954* To Date* 1953* 1954* 
CHEVROLET ................ 7,400 9,747 4270 24479 147,972 117,050 
DIAMOND T .................- 80 152 90 276 2,851 1,097 
EE ra cons codintvanitescatessiness 80 50 74 266 867 1,274 
ED cisshcpvassesingnneasoibnes 1,900 2,397 1,366 6,015 40,138 30,097 
25 47 25- 109 532 781 
SIS stl it not Adsbhviancast ck 6,600 9,216 6,175 21,993 88,389 106,878 
ER aiskshllisteictesieshesstiedsecess 1,800 3,059 1,798 6,238 47,153 30,670 
INTERNATIONAL ...... 2,285 3,207 2,248 7,748 47,174 35,399 
ST codh calacerekipevessta <abase 150 225 143 480 3,551 2,092 
BRO nnn scsesssnssesssssosers ence 220 362 1380 668 5,728 3,564 
STUDEBAKER ............. 270 916 276 941 21,003 3,955 
WHITE, oun. eoeeceeetttteees 255 328 253 867 4,858 3,876 
PED 5 0sncrsscassaroeesdoesenegerce 1,115 1,570 1,121 3,676 33,219 18,643 
MISCELLANEOUS ...... 115 292 113 356 5,230 1,733 
Total Trucks, U.S. .... 22,295 31,568 21,132 74,112 448,665 357,109 
Total Cars, Trucks 
dnc calGiaiccbcivesie 146,835 182,694 139,617 481,830 2,456,368 2,195,005 
Total Cars, Trucks 
HIE chs carsrencenseoest 11,200 11,337 10,942 33,476 158,155 162,418 
Grand Total 
Cars and Trucks 


U.S. and Canada....158,035 194,031 150,559 515,306 2,614,523 2,357,513 


2 SEU U UU NEEEEEEEnee 
*Revised. Miscelilancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, ete. 

N.B.: All U. 8. totals include cars and trucks for military orders. 





U. S. Spenders Are Losing 
Record Interest in Autos 


WASHINGTON.—Consumer buy- 
ing has declined only slightly in the 
last six months but the public is 


their total income, in 1941 they 
spent 89.5 percent, and in 1948 they 
spent 94.4 percent. In 1952 spending 


changing its buying habits, declares 
Dr. Louis J. Paradiso, chief statis- 
tician of the Commerce Depart- 
ment’s Office of Business Economics. 


“The decline in the purchases 
of durable goods,” he says, “was 
quite pronounced, amounting to 
about 7 percent during the third 
quarter of last year and the first 
quarter of 1954, most of which 
occurred in passenger automo- 
biles and parts. In contrast, pur- 
chases of nondurables declined 
very little.” 

Total consumption expenditures 
for goods and services an annual 
rate of $231 billion in the third 
quarter of 1953. A drop of about $1 
billion was noticed in the fourth 
quarter, and preliminary indica- 
tions, according to Paradiso, are 
that this rate was maintained in 
the first three months of this year. 

Personal savings, he says, have 
been maintained at about the rate 

of the preceding three years, and 
the ratio of spending to income has 
been lower. 

Paradiso shows in a table the 
shifts in ‘consumer buying. In 1929, 
eonsumers spent 95.5 percent of 


dropped to 92.8 percent, and in 
1953 to 92.7 percent. 

In 1929, the share of the auto 
industry was 3.9 percent; in 1941 
it was 3.6 percent; in 1948 it rose 
to 4 percent, and in 1953 it climbed 
to a record 5.6 percent. 

“Consumers tend to spend pro- 
portionately more on certain 
goods and services as income 
rises,” Paradiso says. “This is 
the case, for example, for autos 
and parts and to a lesser extent 
for some major types of con- 
sumer durables. 

“In the period before World War 
II,” he states, fluctuations in the 
purchase of automobiles were much 
greater than changes in purchases 
of other consumer durables. 

“Consumers spent twice as high 
a proportion of disposable income 
for automobiles and parts in 1929 

as in the depths of the depression 
in 1932, whereas the proportion 
spent for furniture and home fur- 
nishings was one-third higher. Auto- 
mobile purchases were likewise 
more volatile during the recovery 
period of the '30s and the recession 
after 1937.” 


Week’s Total Is 124,540 


Autos... 


Car Output at 8-Month Peak 


(Continued from Page 1) 
last week by scheduling 34,300 
car completions, its highest rate 
since last June. 


Ford division strived to stay) 


ahead by working seven plants on 
Saturday. Until two weeks ago, 
when it was closed for the Easter 
holiday, Ford had been working 
only three or four plants each Sat- 
urday. 
+ * + 

OST car makers turned out 

more units last week than in 
the previous week because many 
were affected then by workers leav- 
ing their jobs to attend Good Friday 
services. Several plants were down 
the entire afternoon. 


Hudson was closed last week 
and is expected to resume opera- 
tions tomorrow. 

Packard, adjusting dealer orders, 
worked only three days last week. 


+ * * 
LL General Motors divisions last 
week worked at, or near, theo- 
retical capacity. Cadillac, on a 10- 
hour-day basis, lost a few hours 
work because of a body shortage 
and was forced to work Saturday 
to make up the lost time. 
Studebaker’s South Bend facil- 
ity returned to work last Monday 
after being down for a week. 
Truck output rose mainly because 
Dodge, which was down 1% days 
the preceding week because of a 
supplier strike, was back on a nor- 
mal schedule. Others showing gains 


William Melhuish, 70; 
Early White Executive 


ST. PETERSBURG, Fla.—William 
F. Melhuish, 70, died here Apr. 19. 


While still in his teens, he became 
associated with White Co., Cleve- 
land, and later became head of 
White’s motor car division. He pio- 
neered the conversion of White cars 
and trucks from steam to gasoline 
engines in the early 1900s. 


Later, he founded Fulton Motor 
Truck Co., Farmingdale, L.I., which 
became the nucleus of the present 
Republic Aviation Corp. plant. He 
sold Fulton in 1920 and organized 
Melhuish & Co. 

* 


* * 
Joseph Winterbotham 
HOT SPRINGS, Va. — Joseph Winter- 
botham, 76, former president of Mitchell- 
Lewis Motor =, Cane, died Apr. 19. 


Herman L. Freudenberg 
VALLEJO, Calif.—Herman L. Freuden- 
berg, 75, president of H. L. Freudenberg 
& Sons, the oldest Buick dealership in 
California, died Apr. 16. Mr. Freudenberg 
established the dealership in 1911. 
* * + 


A. Rus Wendell 

DETROIT.—A. Rus Wendell, one of the 
Midwest’s best-known pioneer manufactur- 
ers’ agents, died unexpectedly Apr. 15 at 
his home here from coronary thrombosis. 
Mr. Wendell was active in promoting better 
retations between manufacturer and manu- 
facturers’ agents who work primarily on 
a straight commission basis. He was a 
past president of the Automotive Affiliated 
Representatives, a past president of the 
Cleveland Automotive Boster Club and a 
member of the Detroit Automotive Booster 
Club. . 

7 * 


John E. McKenna 

SPRINGFIELD, Mass. — John E. 
McKenna, 39, secretary of the New Eng- 
land conference of the Auotmobile Club 
of America, died Apr. 17. Mr. McKenna 
was executive secretary and general man- 
ager of the Automobile Club of Spring- 
fleld and held a similar position at Hart- 
ford, Conn., in 1946-50. 

* 7 * 


George B. Henderson 
ST. PETERSBURG, Fla.—George Byron 
Henderson, 50, retired co-owner of Harvard 
Chevrolet Co., Port Huron, Mich., died 
here Apr. 14. 
* * * 


David Edward Sampson 

DETROIT.—David Edward Sampson, 51, 
manager of the Detroit office of Jann & 
Kelly, newspaper representatives, died Apr. 
18. Before joining Jann & Kelly in 1946, 
Mr. Sampson had been associated with 
the New York News. 
* * * 


L. Z. Davis 
EL PASO, Tex.—L. Z. Davis, 65, new- 
car service manager of Lone Star Motor 
Co. for 17 years before he retired in 1952, 
died Apr. 9. 


Nelson Equipment Moves 

INDIANAPOLIS. — Nelson 
Equipment Distributors, Indian- 
apolis, representative of Automatic 
Transportation Co., Chicago manu- 


facturer of electric-driven indus- | 


trial trucks, has moved to new 
—— at 1310 N. Capitol 
ve. 


were Chevrolet, Divco, Ford, GMC, 
International Mack, Reo and 
White. 
* * * 

1. Big Three last week ac- 
| # counted for 96 percent of the 
car total, compared with 95.8 per- 
cent a week earlier and only 87.8 
percent in the like 1953 week. 


GM built 55.1 percent, against 
55.8 percent in the preceding 
week and 44.7 in the 1953 week; 
Ford Motor turned out 23.1 per- 
cent, compared with 27.3 and 23.4, 
while Chrysler Corp. accounted 
for 12.8 percent, against 12.7 and 
19.7. 





Car production so far this year is | 


running 8.4 percent behind 1953’s 
levels, while truck output is down 
20.3 percent. The 1954 car total 
amounts to 1,837,986, versus 2,007,- 
703 last year. The truck figure is 
357,109, compared with 448,665. 

« * + 


OTES: Production in Buffalo- 
area auto plants continues in 


high gear with no cutbacks in sight, 
Ford and Chevrolet plant managers 
have reported. 

The work week at the Ford 
stamping plant has been averaging 
43 to 45 hours an employe. Over- 
time schedules should continue 
throughout the summer, said Man- 
ager John Kendall. 

At Ford’s assembly plant, over- 
time has been increased 100 per- 
cent this month and is expected 
to continue, according to William 
J. Swallow. Most of the added 
overtime, he said, involves Satur- 
day work. 

Some temporary employes have 
| been recalled at Chevrolet’s plant, 
‘Manager Alton A. Way reported. 
| Approximately 600 of the plant’s 
| 5,000-man work force are on the 
| six-day week. The overtime force, 
| Way explained, is working on 
| Chevrolet’s 1955 program. 


New and Used-Car Sales 


Are Resuming 


Upswing 


(Continued from Page 1) 


which put ’54 models at $2,116. 
In the five weeks prior to that, 
54s had suffered a net loss of 
$129. 

Both ’52s and ’50s gained $5 last 
week, to bring °52s to $1,093 and 
50s to $584. The gain left ’52s at 
the highest point in 14 weeks. Only 
once in the last three months, 
when ’50s touched $589, had the 
price of that model been any higher 
than it was last week. 

A gain of $2 brought ’48s up to 
$269 and ’51s were hiked $1 to $777. 

* * * 


IGGEST loss of the week was 

$8 on ’53s, bringing the average 
price down to $1,471. Only an in- 
crease in the previous week kept 
last week’s drop from carrying the 
price of ’53s to a record low. 

In other losses, ’49s declined $7 
to $422 and ’47s dropped $1 to 
$213. 





A stronger current of optimism 
was noticeable last week in reports 


$1,750,000 Mack Order 
Comes from Roadway 


NEW YORK.—Roadway Express, 
Inc., of Akron, has placed a $1,750,- 
000 tractor order with Mack Motor 
Truck Corp., according to E. G. 
Ewell, Mack vice-president. 

| In the Apr. 19 issue of Automo- 
| TivE News, it was erroneously re- 


| from individual auction operators. 
Strong demand and firm prices 
were reported from most areas, 
along with brisk activity. Bidders 
appeared to be thinning out, how- 
ever, some of the operators said. 


One operator reported a sales 
ratio of 100 percent. He said that 
from all standpoints, it was the 
best auction he’d had since 1949. 
Per-unit prices were reported by 
some operators to be up from $25 
to $100. 

* * * 

FTER last week’s index adjust- 

ments, the price spread be- 
tween models was (previous week’s 
spread in parentheses): ’54 to ’53, 
$645 ($604); 53 to ’52, $378 ($377); 
52 to 51, $316 ($312); ’51 to ’50, $193 
($197); 50 to ’49, $162 ($150); ’49 to 
48, $153 ($162), and 48 to ’47, $56 
($53). 

A comparison with prices of a 
year ago shows that the market 
demand has slackened. progres- 
sively on older models. 

The comparison shows current 
models are worth 8.64 percent less 
now than they were a year ago. 
One-year-olds are worth 12.49 per- 
cent less; two-year-olds, 13.04 per- 
cent less; three-year-olds, 22.84 per- 
cent less; four-year-olds, 26.08 per- 
cent less; five-year-olds, 28.60 per- 
cent less; six-year-olds, 42.52 per- 
cent less, and seven-year-olds, 43.35 


| ported that this order was placed | percent less. 


by Railway Express, Inc. The order 
is for Mack cab-over-engine trac- 
tors, powered by diesel motors. 


The overall average price now is 
| 18.19 percent less than it was a 
year ago. 


FLUCTUATIONS IN MANUFACTURING 
Millions of EMPLOYME NT 
Persons Employed 
20 1943 -1954 





World War Peok 













7% 
Decline 
Aug. ‘53 to 
Feb. ‘54 





28% Decline 


Sep. ‘48 to Jul."49 
Nov. ‘43 to Feb. 46 -_ 


1943 


1952 1953 1954 


1944 1945 1946 1947 1948 1949 1950 195) 
PREPARED BY RESEARCH DEPARTMENT NAM 


FROM STATISTICS OF U.S. DEPARTMENT OF LABOR 


| Job Squeeze Viewed in Perspective— 


According to the National Assn. of Manufacturers, there were two periods in recep’ 
years which showed a greater reduction in employment than the present one. In 1943 
after the peak of war production was passed, employment dropped 28 percent, anc 
in late 1948 and early 1949 jobs declined 12 percent. The current decline, whic! 
| began last September, has amounted to 7 percent, NAM says, adding that factory 
| employment has returned to the level which prevailed just before the steel strike ir 


195 
| 
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Cline Upped by Hull-Dobbs | Chrysler Exhibit Father-Son Deal Opens in Metter, Ga. 


Joe W. Prichard, general manager | manager. H. C. Rouse, who formerly Burton E. Franklin sr. and Bur- | franchise, The Franklins have had 
of Hull-Dobbs Co. (Ford), Cincin-| held this position, was promoted to Ends Tour, Counts ton E. Franklin jr, Metter, Ga.,| many years’ experience with allied 
nati, has announced the promotion | general manager of the Hull-Dobbs onne °°. have been granted a Studebaker | businesses. 

of Bill J. Cline to general sales | operation in Louisville. ll Million Visitors 
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sight, 
agers million persons viewed Chrysler 
Corp.’s “New Worlds in Motion” 
ord show, which has just completed its 
aging three-year tour of the U.S., the cor- 
Over- poration said last week. 
tinue James Cope, Chrysler Corp. vice- 
Man- * 4 president, said the engineering and 
Udgdn fe | i | styling exhibit visited 40 cities in 
. 25 states and the District of Colum- 
ver- bia 
“ - ad 24 
vied ey Pe e@ BD g| p if C) iN “New Worlds” was created to 
i j J illustrate how cars are designed, 
am ‘| styled, engineered and built, Com- 
ided prised of 100 separate exhibits rep- 
\tur- i resenting all divisions of the com- 
o pany, it gave visitors a behind-the- h ‘ 
~ r ' - ~ - Wand ed scenes look. About 80 percent of 
an, 5 Pa FY | RO N Cc A S | | N os the displays were of the audience- customers . e minute 
’ a 
orted. : oe sie they drive in our door... 
+ : . a Attendance figures reveal that the says BYRON STOUT, Pres. Byron Stout Pontiac, Inc., Wichita, Kansas 
: i 5 or how attracted 10 to 20 t of : 
force, ONE OF THE NATION'S the pepudation in Pi cities visited, “Our regular customers are the backbone of our business,” says Byron Stout, 
g on os . Chrysler said. “and with our Stemac Individualized Name Plate mounted on every new car we 
LARGEST AND MOST MODERN Top record was set in Dallas, sell, we recognize them the minute they drive in the door. And Stemac name 
anes es — wee ee where two million persons visited | Plates bring them back, for they remind the original buyer, plus the second and 
PRODUC be FOUNDRIES the show in its first appearance.| al! following owners that we sold the car and that from us they can get 
When it returned to Dallas the fol- | authorized factory parts and service.” 
; lowing year, attendance again ap- 
roached the two-million mark. ° °° 
cuore Cet Life of the Car Advertising for 7/10‘ a Month 
a AdSLINI Bd, in Tampa, Fla., last winter. More ; ie re 
than 600,000 visitors were registered You get life of the car advertising with Stemac Name Plates at less than a 
if td 5 no # £ LA Fe 1) co M ds ay if in ole i t Pomon nd Sacra- penny a month based on average car life. What other type advertising 
m 8 Cat. d th » half illi can you buy so economically —that tells pedestrians and other car owners 
ators. FOUNDRY DIVISION See eae amnion in Chicago, you proudly place your name and reputation on the car you sell. i 
prices Philadelphia, and Springfield, Mass. - - 
areas, i : s Seven other cities turned out more Cac ST Tt Typical Name Plate iid 
idders MAIN OFFICE AND MANUFACTURING PLAN than 100,000 visitors each. 
h wid S 
aa. CHATTANOOGA 2, TENNESSEE To set up, maintain and service Complete details on how more than 6,000 leading car dealers build 
the show required a staff of 35 service volume and sales, PLUS FREE typical Stemac Name Plate yours 
= demonstrators a eo oo without obligation when requested on your firm letterhead. Write today. 
penters, electricians, painters an 
s the others. In addition, 33 truck drivers 
1949. operated the vans transporting it | irs fi i! 
ed by from city to city. ; ee es L 
> Nearly 3,000 Chrysler Corp. deal- TCH 
ers took part in presenting the Fr a 
. show in their home cities. Ti NhG lg . 
djust- 
d be- ‘ ni 
k’ j 
reeks Truck Tax Quiz po Automotive Name Plates 
gn A FREIGHT ELEVATOR i 
oe Ur ged by Ohio STEMAC, INC. + 1277 SO. CHEROKEE - DENVER 19, COLORADO 
7, $56 ON THE BACK OF Congressman 
of a WASHINGTON. — Truckers are 
arket e YO U 7 TRUC K ° watching a House resolution which an, 
gres- eee with calls for a Federal investigation of 
° the multiple road taxes levied by 
urrent only one lever a one cylinder certain states. The resolution was aa 
it less introduced by Rep. William Ayres, 
r ago. TO DO ALL OPERATIONS Ohio Republican. 
> pee ; : Lees The Midwest Conference on Truck 
4 per- Efficient material handling into and out of trucks is now at its peak of Reciprocity said truckers felt that 
4 per- perfection. So simple—so safe one man can handle loads up to 4000 an investigation was necessary to . 
8 per- Ibs.~at one time. Load or unload anything, anywhere. Anthony design prevent a breakdown of long-stand- 
0 per- eliminates time-consuming operations—does this without extra cylinders, ing agreements among states. 
2 per- valves, controls, etc. A complete range of capacities for all trucks and ing agree Ss g states. 
, 43.35 semi-trailers. Already Kentucky, Wisconsin, 
ee New Brochure shows HOW you can save up to 50% on your trucking Florida, Nebraska, Kansas, Colo- 
ae te costs. Send for your copy today. rado, Georgia and Missouri have 
vas a retaliated to the axle-mile tax in 
Ohio. 
Truckers say that almost every 
business would be seriously injured 
s by a breakdown of interstate truck 
OPENING reciprocity because the industry 
CLOSING a hauls 77 percent of all U.S. tonnage 
LIFTING and employs 6.2 million persons. 
Senator Charles Potter, Michigan 
LOWERING Republican; Rep. Shepard Crum- 
packer, Indiana Republican, and 
Rep. Olin E. Teague, Texas Demo- 
crat, have spoken in favor of the 
Ayres resolution. 
sat sone School im 1953 in 
” ets Under Wa ' 
} Ps e yY | automotive 
od es ; & ‘ FORT WORTH. — A.R.A. Mfg. e e 
ee , Co., producer of Refrigair automo- ad 
EES Oe fee. tive air conditioners, has inaugu- al verti Sim 
. —— aa rated an installation training among ALL 
program for dealership mechanics £ 
at its factory here. E * N 
ate The two-day course, which in- vening e uw spapers 
, Rae ee cludes lectures ahd _ installation 
be ANTHONY een ae ee Sell the NEWS READERS and You Sell 
William E. Lind, general man- the Whole BUFFALO MARKET of over 1,400,000 People 
® ager of the company, said there 
is no charge for the course. In ad- 
dition, free housing is provided. FF ALO E 
n recer? On completion of the course, 
nt, and ; cnliniiite tinesiui The sessions are conducted by EDWARD H. BUTLER KELLY-SMITH CO. 
1, which Prof. Jesse Garland Bennett, air- Editor and Publisher National Representatives 
tactety A NTH 0 NY COMPA NY * DEPT. 5404-A conditioning authority and member 
trike in 


of the Refrigeration Service Engi- WESTERN NEW YORK’'S GREAT NEWSPAPER 
neers Society. 
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| son of one of the founders of | Truck division in Detroit, according 
ithe firm; Percy J. Ebbott, presi- | to a report to stockholders. 

| dent of the Chase National Bank, Chairman Thomas L. Fawick 

— York; Mason; H. G. Perkins,| and President Richard S, Hux- 

as ul SOn er. er Om e 2 Nash- Kelvinator vice-president;| table said the issue was under 

Harlan T. Pierpont, trustee and/| study. They indicated that Fed- 

vice-president of the Worcester; eral Fawick had a loss of $283,- 


American Motors to Start Operations May | . 

















(Continued from Page 1) tive, enterprise and bold competi- {to take full advantage of the| (Massachusetts) Mechanics Sav- | 915, compared with a $1,172,047 
total Hudson shares outstanding| “”-” 5 " ae |ings Bank; George Romney, ex-| loss in 1952. Sales increased dur- 
—had demanded an appraisal of Mason said that American Mo- We will gain increased effici- | ecutive vice-president of Nash- -Kel- | ing the period. 
the shares’ worth tors intended to give its dealers ency through the consolidation | vinator; Eustace Seligman, partner, The report states that 1953 sales 

“ares |and customers “a selection of dif-| of a number of administrative |in the New York law firm of Sul-| of the Federal division were at high 
| ferent cars that meet varying per-| functions and the combination |livan & Cromwell, and James T.| level but that efficient scheduling 
N “ESCAPE” clause had been| sonal and economic needs.” of purchasing, engineering, re- | Wilson, chairman of the board of wag not possible. 

, provided both boards of direc-! population shifts to the suburbs, Search and general operating | the First National Bank, Kenosha, Huxtable pointed out that the 

tors whereby merger arrangements | he said, have resulted in increased Strength, as well as the know- | Wis. company had broadened its product 

could be called off if more than| reliance on personal transportation how of experienced people.” Ndi: line to include special vehicles such 

40,000 shares demanded an apprais-| and in a need for new kinds of Directors of American Motors | Federal Fawick Studies as cranes yg et re — = 

» automobiles that “is no longer met are to be: vee company is working on military 

- é cue take as long as five | entirely by style, price or special- A. E. Barit, president of Hud-_ Sale of Truck Division | See he said. 

l ith dissident | feature differentiation.” son; George Granger Brown, dean| CLEVELAND.— Federal Fawick| Federal Fawick Corp. was formed 
years to settle w a * * of the University of Michigan’s| Corp, is considering a realignment | Oct. 31, 1952, through merger of 
stockholders unless the holders ASON said that American Mo-| College of Engineering; Roy D. | of its operations which may include | Federal Motor Truck Co. and Fa- 
withdraw their protests or make | tors could offer the public a| Chapin jr., Hudson director and! disposing of its Federal Motor | wick Airflex. oe sh Hepat. 
out-of-court settlements. wide range of quality cars. 

In view of the fact that Nash- “But it is not enough, in this ——— oe —-- 


Kelvinator doubled its stock some age of mass production, to have 
Seve ses" cas SO CEE EE OR LR Od dae 
still have four million shares avail- | proach,” he said. “Heavy capital 


able after the consolidation goes | investments are. required to put Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 


St tM eR Ae Se | to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


it 3 ared, and the plant investment) : 
oes of ee eed eg oe eee eeuploye i, Ammoricn is the WPL ERLLLRCLCLUMLE LLG LAL BELG a te eee ee 
eved, orm e asis tor ur er 


highest in the world.” and address at regular rates. Add One Dollar ($1) per insertion for use of a box number, in care 
ne It is in this respect, Mason in- of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
ee ee ane aoted dicated that the merger will prove | day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 
separately Thursday (Apr. 22). most helpful. He continued: 
Following the _ session, Mason | “It is too early to say how far de i 


outlined objectives of American | we will carry the consolidation of | WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Motors. He said the company was} Nash and Hudson components, or 
well-equipped to serve an automo- | how we will utilize the vast plant 
bile market which, he confidently | facilities involved. American Mo- |) SeeeGQGaQVY— ——— 


; tors will be a highly integrated 
_— er cee eee company, with its own body plants, 


foundries, forges, engine, transmis- | 
ASON said that Nash and Hud-| sion and axle facilities, ete. 
son together had built more | a ie. ee 
than six million cars, of which)... wupt, take several months 
more than two million were stiil r ri 
on the road, and that Kelvinator | at least, before we can begin | 


products also ran into the millions. 
He declared that the merger Mobilgas Winner 
Explains How 
Pre-war experience desired. 


would create these advantages: 
“The owners of American 
To Save Gas AUTOMOTIVE PARTS SALESMEN || Replies held strictly confidential 
* || Replies held strictly confidential. 
Le Annee 2 Sane area Permanent—Productive | Give complete details, experi- 


Motors products will benefit | 
through a large number of serv- | 

q can get as good mileage at 60 miles | dosiure : . 
eee ae lower eset an hour in a new car today as he| Sie eee outside exmmmeties | ence, and personal information 


ice outlets and gains in replace- 
ment values. 
“Dealers will gain through) ’ . 
s uld have obtained at 40 miles an sales || including photograph. 
greater volume, improved support coe 10 ane ago,” says Dick Grif- %& Opportunity: $8,000 to $12,000 yearly— 9P grap 








_ HELP WANTED _POSITION | WANTED 


CREATIVE CONTACT 


TO: A Vice-President in charge of auto- 
motive accounts at an advertising agency, 
or 

A sales executive in the automotive 
industry, 

FROM: A prospective associate. 

SUBJ.: Availability of a man who has 
‘creative and contact experience with pro- 
motion, retail training and management 
communications programs for the automo- 
tive industry. 

To one of you who needs a right-hand 
man who can handle executive contacts, 
make. personal creative contributions and 
direct the creative and production phases 
of such programs for retail and field or- 
ganizations, | can offer: 

(a) Mature (under 40) ability to get 
things done effectively through the selec- 
tion and supervision of the right people 
and materials. 

(b) Over fifteen years’ pertinent experi 


OPERATING 
MANAGER 


1} For 2,000 car Lincoln-Mercury 
dealership, desirable midwest 
location. Excellent salary plus 
percentage of profits with con- 
tract option to purchase part 
HELP WANTED interest over period of time. 













“Customers will benefit through 





in such areas as advertising and | ith. winner of the 1054 Mobilgas x mesasy" terete Box 3730, ¢/o Automotive News, ||| cn, te lau! 3, cxcuively on work for 
‘ , | | '. 
ee os sweepstakes award. | W Subctonstes gvarantee plus commissions | Detroit 26 An apporent “ deed- —e ee in ow 
t s@ of company cor present slot makes me interested in ta 
Griffith, who averaged 28.1046 | w . 
“ ; rite sales experience with business refer- ing about a move which would offer an 
TNVESTORS will gain greater! miles per gallon in a Studebaker | Perences $0  adieamas. MANAGER for exclusive Mer- |] Opportunity for wider management work 
security for their investments | Land Cruiser, claims that smooth | i Rodg and Compan | cury dealership, Pacific Northwest, sub- and an improvement of my present $14,000 
i jers urban, metropolitan location. Excellent income, 
and a sounder basis for return. | driving is a bigger factor than slow | 407% West Richfivid Rd., West Richie, Ohio | facilities, ia cen annual. To auae Full resume of experience and qualifica 





speeds in obtaining good mileage. manager with pre-war experience will|} tions will be brought to interview. 
give excellent salary plus 25% of net Please address inquiry to Box 3731, c/o 


“Employes will benefit from 
“Fast starts and jerky driving | WANTED—AGGRESSIVE parts manager| profits before taxes and purchase con-|| Automotive News, Detroit 26, 


strengthened job opportunity and 























security. cost more mileage because they| fr den alae te eieomtine eect | tract leading to full ownership. All re- 
= | j i as . ° . lies held strictl fidential. y - 

“Finally, the general public slosh gasoline around in the carbu lent opportunity with growing concern in and Gama o yp tigp ts GENERAL SALES MANAGER — Hull- 
gains the by-products of initia- retor and as a result your car) healthful climate. Reply giving full re-| tive News, Detroit 26. Dobbs system. Seek opportunity with 

burns too rich a mixture,” he adds.| ‘ume including references. Box 3690, c/o | Ford or Lincoln-Mercury dealership with 
. _ | _Automotive News, Detroit 26. | | volume or potential volume. Presently 
Griffiths offers these suggestions: | a eee | general sales manager of volume Ford 
AUTO SEAT COVER salesmen. Excellent | ‘Geoteeetea ti eheard. A 
Cleveland Auto Thefts | 1. Have the car tuned up proper-| opportunity for salesmen covering new SALES ENGINEERS ao” - am shen “100° aon sae aa 
ly. | car dealers to carry strong repeat order Realisti 7 d car merchan- 
. | line of well known precision fit auto seat | 2 eee ee, penne: 
Show Sharp Rise 2. Drive at a steady pace, allow-| covers, either part or full time. Fabric $7,500 to $25,000 eee } ll 

CLEVELAND.—A rise in auto- | ing sufficient time so that excessive |_ Mfg. Co., 205 Thomas St., Newark, N.J. | We fb s graduate, Naval officer during WWII. 

motive thefts has been reported | speed is not required. SERVICE MANAGER FOR progressive | W* nll geet immediate a Write Box 3691, c/o Automotive News, 
iets A i “ nal con ; 

by Cleveland police which re-.| 3. Eliminate jack-rabbit starts) fer'ye‘under’ 45 and familiar with aii | experienced at MANUFACTURING level in| n= 

ported that thefts in the first two | and stops and all jerky driving. | phases of service operation. You must/| sales of equipment to the Original and Re. MANA. can nando all phases of deal- 
s : say: be aggressive and solid. Salary open. All . 5s ership. Knows truck merchandising. Pre- 

months of this year are approxi- 4. Avoid long engine-idling pe-| jew —oo equipment oa building. placement Automotive Trade. Submit a re- fer volume operation. Available about 

mately one-quarter of the 1953 | riods. Write or phone Weidenbacher Olds, De-| sume of your background and interests in June 15th. a ae. Box 3714, 

total of $109,278. } 5. Watch stoplights and try to | a! Il. ; sia complete confidence to: Miss Ruth A. Cook, c/o Automotive \- 

Last year, Deputy Inspector | pass them on the “green.” bea tae en Soe a ice President, Executive Sales Division. OFFICE MANAGER - ACCOUNTANT de- 
Chester Burnett said, there were | 6. Don’t use heavier lubricants! Must have automotive background to sell | ee ee ee ee ae 
4,655 larcenies from autos, com- | than are required. special truck bodies. Salary and yd EMPLOYMENT COUNSEL, INC. cae ef the largest Cadillac-Oldsmobile 
pared with 1,135 this year in two | 7. Shift as quickly into second | 3775 ee ees and ei rere trait oo | Room 1021, 7 W. Madison, Chicago 2, Ill.| agencies. Prior to this position, with 
months. land third gears as you can com-| assy Sm TION NE , large Chevrolet dealer 8 years. Know all 

SERVICE STATION MANAGER, experi- phases of dealership operation. Excellent 


1 





| 
| 
fortably do so. | enced, for large new multipump station references. Box 3727, c/o Automotive 
| nd lubritorium. Potential sales half mil- News, Detroit 26. 
lion dollars yearly. Attractive salary and - ——_—___—_—__-— 
bonus. Leader Chevrolet, West Spring- POSITION WANTED FORMER GENERAL MANAGER of vol- 
field, Mass. T le eT sification | ume dealer and auto investment Corp 




































volume dealers of the Great Lakes re- 
gion. One of the ‘‘Big 2’’. Not as essen- 
tial to have experience in big operation 
as drive, enthusiasm and imagination. If 
you’ve got the stuff, we’ve got the 
money. Box 3726, c/o Automotive News, 
Detroit 26. 


WAN'TED—NEW CAR sales manager for 
single dealership handling Pontiac in city 
of 185,000 with 750 new car potential. 
Will pay good salary plus percentage net 
car profits. Applicant must have volume 
selling experience. Write Box 3711, c/o 


plete qualifications. 





COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser, 














Blue Ribbon for Nash Metropolitan— 


Murray Vout, Monterey (Calif.) Nash dealer, displays the blue ribbon awarded his 
Nash Metropolitan convertible in the Concours d'Elegance in Carmel, Calif. Competing 
against seven cars ‘in the 1954 American production models class, including three of 
the top price group, the Metropolitan walked away with the highest honors. 








Automotive News, Detroit 26 giving com- 








SERVICE MANAGER — Family man, ten 
years’ experience, aggressive with exec- 
utive ability—desires permanent position 
with GM dealer. Excellent references. 
3315 Milton St., Shreveport, La. 


| SALES MANAGER FOR one of the large ' ee ee Fie es desires association with progressive com- 


pany. Excellent background of fifteen 
years in management, sales, finance and 
service. Young, capable, proven. Wil! 
take over dealership on straight percent- 
age. Free to reorganize, consult or im- 
prove any operation, any location. Will 
consider all offers. Box 3728, c/o Auto- 
motive News, Detroit 26. 


MANAGER, SEVENTEEN years’ Chevro- 


let experience. Prefer southeast. Chester 
Edwards, 618 McRorie, Lakeland, Fila. 


SALES EXECUTIVE 


Large automobile manufacturer offers a real opportunity to a 
man capable of taking complete responsibility for organizing 
and directing a retail sales organization. 


To qualify you must have extensive, proven experience at 
selling cars in volume, either as a dealer or sales manager. 
Must be an American citizen between ages 35-45. 


All replies are strictly confidential. 


Box 3729, c/o Automotive News, Detroit 26. 



















POSITION WANTED 


SALES MANAGER AVAILABLE to dealer 
overstocked with new and used cars. 





HANDLING FORD — 


_AUTOMOTIVE NEWS, APRIL 26, 1954 — 


DEALERSHIPS AV AILABLE 


Small town north 
central Washington state. Orchard, cattle 








CARS FOR SALE 


FOR SALE. 1952 CHEVROLET sedans, ex- 
taxicabs. Good bodies, good motors, up- 


_ PARTS FOR SALE 


CROSLEY PARTS. 








PARTS FOR SALE 


Service Motors, Box 7, 


Mmont. New York. 








wick Will 
organize dealership to operate prof- and lumbering country. Wonderful hunt- holstery clean. Sun Cab Co.. Inc.. 2600 Ta F R 
Hux- itably. Past record froves efficiency.| ing and fishing. Successful dealership| Sisson St.. Baltimore, Md. Belmont E E TRUCKS FOR SALE ——~™” 
nder Exce'lent 7 i kee te ——— for past 25 years, In the black 5-0300. aa 
. handle and tr straight thru the thirties, 1953 volume - Dod 
Fed future with chances to buy interest. $194,000. Net profit $15,000. Service ab- "eM ILLUSTRATED ro nae =e eon. t a meer 
288,- Twenty years’ experience all phases./ sorption 105%. New building, Will k -car auto transport 
rp % g. ll keep trailer. Tractor has new motor, complet 
2.047 Presently employed. Sales manager same used cars, accounts, etc. No blue sky. PA R T S br : slo, 
a firm since 1949. Age 40, single. Will New owner can buy or rent building. At F oO R S A L e comer, auien Gane ae ote a Soaee 
ur- consider ‘“‘Big 3’’ U. 8S. or Canada. actual inventories, depreciated figure on a outfit is 100% pertect "will onesinee a 
Write to Box 3676, c/o Automotive equipment, etc. approximately $22,800. C ATA L O G plete outfit for $1,500. Will take late 
sales News, Detroit 26. === =| _~=s« Reason for selling, buying larger deal. " model car in trade. Picture sent on re- 
- high SALES REPRESENTATIVE with automo-| Z0U just qualify with factory. | Write 1 Largest Wholesale Stocks quest. Jim's Used Car Lot, Box 321, 
juling bile manufacturer. Had five years’ retail , Se ee eae of GM Parts For Moundsville, W. Va. Phone 1799. 
automobile experience as salesman and ——<—$———_—_—_—— - 
year and half as sales manager with LOS ANGELES AREA handling popular | ® Buick NEW 1953 WHITE model 2264, 14’ Penn 
t the world’s largest Ford dealers. I’m young, high profit line. 1953 return on in-| 1953 CHEVROLETS ® Cadilla dump. Liberal discount. The Richland 
oduct single, college graduate, willing to learn, vestment—$19,000 net. Low ‘nvestment | ec és Motor Co., Phone St. Clairsville, Ohio 333. 
have integrity and I’m not a drinker or required. Excellent lease available. Mus' (2 door sedans) © Oldsmobile : 
drifter. I can meet people easily and — =, factory. Write Box 3671 ® Pontiac 
Bs e know how to get things accomplished. c/o Automotive News, Detroit 26. eos 
itary Cam fish best of references//T wil | XUTOMOBILE AGENCY Well etablsie ee to te sie a sae. weacnie tan Gan 
ac . independent in wealthy northern Chicago * ne day service. Special cash allow- 
sa Automotive News, Detroit 26. suburb. Favorable lease in ideal build- in use only 11 months ance on Phone Orders. All Shipments WRECKER FOR SALE 
yr ing. Minimum i t. Box 3719, c/ : . 
al DEALERSHIPS AVAILABLE ium —a£ °°. Attractively priced C.0.D. 1951 Shaves wrecker on 2-ton chassis 
DEALERSHIP AVAILABLE handling equipped with 8.25 tires, Holmes wrecker 
d Fa- _* ; Rea q ’ 
Packard. Well established exclusive fran- eady to go GORDON BUICK with 800-foot cable, 100 amp. generator 


chise in central Ohio industrial city of 
50,000. Rich surrounding farm trading 
area over 85,000. Parts, accessories, signs 
and equipment at inventory — $20,000. 
No used cars or receivables. 


for $55,000 or give excellent lease. Owner 
has other interests. Box 3724, c/o Auto- 
motive News, Detroit 26. 


Will sell | 
very modern building and adjoining lot | 


DEALERSHIP 
AVAILABLE 


Handling Lincoln-Mercury, southeastern 
United States. Only dealer city of 


100,000 with trading area of 500,000. 


wheels. 


Equipped with heaters, di- 


rectional signals, puncture 
seal tubes, spare tires and 


Phone, Write, Wire 





(formerly Robertson Buick) 


1000 S. WABASH AVENUE 
Chicago 5, Ilinois 


WaAbash 2-1030 
eae e = 


and regulation lights and equipment. 
Repainted yellow. Ready to go to work. 


$1,995.00 


Call Write 


JERRY SWANSON, INC. 


| 2315 S. Calhoun St. Fort Wayne, Indiana 


Good lease. Sell inventory and equip- 


eee eer ere at aaa attain 
a - ELYM: | ment. Easy terms. Must be able to ob- 


OUTH in southern California. 100 car 


Mr. Stan Salas LIQUIDATION SALE 








deal. Excellent —- _ — — tain factory approval. f H-3152 H-3152 
Will sell or lease modern building. Buy oe bd ¥ 
parts and equipment only. Terms to suit | Box 3707, a —— News, Potamkin Chevrolet 
buyer. Box 3660, c/o Automotive News. ro e Ge e e } 

n RE 
Deeit 98. Co., Inc. uine Willys Parts NEW LINES WANTED 





DEALERSHIP AVAILABLE: Agency | 


1101 S. Broad St., MANUFACTURERS REPRESENTATIVE. 


$50,000 Parts Inventory 


DEALERSHIP WANTED 


handling Buick and International in 

prosperous Ohio county seat city of 7,- | oo ez Philadelphia, Pa. Experienced. Wants automotive lines. 

000. Only parts and equipment need be | BUICK, OLDS, Maan iggy or Cadillac — Must Go Parts, accessories, equipment. Florida—— 

purchased. Owner retiring. Long time dual up to 300 units annually. Single Phone Howard 7-5400 southeast states. Reply Box 3699, c/o 
point location in suburban area or News, Detroit 26. A 


lease available on new modern showroom Automotive 


garage. $30,000 full price. Box 3702, c/o 
Automotive News, Detroit 26. 


medium sized citv. Have complete fac- 
tory approval. Will purchase buildings if 


DEALER'S COST 





SHOP EQUI IPMENT FOR SALE 








ip ceencetanara well maintained and fairly priced. Re- | ee tenements 
150 CAR DEALERSHIP handling Chev-| cently disposed of Ford dealership in | Less 10% FOR SALE—LARGE vertical neon Stude- 
rolet-Oldsmobile, located in prosperous midwest. Box 3716. c/o Automotive ATTENTION DEALERS a, baker sign—20 feet high. Also large 
midwest college town, excellent facilities, News, Detroit 26. } Prepaid Freight on horizontal Studebaker used car neon sign 


with flasher, bargain. Birk-Lyon Motors, 


modern equipment, 
Inc., Owensboro, Ky. relephone 3-2u5. 


eulrent stedk. O68 [<"s.. cn ou aun 
sell to mutual HAVE $30,000 to buy a General Motors 


satisfaction of both | SPECIALIZING IN THE SALE OF 
or or Ford agency in the midwest. Factory EX-TAXIS 


Shipments of $250 or More 














parties. No extras or liabilities. Box a ee nspajiepticlinnistibi 
” lo f , "s ‘ approved; would consider working inter- Ps s - 
__3722, c/o Automotive News, Detroit 26 ca Sin S08 cle. Avhometive iiwe, Excellent Bodies Good Motors Heaters All Shipments C.0.D. SUN MASTER MOTOR TESTER in excel- 
a | Upholstery New lent condition; includes accessories. Pres- 
ee oe pene >. ae ca ag are 38. BUY NOW OWEST PRICES EVER ent cost new $750. Will sacrifice. Valley 
or geen, Laaiied & Se a ae — UY N ons Gj 3150. § : ley 
ous South Carolina town. 40,000 popula- | FRANCHISED DEALER WANTS GM STEELE MOTOR co. Phone 8274.0 Inc., Roanoke, Va. 
tion trading area. New building. Modern ay vai re ae “Soler fgg 1950-1951 
i . Ten year lease. Stock at in- , . a = 
wien.” 4 3723, c/o Automotive News, weet. Ready cash $600,080. Replies sen | Plymouths — Fords — Chevrolets 314 St. Joseph St. Mobile, Ala, MISCELLANEOUS _ 
' . ‘ . c é 7 500 
oes oo ESTABLISHED dealer- viniausdaeaeabamticid oe ° ee ” punting ‘aad mataleleg. “ian P. Semmes 
fe MORRIS FREEDMAN letece” Veta re 


lent location. Factory approval could be | 
De- 54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


SARATOGA 7-2300 SHERWOOD 17-1700 


cars sold annually. 
New York. 


GM or Ford Dealership | 


Pum , Waverly, 
Se LAMLE Aneuay tox | Minimum allotment of 400 units. Must be 
DEALERSHIP AVA gency for | . ‘single-point location in middle west. 


sale handling Dodge-Plymouth in eastern | 
Pennsylvania. New cars sold last year| Have both GM and Ford factory OK. | 


were | eo oe of aan | Plenty of experience. Just sold smaller | 

ew, mode u 000 are 

door space. Box 3697, c/o Automotive | deal. Have $250,000 liquid cash. Will buy | 
corporation complete or assets. Either | 


News, Detroit 26. 
AGENCY HANDLING Dodge-Plymouth in, | method most advantageous to you tax- 


beautiful south Florida. Quarter million | wise. Strictest confidence. All replies will 
sales yearly, 70 miles south Tampa. | be answered immediately. 


Heavy winter vegetable and citrus center | 
also big cattle country. Inventory $30,- Box 3708, </o Automotive News, Detroit 26. 


000—will take $22,000 quick sales. Owner 


obtained. 75 


HUDSON PARTS 
DISTRIBUTORS 


LARGE PARTS INVENTORY 


WE SHIP ANYWHERE 
THE SAME DAY 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 











DEALERS SAY | 

Our greatest dollar values are at | 

CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 











must leave business immediately account : SEALER SERVICES —— j he N Be. 
A 5 ja s ion’ | . ‘ 
oe 2 St28, c/o Amtemetive Hows, |. : | One of the Nation's Best Wire, Write or Phone Meets 1.C.C. Requirements 
TALBOT’S INVENTORY SERVICE, 124 | Sale Every Tuesday 
'DEALERSHIP HANDLING STUDEBAKER S. Woodward, Birmingham, Mich., Mid- | GIL SCHAEFER DIST Cannot Be ched 
8 Mat 


12:30 P. M. 


- --200 car deal in one of Long Island's | west 4-5355. 
leading communities. Excellent following | 
and representation. Profitable — worth | | 


OPEN ALL NIGHT MONDAY 
while to investigate. Inventory parts and | 
equipment. Box 3721, ¢/o Automotive Why Give Away All of Your | Phone E 1254 Phone E 5209 | 


News, Detroit 26. | 324 West Main Street, Fort Wayne, 
Profits in Over-Allowances!!! 





INC. At Any Price 


Grand Rapids, Mich. 


101 Weston S. E. 
Phone 8-1183 


Write Todey For 
WNustrated Catalog 


; Sai Indiana 
AUTO-TRUCK AGENCY; Ohio, over $200,- We Guarantee Checks 


000 year gross; showroom, lot, complete | Dealers Only 
service - repair equipment; brick bidg., | 
with property. Apple Co., Brokers, Cleve- 
land, Ohio. 

AUTO AGENCY $22,000; Ohio; one, 
major three; 1953 sales $348,000; show- 





FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 








Use the successful Drew system of 


OVER-ALLOWANCE CONTROL DISCOURAGED? 


Don't give up yet. A small ad in the 


SOMETHING NEW 
DELIVERED 

















































































room, iot, rent $100 month; fully 50 USED CARS 
ee ee inane. = ee - $1 2 | Want Ad columns of Automotive News 
f deal- We have for sale a nice selection of | can help you locate that hard-to-get BATTLE CREEK 9, MICH. 
. Pre- DEALER MANAGEMENT sfeet leased 1952 Chevrolets, Fords and| Part—or that experienced service 
about r LING i pe az Phone WO 2-5257 All Dept's. 
3714 WHEN ier or SEL SERVICE Stymeuthe fo ofl body styles. These ene! P pis or those used cars. Pp 
— : be delivered to your door regardless | >©M¢ your message across the nation | “Leaders In The Industry” 
IT de- AUTOMOBILE DEALERSHIP p.o. sox 1622 aK TC .. — through an : 
of location. Phone or write for Slatin | | Since 1939 
st_ ten isis @ Sentai + _ AUTOMOTIVE NEWS WANT AD | 
mobile | , | 
with LEO J. KLEM | = _ 
ow an Bt? Fisher Bido. Deteele 2, sich. | INVENTORY SERVICE _ Robinson Auto Rental, Inc. | -------------------------------5 
eeltent : BUYING OR SELLING A | 229 $. Hanson St. Philadelphia, Po. it 
are 100 UNIT DEALERSHIP nendiing Ford— rs Buy Right © ‘sell Right ‘. € — ee t 
5 South central Okla. xcellent :arming, s we - 
‘ane ranching, and oil country. Well equipped | Parts — Accessories — Equipment _ 
> com- shop, large trade area. Modern buiid © © A disinterested certified phy sical | ears | 
atteen ng, ‘reasonable, lease. ‘No used cars,or | ° * eatery cil save veo ‘womey © © CARS WANTED 
Will sell half or all to qualified purchaser. | DON'T GUESS — BE SURE GASH TO AUTHORIZED Oildsmobile- | S d A : N dd Bel | 
eomiad- $22,000. Call 900 or write C&B Motors, | Call or write for service details. | Cadillac dealers for new, 1954 models. t en utomotive News to Address Below | 
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